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Customers specify Kvereadys & 


Mr. D. ULRICH, operating one of Brooklyn’s “The Eveready line has been one of the 
oldest radio shops at 1235 Myrtle Avenue, most, if not the most, profitable in our store. 
Brooklyn, New York, says: “If + out of 5 have With your continuous national advertising, I 
pyorrhea, then 99 out of 100 have Eveready can safely say that sales resistance has taken 
Radio Batteries on their radio sets) When aK.O. Nearly everyone specifies Evereadys.” 
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‘ Canadian National Carbon Co., Limited 
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enn INSULL was asked what 
he thought was the most valuable 
asset to the lighting and power indus- 
try and he very promptly answered: 
“The junk pile.” Asked to explain, 
he replied: “The junk pile indicates 
how quickly an industry can learn.” 
* 
a@STEN to what David Mayer says 
in regard to windows and then 
pass his words along to your dealers. 
David Mayer is the superintendent of 
windows of the United Cigar Stores 
Co. “The store rented by us for 
$10,000 a year means that we are pay- 
ing $7,000 a year for the rent of the 
windows and $3,000 a year for the 
balance of the place.” 
* * x 
R. STATLER, in his commend- 
able little magazine, “Statler 
Salesmanship,” defines a gentleman 
thus: <A kindly heart—A quiet voice 
—Polite words and manners—A hand 
ready to / ntion to little 
things for the comfort of others— 
Toward the strong, courage; toward 
the weak, chivalry; toward all, fair- 
ness—Few ever see one in a mirror. 
e.2 
BRIGHT thought, tersely ex- 
pressed, came from Governor 
Trumbull of Connecticut recently 
when addressing a group of electrical 
men. 

“Contractors, sell your jobs, don’t 
buy them!” 

This is an idea that every jobber 
salesman will do well to promote 
among his contractor friends. By 
“promote” we mean keep pounding it 


in on every occasion. 
* * ~« 


RTHUR BRISBANE once wrote: 
“The time to get ahead of others 
is when others are standing still.” It 
pays to break away from the gang 
once in a while. In most lines of 
trade the “summer slump” is looked 
for and readily accepted as inevitable. 
Yet there are always astonishing in- 
stances of success under “adverse” 
circumstances. John Paul Jones fur- 
nished one that we can mention off 
hand. To look for prospects and “tie 
into them” when others are looking 
for shade puts a salesman in the J. P. 
Jones class. 
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Mere are Many Anchors- aot t 
but only One NeverCreep, “SSS 


The above chart is compiled as a sales help for you. It illustrates 
clearly the fact that we are prepared to furnish a NEVER CREEP 
Anchor to meet any soil condition. This chart should be carried by 
all jobbers’ salesmen selling NEVER CREEP Anchors, as the chart 


enables you to readily make a proper recommendation. 


The large utilities order strand to conform to the strain applied, 
and not by size. Hence the above information. 
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Editor’s Page 


‘George’? May Be Clever But Why Let 
Him Do It? 


AST month a large group of representative 

) radio manufacturers, who comprise the 
Radio Manufacturers’ Association, met in 
annual convention at Atlantic City. The execu- 
tives of most of the important factories were in 
attendance, all eager to discuss and hear dis- 
cussed the important problems of the industry. 

Admittedly, one of the most important sub- 
jects brought before the convention was that 
dealing with methods of distribution, one entire 
day being devoted to this topic. How to eco- 
nomically distribute radio sets and parts in a 
manner that will provide for the fullest develop- 
ment of the market, at the same time winning 
and holding the confidence of the public, is one 
of the most serious problems today. 

That the radio manufacturers themselves 
appreciate this is indicated by the prominence 
viven this subject at their convention. First on 
their program was an exhaustive address on the 
veneral subject of distribution, by one of the 
marketing experts of a large packing house. 
Then followed specific discussions of the advan- 
tages of the various channels of distribution by 
representatives of publications representing, 
respectively, music jobbers, hardware jobbers, 
automotive jobbers, dry goods jobbers and elec- 
trical jobbers. A _ representative of THE 
JOBBER’S SALESMAN presented the case of the 
electrical jobber and can vouch for the sincerity 
of the representatives of the other fields as well. 

But trade publications, no matter how well 
equipped with facts and arguments, cannot do 
the whole job. 'The jobbers themselves must 
come to the front. It would seem that here is a 
splendid chance for the jobbers’ Association to 
demonstrate its value. Fortified with facts and 
figures, which could easily be collected from its 
members, a committee of the Association could 
ippear before a convention such as that of the 
radio manufacturers and effectively present the 

ase of the electrical jobber. Not only in radio, 

hut in all fields, manufacturers are seeking the 
‘ntelligent co-operation on distribution prob- 
ems that such a committee could give. 

As regards radio, the electrical jobber has 
one a good job in the past, but with the rapidly 
hanging conditions in the industry he can- 
ot afford to rest on his laurels. He needs 
idio perhaps more than radio needs him and he 
iust do his part, both as a group and individ- 
ally, to keep the manufacturer sold on the basic 

uindness of his economic position in this field. 


Combatting Prejudice Against 
‘‘Middle Men.”’ 


HERE is not a man reading this, we will 
venture to say, who has not heard, since the 
time he was old enough to comprehend, of 
the uselessness of the “middle man.” In the 
minds of the public, the “middle man” is still 
looked upon as the outstanding cause of “high 
prices” and has been for generations. (To the 
public, prices are always high.) ‘The public, as 
a rule, knows little about the machinery of dis- 
tribution and the costs incident thereto. They 
figure that if a 60 cent hen can lay an egg at a 
cost of one cent, including overhead, that there 
is no reason why they should pay 75 cents a 
dozen for eggs. And they say that the “middle 
man” is the cause of it all—that they should be 
able to get eggs direct from the farmer, although 
they do not know just how this could be 
brought about. 

At this time, and it has been so for years past, 
the jobber, or middle man, is supposed to be 
fighting for his very life. In a large measure he 
is. He has always had a fight on his hands to 
justify his existence in the minds of people who 
have not thought deeply enough on the subject 
to realize the economic necessity for middle men. 

Within the past few years there has been 
developed to a degree of almost maximum effi- 
ciency a weapon with which the jobbers—all 
middle men in all fields—could successfully 
combat that almost inborn prejudice against 
them. ‘That weapon is National Publicity. 

Can jobbers of all kinds—electrical, hard- 
ware, drug, paint, clothing, food—bring about 
among themselves concerted action? Is there a 
leader big enough to show the way? 

Suppose the jobbers in all the great divisions 
of industry were each to contribute even the sum 
of $500 a year to a publicity fund. It would 
easily amount to $5,000,000 to $10,000,000 
annually. Suppose that clever writers were 
then to tell the true story of the middle man and 
the services that he performs, so that people in 
all walks of life could understand. The fund 
would place that story, through the great 
national media, before practically every man, 
woman and child in the country. It would not 
be a piker campaign. It could easily be made 
the greatest campaign of public education in the 
history of advertising—a campaign which would 
tear down the prejudice of the generations. 

This should be done. Moreover, it should be 
done consistently over a period of three to five 
years without let-up. 
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4 Fin no Clam’ 


_lalways ask ‘em. 
“How about Tape’ 
when I get an 
Order for Wire 


Get these points on 


Dundee “B” Tape 


The Okonite Company has developed a tape 
similar in most respects to ‘‘Dundee A”’, i. e., con- 
taining absolutely no shoddy and only new rubber 
(but a smaller percentage than in “Dundee A’’). 
The compound is not spread but thoroughly fric- 
tioned through the fabric by means of rubber 
calenders. 


This tape is a true friction tape and is called 


“DUNDEE B”. 


It easily passes the tests for adhesive and dielectric ih earns in paper emt 
strength (don’t confuse adhesiveness with stickiness ) andard is %” tape in ono-half 
: a pound package. 
and has extremely good aging qualities. 


“DUNDEE B” is made in one 


color—black—and is wrapped in 


It is a far better tape than any medium grade 
on the market and is sold at a competitive price. 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F..D. gga Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pettingell- Andrews Co., Boston, Mass. 
Canadian “ive mx A Engineering Materials Limited, Mentrash 
uban Representatives: Victor G. Mendoza Co., Havana 
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Electrical Jobbers’ Sales in 1925 


Results of the Fourth Annual Investigation Made by THE JOBBER’S SALESMAN 
Showing the Scope of the Merchandising Work Done by the Industry 


sents the results of its fourth annual investigation 


i IS with pleasure that THe Jopper’s SALESMAN pre- 


the previous year, a falling off to some degree is evidenced 
in certain of the staple lines such as wire, wiring devices 


covering the total sales made by the electrical job- conduit, etc. In the case of 13 other lines out of the 40, 


bing industry. These will be 
found in tabulated form on the 
next page, for the year 1925. 
Forty key products are in 
cluded in this survey. In addi- 
tion, the total sales made in 
these 40 products and in all 
others combined is shown as a 
separate item. The latter 
reaches the very impressive 
figure of $531,000,000. All 
the figures tabulated represent 
sales at the jobber’s selling 
prices—not list prices. 

Last impressions are always 
strongest. With the opening of 
1926, most people would have 
been inclined to look back on 
the preceding year as one of 
onsiderably greater volume, in 
lollars and cents, than the pre- 
eding year of 1924. This was 

cause, during the last few 
onths of 1925 there was a 
ritable boom in sales of 


ost things electrical. The tendency was to forget the 
or sledding that was characteristic of most of the first 
lf of the year. This had to be made up for, and as 
erybody knows, a stern chase is a long one. Further- 
‘re, in many lines, such as radio, materially lower prices 
re prevalent, which of course had their effect in so 

' r as the breaking of sales records was concerned. 

In analyzing the figures, in comparison with those of 








OTAL sales of $531,000,000 

mark a year of somewhat 
unusual characteristics. Off to a 
poor start, lasting to at least 
May or June, business executed 
an about face and made a re- 
markable recovery the last few 
months of 1925. While the slow 
start, coupled with lower prices 
in many lines, prevented the 
breaking of sales records of pre- 
vious years, as far as_ total 
volume in dollars and cents is 
concerned, some very interesting 
changes developed in the rela- 
tive importance of certain indi- 
vidual products. 











however, very considerable in- 
creases are in evidence; these 
are residence lighting equip- 
ment, dry _ batteries, safety 
switches, electric ranges, 
clothes washers, fuses, flash- 
lights, tape, ventilating equip- 
ment, annunciators and bells, 
portable electric tools, ironing 
machines, vibrators and hair 
driers. Several of these are 
quite spectacular; for in- 
stance, ironing machine sales 
were about 414 times as great 
as in 1924 and stepped up 
from 36th place to 26th place. 
Washing machines gained 
about 25 per cent and went 
from 18th place to 15th place. 
Ventilating equipment gained 
about 75 per cent, although its 
relative place remained the 
same. Fuses, with a gain of 
about 10 per cent, went from 
22nd to 20th place. Residence 


lighting equipment, also with a gain of about 10 per cent, 
proceeded up the line one station—from 7th to 6th place. 
Radio, while slightly under 1924 in dollars and cents 
still maintains its place at the top of the list—far over- 
shadowing its nearest competitor, incandescent lamps. 
When the tremendous drop in prices on radio sets that 
occurred right after January 1, 1925 is considered, that 
the electrical jobber was able to (Turn to page 62) 
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1925 Sales 
Radio Sets and Parts........ $104,286,000 








Incandescent Lamps ........ 48,123,000 
Wiring Devices .................... 33,191,000 
Rubber Covered Wire........ 33,085,000 
CHMMIG .. nha ae 31,000,000 
Residence Lighting Equip- 
ment, Including Portable 
LONE <ceee ee 20,306,000 
Dry Batteries (including 
Retie) 2.52 18,200,000 
Pan GRO iS 18,148,000 
All Other Heating Appli- 
ances _ . 138,351,000 
Conduit Fittings ................ 11,290,000 
Safety Switches .................. 11,265,000 
Commercial Lighting 
Equipment, Including Re- 
Serer ~ 8 11,186,000 
Weatherproof Wire .......... 11,150,000 
Electric Ranges ................ 11,150,000 
Clothes Washing Ma- 
chines at eee 10,560,000 
Transformers, Insulators 
and Other Central St. 
Distei). Hawi: 3 9,453,000 
Pole Line Hardware.......... 8,630,000 
Pr. Motors and Control 
~<a ma sreentaecnnstinisosenenbenonneessosi perce 
ogee TR ee 084, 
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Sales of Electrical Supply Jobbers in 40 Key 
Products for 1925 


21. 


22. 
23. 


24, 
25. 
26. 
27. 
28. 
29. 
30. 
31. 
32. 
33. 
34. 


35. 


36. 


37. 
38. 
39. 
40. 


ghts 
Storage Batteries 





Panel Boards, Power and 








Lighting ce 6,127,000 
Electric Flatirons .............. 5,575,000 
Flashlights and _  Flash- 
light Batteries .................... 4,562,000 
Storage Batteries -............ 3,820,000 
Vacuum Sweepers ............. 3,811,000 
Electric Ironing Machines 3,651,000 
fae RIE 3,035,000 
Fractional H. P. Motors.. 2,174,000 
Lightning Arresters .......... 2,140,000 
Ventilating Equipment .... 2,108,000 
Measuring and_ Testing 
Instrurmeees ©<..3 65.5. 1,543,000 
Annunciators and Bells..... 1,387,000 
Construction Tools -...... 1,026,000 
Vibrators and Hair 
Dryers 964,000 
Portable Electric Tools... 945,000 
Soldering Paste, Commu- 
tator Compounds, Etc...... 652,000 
Fire Alarm Systems........ 535,000 
Violet Ray Machines........ 339,000 
Digh* Waspers. .............--..... 114,000 
Farm Lighting Systems... ...........- 
"TN, coco rete te $470,884,000 
Total Sales Reported in 
ALL Products Includ- 
ing the 40 Key Prod- 
GEE eink a tee $531,000,000 
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Instalment Buying and Electrical 
Merchandising 


How This Method of Retail Selling Reduces Sales Resistance on Electrical 
Appliances to the Benefit of the Whole Industry 


By E. W. MINER 


President, General Contract Purchase Corporation, New York 


probably dates back to the prehistoric past, when a 


wise buying and thrift— have expressed themselves in 


[ vtetty ae buying is not a new proposition. It President Coolidge himself, ever a staunch advocate of 


hairy hunter secured an excep- 
tionally husky club from an equally 
airy maker of clubs, upon the tacit 
understanding that there would be 
paid for that weapon a certain num- 
ber of skins within a given number of 
uoons. And today, we, the descendants 
of those hirsute gentlemen, are like- 
wise engaged in selling and buying on 
more or less similar terms, namely, 
paying for the article out of income 
rather than out of savings. 

During the past few years, how- 
ever, instalment buying has grown 
ind expanded to nation-wide propor- 
tions. Today it is an economic insti- 
tution of prime importance. Formerly 
limited to a few lines of merchandise, 
such as musical instruments, sewing 
machines, farming implements, etc., 
stalment buying has now been ex- 
tended to cover virtually every indus- 
ry and trade. As someone has so 
iptly put it, the instalment plan 
operates from the cradle to the grave; 
tor doctors and undertakers, and more 

less everyone between these two 
‘uctors in life and death, are suscep- 


ble to the deferred payment basis of selling their serv- 


s or goods. 


Fundamentally, and when not abused, instalment buy- 
x is one of the soundest and wisest movements ever 
ide in the merchandising of goods. Today, in marked 
ntrast to a decade or two ago, there is no stigma con- 
‘ted with buying on the instalment plan, partial pay- 
nt plan, deferred payment plan, club plan or any 
ier name one may choose to call this practice of buy- 
: out of income instead of out of savings. 
uuld there be? After all, this present-day economic 
titution is nothing more than the logical extension of 
dit facilities, heretofore available to business 
de, to the individual, in order that he or she may pur- 
ise a worthy article or service without a heavy outlay 
cash, secure the use of that article or service imme- 
tely, and then proceed to pay for that article or serv- 
in a convenient manner over a suitable period of time 
ile enjoying the benefits therefrom. Bankers, econo- 
ts, statesmen, labor leaders for the most part- 


And why 





even 





E. W. Miner 


favor of the instalment method of 
selling and buying, provided, as in 
every other economic development, 
there shall be no abuse of the privi- 
lege which might ultimately lead to 
its undoing. 

Instalment buying, as_ generally 
practiced today, stands on a firm 
economic foundation. Furthermore, it 
has proved the greatest sales stimu- 
lator ever concocted by merchandisers. 
Indeed, to a very great degree our 
present trade activity and our na- 
tional prosperity are the direct re- 
sult of the application of instalment 
buying to many industries and trades, 
thus making possible the sale of con- 
yeniences and labor saving devices, as 
well as necessities, to the wage earn- 
ers who, lacking ready cash, may now 
buy out of their future earnings. The 
rapid rise in American standards of 
living in late years lies in the instal- 
ment plan method of buying. Like- 
wise, with the marked stability of 
labor and the employment market, 
the worker, whether he be buying a 
home, an automobile, a washing ma- 


chine, or a vacuum cleaner on the deferred payment basis, 


must needs think twice before he forsakes a sure source 


his own 
large as today, due, largely, to the habit of compulsory 
saving, which is often inculeated by instalment buying. 

Today there are perhaps four billion dollars’ worth 
of deferred payment credits extended to the American 


of income while the employer, fully aware of the eco- 
nomic cycle of which his enterprise is an integral part. 
must needs hesitate to reduce wages or lay off help for 
fcar that the prosperous swing of that economic cycle 
may be affected to an extent that ultimately must hurt 


Bank deposits have never been as 


and public by manufacturers and dealers directly and through 


financing companies, or an average of about $3,500 for 
every man, woman and child. Some 75 per cent of all 
automobiles are sold on deferred payment; 50 per cent of 
pianos are sold that way; 80 per cent of phonographs; 
and 85 per cent of washing machines, vacuum cleaners, 
electric ironers, electric refrigerators, kitchen cabinets 
and other similar household equipment. 
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Few fields present a better or more logical applica- 
tion for the instalment plan than electrical merchandis- 
ing, particularly in the matter of the more expensive 
items, such as washing machines, vacuum cleaners, elec- 
trical refrigerators, electric ironers, dish washers and 
radios. In four cases out of five, these goods would not 
be sold for cash. The average family has not the avail- 
able cash on hand and will not withdraw funds from the 
bank for such purchases, which are not absolutely essen- 
tial to normal existence. Also, be it noted, these goods 
are generally not bought: they must be sold—and inten- 
sively sold. The prospect must therefore be appealed 
te on the basis of convenience of payment as well as 
convenience of The of the small cash 
payment, plus weekly or monthly payments of so small 
an amount as to fit well within the family budget, is 
wellnigh irresistible, provided the article has genuine 


use. attraction 


merit. 

For many years back the central stations have handled 
the larger electrical appliances, and even the smaller 
items such as portable lamps, heaters, irons, percolators 
and grills, on the time payment basis, with obvious suc- 
cess. Of course, the central stations have come quite 
naturally into this method of selling electrical appliances: 
first, with the desire to increase current consumption; 


second, because of ample capital to carry the credit 
accounts; third, because of the ease of collecting the 
payments along with the electric service bills. Depart- 


ment stores and large merchandisers of electrical goods 
have likewise been extending the partial payment plan 
te an ever-increasing clientele. 

But what of the small electrical dealer and the con- 


tractor-dealer? Well, truth to tell, he has been pret 
much out of the picture until recently. Either he had 
finance his own time payment sales, which he could 
afford to do with his limited capital, or he had to let t! 
business go to more fortunately situated competitors. | 
either event, he stood to lose through the public’s swin 
to deferred payment buying. His bank, of course, coul:! 
not or would not advance money on the instalment a 
counts, for this class of financing does not come withi:: 
the province of orthodox banking. 

Leaders in the electrical industry, realizing the fu! 
importance of the electrical store and the electrical con 
tractor-dealer as merchandising outlets for an ever-in 
creasing manufacturing production, ultimately 
themselves into action. And now, at last, the small ele: 
contractor-dealer 


stirred 
trical store and the electrical hay 
access to financing help through financing companies that 
enables them to sell on deferred payment terms. 

The financing company supplements, but does not dis 
place, the banks. The latter are limited by law and 
custom as to the scope of their financing service; and it 
has remained for the financing companies to step in and 
‘arry on the work of providing liquid funds from th: 
point where the banks leave off. Thus the financing com 
panies purchase from the dealers the buyer’s promise to 
pay for certain goods. The dealer gets the necessary 
contract from the buyer, and the financing company 
promptly buys the buyer’s promise and pays the dealer 
the amount remaining on the contract, less a certain per 
centage. In the standard practice, the dealer, having co! 
lected all payments from the buyer, receives a certain 
additional percentage from the (Turn to page 163) 





However great the natural attractions may be, a radio 
set in summer adds to the pleasure that may be derived 
from the great open spaces. Picnic parties are no longer 
considered complete unless a radio set is taken along to 














enable the participants to keep in touch with the affairs 
of the world. Estes Park, Colorado, a favorite resort for 
residents of Denver, 75 miles distant, has grown used to 
radio outfits, so many being taken along by picnic parties. 

—Underwood Photo. 
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The Meeting Will 


Come to Order 


Hot Springs Again, for the Eighteenth 
Annual Convention of the Electrical 


Supply Jobbers Association—All 
Set for the Best Yet 


PPORTUNITY, greater perhaps than in all the 
O past years of the Electrical Supply Jobbers Asso- 

ciation, presents itself at this, the eighteenth an- 
nual convention. fact 
that the electrical industry, as a whole, has made progress 
at a rate that places it in the very front rank of indus- 
This been 
most marked in the last year or two. 
of electrical power, brought about by consolidations in 
the central station field and the inter-connecting of lines, 
until it comes very near to covering every well populated 
Public utili- 


ties are on a sounder basis, financially, than ever be- 


This statement is based on the 


tries in the country today. progress has 


The vast “pool” 


portion of the country, is all but realized. 


fore, and their securities are rated among the highest. 
The dominant position that this country holds among 
the nations of the world is very largely credited to its 
tremendous utilization of power—electrical power. It 
would seem, moreover, that at last the thing which all in 
the industry have been clamoring for—‘‘Sell the people 
has been realized. 





on the electrical idea” 
The American people have a savings bank nest egg of 
*23,134,000,000. It grew by almost two billion in 1925. 
Measured by the buying power of weekly wages, the 
wage earner is 25 per cent better off than in 1924 and 
seven per cent better off than during peak money wages 
in 1920, so says the American Bankers Association. 
Therefore, with the machinery set up, well financed 
and running smoothly, to deliver power anywhere and 
everywhere; with the public well sold on the electrical 
idea; with the 
pockets of that public to 
spend on electrical things, 


money in 


what is there to say to elec- 
trical jobbers on this day 
of June except—‘“Hop to 


_ 


Monday—2 
May 31 8 
Tuesday—2 
June 1 3 

5 

8 
Wednesday— 1 


June 2 


Executive Com. 


Executive Com. 


Merchandise Coms. 
Merchandise Coms. 
Merchandise Coms. 


Executive Com. 


Program 
330 P. M. 
330 P. M. 
7000 P. M. 
330 P. M. 
00 P. M. 
700 P. M. 
330 P. M. General 


Meetings. 
8:30 P. M. General Meeting (open) 


Meeting 
ecutive, Atlantic and Central 





-~-Ex- 
Div. 


Ray M. Hudson, Chief of the Simpli- 


S. 


June 3 


fication 


Division, 


Commerce. 


Department 


Subject :—‘‘Simplification.”’ 


Put or 
a ae 


ecutive 


G. Hibben, 
Westinghouse 


L. 


Thursday— 9:30 A. M. General 


Mer. 
Lamp 
a Play in Behalf of the 


Co. 


of 


Elec’] Dept. 


Will 


A.—"“‘What Price Light.” 


Meeting—Ex- 


8:30 P. M. General Meeting (open) 
J. Ryan, Statistician, “Electrical 


Ss. 


Merchandising.” 
Tendencies 


ing of Electrical Supplies. 


Subject: Modern 


in Retail Merchandis- 


Charles Nash, Advertising Manager. 
Sanitary Mfg. Co., Pittsburgh. 
Subject: 
and Profits Obtaining in the Whole- 
sale Plumbing Supply Business.” 
30 A. M, 


Friday—9: 
June 4 


ecutive. 





Distributing 


General 


Meeting 


Practices 


Ex 
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Summer Sales Prize Contest 


A Co-operative Movement Initiated by THE JOBBER’S SALESMAN to In. 


for more or less obvious reasons, was shooting gaily 

along one day and doing fairly well. Situated 
about the second shot from one of the tees, in the kink of 
a dog leg, was a little hummock about 10 feet high. 
Behind this hummock was a little pond, about 20 feet 
deep, from which no ball had ever been recovered. The 
obvious thing was to disregard these circumstances, shoot 
bravely across the corner and land on the fairway in front 
of the green. But at the moment of the well-known 
impact he must have had the “I know I can’t” complex, 
for the ball dribbled over the hummock and to the bottom 
of the little lake. His score was more or less ruined, for, 
after he got.away from the treacherous ground, it took 
him some time to recover. 

Now, leaving this cow pasture incident for a moment, 
look down to the curve shown at the bottom of these 
pages. In a rough way it represents the average sales 
curve of the average year in the jobbing business. At any 
rate, the pool which you see in the months of July and 
August—the pool into which you so merrily slide in July 
and from which you so laboriously climb out in Septem- 
ber—is in evidence every year. 

This pool in the sales curve is usually called the 
“Summer Slump.” As in the case of the golf course pool, 
it not only represents a physical hazard but a still greater 
mental hazard. Once a jobber’s salesman permits himself 
to say “I know I Can’t” get business in the summer he 
is almost certain to make a poor showing. 

Nobody expects business in most lines is going to be as 
brisk as in the cooler months when there are no vacations 
to contend with and other detracting influences, but, on 
the other hand, there are many ways in which to fill in 
this down-dipping curve—principally by not becoming 
discouraged, by working somewhat more in summer instead 
of somewhat less, by pushing certain lines that in the 
rush seasons you have been inclined to neglect, by being 













crease Sales During the Months of July and August, 1926 


CERTAIN alleged golfer, whose name is withheld 





there with the shoulder to give a push that will help you 
contractor and your dealer at a time when they, too, ar 
inclined to be a little “low.” Many a good order for you 
regular lines will result where you least expect it if yo 
exude a little inspiration along with your sweat. 

It was for these reasons that THe JospBer’s SaALEsmA\ 
“Summer Sales Contest” was inaugurated last year. |: 
met with considerable success then. Over 60 $25.00 cas! 
prizes were passed out to deserving salesmen who mad: 
some extra effort. This year it is going over in a bigge: 
way, for all are now more familiar with the plan and ar: 
aware of the possibilities before them. It is expected. 
also, that more manufacturers will enter this year ani 
place their lines on the eligible list, so that your fiel 
will be considerably widened. 

Thus far, over 1,000 jobber’s salesmen have been en 
tered by their sales managers. A partial list of th: 
jobbers participating appears opposite. Entries are stil! 
coming in. If your sales manager has not entered you as 
yet, see that he does, because no salesman will be eligib|: 
for a prize who has not been entered in the regular way. 

The general conditions of the contest were given in 
the May issue, but there is no harm in repeating them 
briefly : 

The contest will be run for two months—July and 
August—virtually two contests: 

Tue Josper’s SALEsMAN will give cash prizes of $25.00 
each to all of the jobber salesmen, duly entered, wl 
make the greatest sales of the products of a certain list 0! 
manufacturers during the month of July, and cash prizes 
of like amount for greatest sales of the products 0! 
another certain list of manufacturers during the mont!) 
of August. 

The manufacturers whose products will be eligible in 
the prize contest for July will be those who list their 
products in a special ‘Contest’ insert in THe JoBper > 
SatesMAN for July. Those eligible for the August part 
of the contest will be those listing their products in « 
similar insert in the August issue. 

The July part of the contest will begin on July 1 anc 
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Partial List of Electrical Jobbers Who Have Entered Men 
in the Summer Sales Prize Contest 


American Elec. Co., St. 
Joseph 

American Elec’! Sup. Co., 
Chicago 

Blumberg Elec. Co. M., 
Detroit 

Boggis-Johnson Elec. Co., 
Milwaukee 

Boss Elec’] Sup. Co., Pro- 
vidence 

Braid Elec. Co., Nashville 

Brown & Hall Supply Co., 
St. Louis 

Cabell Elec Co., Jackson 

Capitol Elec. Supply Co., 
Lansing 

Carter Elec. Co., Atlanta 

Central States G. E. Sup. 
Co., Chicago 

Clark Jr. Co, 
Louisville 

Coghlin Elec. Co., Wor- 
cester 


James, 


Collins Elec. Co. Des 
Moines 

Colonial Elec. Co., Inc., 
Philadelphia 


Commercial Elec. Sup. Co., 
Detroit 

Continental Elec. Co., Kan- 
sas City 

Crescent City Elec. Div., 
L. S. G. E. S. Co., Evans- 
ville 

Crescent Elec Co., Detroit 

Crescent Elec. Sup. Co., 
Davenport 

Crescent Elec. 
Dubuque 

Crescent Elec. Sup. Co., 
Madison 

Crown Elec’] Sup. Co., St. 
Louis 

Doubleday-Hill Elec. Co., 
Washington 

Doubleday-Hill Elec. Co., 


Sup. Co., 


Pittsburgh 

Duluth Elec’l Sup. Co., 
Duluth 

Electric Appliance Co., 


San Francisco 
Electric Appliance Co., 
Chicago 


Electric Corp., Los An- 
geles 

Electric Sup. & Equip. Co., 
Charlotte 

Erner Elec. Co., Cleveland 

Erner & Hopkins Div., L. 
S. G. E. S. Co., Colum- 
bus 

Fobes Sup. Co., Portland 


Florida Elec. Sup. Co. 
Jacksonville 

Florida Elec. Sup. Co, 
Miami 


Frankelite Co., Cleveland 

Frost, Samuel, New York 

Fullerton Elec. Co., New 
York 

Fulton Elec. Co., Atlanta 

Greenfield Elec. Co., Balti- 
more 

Hawk, Wm. Davis, King- 
ston 

Hartford Elec. Sup. Co., 
Hartford 


Hartley & Co, M. S,, 
Northumberland 


House of Downing, Des 
Moines 


Hyland Elec. Sup. Co., 
Chicago 

Illinois Elec. Co., Los An- 
geles 


Inland Elec. Co., Chicago 

Inter-Mountain Elec. Co., 
Salt Lake City 

Interstate Elec. Co., Bir- 
mingham 

Interstate Elec. Co., New 
Orleans 

Interstate Elec. Co., 


Shreveport 

Indianapolis Elec. Sup. 
Div., L. S. G. E. S. Co, 
Indianapolis 

Iron City Elec. Co, Pitts- 
burgh 


Keps Elec’l Sup Co., Pitts- 
burgh 

Knoll Elec. Sup. Co., A., 
Cincinnati 

Kubee Elec. Co., Chicago 

Kurzon, Jos., New York 

Laird Elec. Co. R. M. 
Minneapolis 


Langdon & Hughes Elec. 
Co Utica 

Lawrence Elec. Co., F. D., 
Cincinnati 

Leidy, A. W., Phillipsburg 

Lewis Elec’! Sup. Co., Bos- 
ton 

Lindley Elec. 
Philadelphia 

McCullough Elec. Co., W. 
T., Pittsburgh 

McGraw Co., St. Louis 

McGraw Co., Omaha 

Mann Elec. Sup. Co. Co- 
lumbia 

Metropolitan Elec’l Dis- 
tributors, New York 

Michigan Brass & Elec. 
Co., Lansing 

Middle States Elec. Co., 
Chicago 

Mine & Smelter Sup. Co., 
El Paso 

Monarch Elec. Sup. Co., 
Ine., Newark 

Montana Elec. Co., Butte 

Moock Elec. Sup. Co., Can- 
ton 


Sup. Co., 


Morison Elec. Sup. Co., 
New York 
National Mill Sup. Co., 


Fort Wayne 

Nichols Elec. Co. Dayton 

North Coast Elec. Co., 
Portland 

Peabody Elec. Co., Okla- 
homa City 

Peerless Elec’l Co., Min- 
neapolis 

Penn Elec’] Eng. Co., 
Scranton 

Piedmont Elec. Co., Ashe- 
ville 


Reiman, Inc., Otto, Chi- 
cago 

Republic Elec. Co., Daven- 
port 


Republic Elev. Div., L. S. 
G. E. S. Co., Cleveland 
ReQua Elec’l Supply Co., 

Rochester 
Rex Elec. New Orleans 
Roberts Elec. Sup. Co., 
H. C. Baltimore 


Roberts Elec. Sup. Co., 
H. C., Philadelphia 

Robertson-Cataract Elec. 
Co., Buffalo 


Robertson-Cataract Elec., 
Co., Rochester 
Royal Elec. Sup. Co, 
Philadelphia 


Sager Elec’] Sup. Co., 
Lynn 

Schuster Elec. Co., Cincin- 
nati 

Shephard - Fluharty 
Co., Baltimore 

Southern Elec. Co., Balti- 
more 

Southern New Eng. Elec. 
Co., Hartford 

Southwest G. E. Co., 
Dallas 

Southwest G. E. Co., Okla- 
homa City 

Star Elec. Co., Erie 

Storm-Furlong Elec. Co., 
Miami 

Superior Sup. Co., Blue- 
field 

Syracuse Sup. Co., Syra- 
cuse 

Terry-Durin Co. 
Rapids 

Triangle Elec. Co., Chicago 

Tri State Elec. Co., Sioux 
Falls 


United Elec. Sup. Co., Salt 
Lake City 
Varney Elec. 
Evansville 
Varney Elec. Sup. Co., In- 
dianapolis 

Victor Elec. Sup. Co., De- 
troit 

Waco Elec’! Sup. Co., 
Waco 

Wesco Sup. Co., St. Louis 

Wetmore-Savage Elec. 
Sup. Co., Boston 

Wheeler-Green Elec. Co., 
Rochester 

Woodward, Wight & Co., 
New Orleans 

Wooley, L. A. Buffalo 


Elec. 


Cedar 


Sup. Co., 























































end July 31; the August part will begin August 1 and 
end August 31. 
Records for the highest salesman in each of the eligible 
nes (total gross sales for the month at jobbers’ sales 
rices) must be signed and submitted by the sales man- 
rer or an officer of the company to reach the offices of 






The Pool of 
“I KNOW I CAN’T” 





THe Jopser’s SALesMAN by noon August 15 for the July 
part of the contest and by noon 





(Turn to page 62) 
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Sales That Have a Ring to Them 


Annunciators, Bells, Interior Telephones and Mail Boxes Carry a Good 
Profit—Steer the Contractor After This Business 


HE jobber who goes after ‘house goods’ lines 
and concentrates on their sales can produce an 
excellent volume of business.” The sales man- 
ager of one of the largest electrical jobbing houses in 
the country made the above statement when asked his 
opinion on the possibilities in annunciators, annunciator 


66 


wire, bells, buzzers and mail boxes. 

Both the large jobbers and quite a few small ones 
are doing a most satisfactory volume of business in 
these products. The method of selling all these lines 
is similar. When a salesman sees ground being broken 
or a foundation being set, he loses no time in learning 
from the architect or general contractor who the elec- 
trical contractor is. Then it is either a matter of hav- 
ing his material specified or of selling the contractor 
on the idea of using his particular line. 

A point of utmost importance which the “live” sales- 
man bears in mind is that the con- 
tractor the 
larger cities, keep abreast of the 
new work planned in the territory 
said 


cannot, especially in 














in which he operates. It is 
that over 60 per cent of the con- 
tractors have no outside salesman. 
They depend on the development of 
new business in two ways. One is 
by seeking it out in the time they 
can spare from jobs already under 
way, or by the tips and reports from 
their friends, the jobbers’ salesmen. 
And it is these latter men, alive to 
this situation, and taking advantage 
of ~ it, 
doing the business 





who are 


in house goods 
which is available 
on all sides. It is 
the 
who is always pre- 
the 
contractors a_ lift. 


that gets the busi- 


live salesman 


pared to give 








ness. 
While in gen- 
eral, annunciators 


are not being sold 
in as large sizes in 
hotels 


large 


commercial 
the 
apartment hotels as 


and 


they probably have 
been in the past, 
there is still a field 
of desirable propor- 
the 


tions open to 


active jobber. 





“My Code Is To Always Give The Contractor A Lift’’ 


The combination bells and buzzers are being furnished 
not only in new apartment buildings but are being in 
stalled in the older buildings as well. The idea of using 
this combination, which consists of a bell for the front 
door and a buzzer for the back door, has been instru 
mental in increasing the business of the contractor on 
the products. It is also a fact that there has been con 
siderable improvements made in the modern bell so that 
the contractor, who formerly abhorred a bell job due to 
the necessity of returning to the job to adjust the bell, is 
now heartily in favor of its sale and the installation work. 

Interior telephones is another item which may be 
overlooked by some jobbers. The salesman should bear 
in mind that the sale of a telephone job carries with 
it volume and profit. It is a specialty, attention to 
which will well repay any jobber’s salesman. Interior 
telephones usually come in the electrical end of the 
specifications, and there is no reason 
why the salesman should not get the 
order for this equipment. 

Now, the subject of mail boxes—it 
was a real surprise to interview several 
jobbers on this subject and find in all 
¥ cases such marked enthusiasm. First 
% of all, a salesman must know that the 
average 





contractor is not as familiar 
with this work as he is with straight 
electrical wiring. Half of the 
either do not know 
figure the mail box opening or forget 


con- 
tractors how to 
it until the time comes to install one 
and then are put to 
considerable trouble 
in securing the in 
Here 


again is an oppor 


ae formation. 
tunity for the sales 
man to be of service. 
An 
successful jobber’s 
salesman doing 4 
splendid volume of 
business on_ thes: 
lines and who states 
“My code is to al 
ways give the con 
tractor a lift,” has 
found it possible to 
go on the job time 
and again and show 
the contractor how 
to figure the insta! 
ation of the ma’! 
boxes and give him 
other helps to tlic 
(Turn to page 17' 


unusually 
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Distribution Problems of 


Electragists 


Results of An Important Survey Representing the Opinions of 25 Per Cent 
of the Membership of the Association of Electragists International 


T the last meeting of the Executive Committee of 
the Association of Electragists International a 


By W. CREIGHTON PEET 


resolution was passed, recommending the gather- the jobbers. 


ing of statistics on the contractor- 
dealer gross volume of business, 
buying power, credit standing, 
ete. Carrying out this resolution 
the Trade Policy Committee pre- 
pared a questionnaire of 30 ques- 
tions which was sent to our en- 
tire membership throughout the 
United States and Canada. There 
were 502 answers received, which 
represents about 25 percent of 
our membership. Over 15,000 
answers to questions were given 
in these 502 reports. 

The following report covers a 
general resume of average condi- 
tions as shown by the survey. 
Some of the questions asked of 
the electragists and the resume of 
the answers for the entire country 
follow. 


No. 1—What were your ap- 
proximate annual purchases of 
materials, appliances, etc., for the 
past 12 months? 

The total individual purchases 
reported ran from $4,000 annual- 
ly up to $400,000. The average 
annual purchases of the more than 
500 concerns reporting were $38,- 
700, which would make the pres- 
ent purchasing power of the 2,150 
members of the Association in ex- 
cess of $83,000,000. 


No. 2—What percentage of your purchases were from 


jobbers? 


Rarely did this percentage run below 











W. Creighton Peet 

M* PEET is chairman of the Trade 

Policy Committee of the Asso- 
ciation of Electragists International. 
This report, here only slightly abridged, 
was made by him at a meeting of the 
Executive Committee on March 8, 1926, 
and represents the findings of the Trade 
Policy Committee on a number of ques- 
tions which vitally affect the relations of 
the jobber and the contractor-dealer. It 
is presented here as a most valuable con- 
tribution in furtherance of better co- 
operative relations between the two 
branches of the industry. 








line jobbing business? 


No. 3—What supplies are you buying from jobbers? 
Practically all wiring supplies are being bought from 


No. 4—What supplies are you 
buying from manufacturers di- 
rect? Why? 

It was found that the items 
most commonly purchased direct 
from the manufacturer were: fix- 
tures, glassware, floor and table 
lamps, because of better selection 
and prices; washers, vacuum 
cleaners and the larger appli- 
ances, because they are not gen- 
erally handled by the jobber; 
motors, which are not handled by 
the jobber; some wiring supplies, 
because of better prices; special 
equipment on which engineering 
data is needed. 

No. 5—Do you find it neces- 
sary to use jobbers outside of 
your city? If so, why? 

A considerable number of con- 
tractor-dealers find it necessary 
to patronize out-of-town jobbers. 
The reason in the majority of 
cases is insufficient local jobber 
stock and the cases usually occur 
in the smaller cities. 

No. 6—Are small jobbing con- 
cerns springing up in your city? 
If so, how many? 

Small jobbing concerns are 
numerous, more so in the Atlantic, 
Middle West and South Pacific 
Coast regions than elsewhere. 


No. 7—How many contractors in your city do a side 


75 percent, and There is a surprising number of contractor-dealers 


‘9 a rule it remained at 85 percent or above. It was doing a side-line jobbing business and they are scattered 


noted that as the volume of his business became larger, 
the contractor was more inclined to purchase direct from 
the manufacturer. Another significant fact noted was, 


hat there was much more buying direct from the manu-_ the industry. 


‘acturer in territory near the center of production. In 
the Atlantic section, Middle West and Great Lakes sec- 
tions, there was much buying from the manufacturer di- 
ect, while there was considerably less of it as the dis- dissatisfaction with 
though not as much as might be expected. 


ance from the producing centers increased. 





provinces of Canada. 


sas, Oregon and 


pretty well throughout the country. Eighty-two separate 
cities report this condition in 32 different states and two 
This is one of the sere spots of 


No. 8—Do any of your jobbers sell at retail? 

Jobbers are generally selling at retail, except in Kan- 
Northern California. There is some 
this among’ contractor-dealers, 
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No. 9—Do any of your jobbers do contracting? 

Fewer jobbers are doing contracting than there are 
contractor-dealers doing jobbing. There are 46 cities 
where jobbers are doing contracting, which represents 
17 different states and two provinces. This position of 
the jobbers is considered highly unfair and many of the 
replies that note this condition locally allude to the 


Practically all central stations are retailing applianc 
and most of them are reported to be doing so fairly a: 
maintaining list prices. It is the usual practice wi 
them, though, to extend very long terms to their cust 
mers, making it hard for the contractor-dealer to con 
pete. Fifty-seven different central stations in 25 stat. 
and one province were reported to be retailing unfair! 



















practice of using job- 
ber discounts to com- 
pete with contractor- 
dealers for wiring. 
No. 10—What is the 
policy of your jobbers 
in selling industrials? 
Jobbers are selling to 
industrials at wholesale 
prices practically every- 
where, except in Ken- 
tucky and_ northern 
California. It is re- 
ported that jobbers are 
making an effort to con- 
serve the interests of 
the contractor-dealer in 
industrial sales in Kan- 
sas and Virginia, but 





What the Electragists Are 
Striving Toward 


“Close co-operation between the policies of the various groups 
to the end that the public may be best served through the 
sound economical policy of our adopted trade policy. 

“An unselfish, broad-minded, fair and intelligent effort on 
the vart of our members to meet locally their jobbers and cen- 
tral station representatives. These meetings should be frequent 
and whole-hearted and every effort must be made to bring all 
the facts before the meetings. 

“Ascertain and broadcast to the country the high cost of 
retailing electric appliances and motors to the end that our 
members may receive sufficient discount to enable them not 
only to cover their costs but make a reasonable profit. 

“Educate our members as to the cost of doing business so 
that the number of business failures may be reduced and thus 
ultimately reduce the price of the product to the public. 

“It is not in line with our trade policy that our members 
should also act as jobbers. We must endeavor to persuade our 
members that this is not good business and is not for the best 


in the opinion of tl! 
contractor-dealer. 

No, 15—Does yo. 
central station help yo 
finance time paymen! 
sales? How? 

Not many central st: 
tions are financing tim: 
payment sales for con 
tractor-dealers. Tho 
that are, do so main), 
on old house wiring and 
on ranges. The total 
number of central sta 
tions reported as being 
so engaged was 23. 
which were distributed 
over 17 states and two 
provinces. 





























the trend is evidently 
not so strong as in the 
two other states men- 


interests of the industry.” 


No. 16—Does your 
central station conduct 
wiring sales for con 











tioned. This practice 

of the jobber is the cause of more hard feeling than any 
other question asked and drew more comment than any- 
thing else. 

No. 11—What manufacturers sell construction mate- 
rials direct to consumers? 

Many manufacturers are selling direct to the consumer. 
In all, 29 manufacturers were reported as selling direct 
to consumers. 

No. 12—What class of materials do they sell direct? 

In all, 25 articles were reported as being sold direct 
to consumers, these articles being for the most part 
appliances and apparatus such-as motors, starters, trans- 
formers, clocks, ranges, fixtures, glassware, etc., although 
in a number of replies conduit, wire, sockets, fuses and 
other wiring supplies were mentioned. 

No. 15 
satisfactory? 





Do you sell motors? Are selling conditions 


A total of 323 answered this question concerning the 
selling of motors and the conditions of such selling. Of 
these 58 did not sell motors but had an opinion to express. 
Of the total, 283 found motor selling conditions unsatis- 
factory, and only 40 stated they were satisfactory. Where 
reasons were given for a negative reply, they were in- 
These answers were 
almost a unit in declaring that it is impossible to carry a 


variably inadequate discounts. 
stock of motors, do sales work and service the motors and 
make a profit on a discount of 15 percent. Another com- 
plaint is, as soon as a motor job assumes any size, the 
manufacturer will step in and sell the job, usually giving 
the customer 10 percent or even 15 percent and making 


it impossible for the contractor-dealer to sell the job. 


No. 14—Does your central station retail and on what 
basis? 





tractors to install? Are 
the conditions of such sales satisfactory? 

A considerable number of central stations are conduct 
ing wiring campaigns for contractor-dealers to install. 
Some of these campaigns seem to be absolutely satisfac 
tory to the contractor-dealer, while others are not on 
terms to satisfy the contractor. The majority, however, 
are working on a satisfactory basis and consist of 38 
separate companies in 18 different states, while the 
unsatisfactory central station campaigns number 17 in 
13 different states. 

No. 17—Does your central station do wiring? 

Comparatively few central stations are doing wiring. 
Only 26 were reported, which number was spread over 
20 different states and one province. 

No. 18—What are the relations between your central 
station and the contractor-dealer? 


Relations between the central stations and contractor 
dealer may be said to be very good in the majority 0! 
places covered by the reports. Where discord is found 
it is due usually either to the central station doing wiring 
or to cut price sales or long term retailing policy. TT! 
total number of localities where relations were not hap) 
were 58, distributed over 22 states and two provinces. 


No. 19—How do you feel toward developing our tra: 
policy of having staple merchandise and materials con 
from manufacturer, through jobber, through contracto 
dealer to consumer? 


A total of 441 replies favored the trade policy unr 
servedly. There were 27 replies that did not approve 
in its entirety, but only a very few of these were de! 
nitely against it. The majority of the 27 negative repli: ; 
simply made a reservation concerning washing machine-. 
vacuum cleaners, large appliances, (T'urn to page 18: 
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Preparation First 


—The Money Comes After 


How to Make Money 


If a Man Devotes Himself to His Work and Becomes Better Than Others 
the Pay Will Take Care of Itself 


By Dr. FRANK CRANE 


once made an observation to me that is automatically.” 


: N OLD house painter in the Middle West making. I just drew and drew; the pay came 
worth thinking about. “Most painters,” he If a person devotes himself to a line of work 


said, ‘“‘think they are 
saving money by not 
buying expensive 
brushes. But they 
don’t do first-class 
work and so they don’t 
get the big jobs.” Sav- 
ing on equipment is a 
sure sign of not know- 
ing when to make 
money. 

Within the limits of 
common sense, it is a 
sound maxim that if a 
man devotes his entire 
energy to bettering 
himself in the profes- 
sion he has chosen, the 
money part will take 
care of itself. Those 
who have made the big- 
vest suecesses and have 
acquired the biggest 
fortunes have been the 
ones who have known 
when to make money. 
They have not spared 
time or money in get- 
ting the best equipment 
possible. 





that people want and 
becomes better than 
others, the pay will 
always take care of it- 
self. 

A rich man once ex- 
plained, “The best way 
I have found to save 
money is to make more 
than you can spend.” 
This is dangerous ad- 
vice, but understood 
correctly it is valuable. 

Scrimping on small 
things is less important 
than concentrating on 
fitting yourself for 
places that bring with 


them more financial re- 


ward. 

Henry Ford says 
upon the subject of 
when to make money: 

“Wait until you are 
40 before you think 
about making money. 
Spend all your time be- 


fore that on making 


the most thorough pre- 
paration possible.” 


One of the most famous cartoonists in the Saving is one of the finest virtues of mod- 
country, who receives a salary nearly as large ern civilization, but when it becomes nearsighted 


as that of the President says: and saves on equipment, whether it is in paint 
“T never thought in my whole life of what I brushes or education, it always defeats it own 
was going to be paid for the drawing I was _ purpose. 


Copyright, 1926, by Dr. Frank Crane 











An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 




























































































































































































































































































EASTERN STATES* CENTRAL STATES* | WESTERN STATES* 
MARKET PRICES MARKET | PRICES | MARKET PRICES 
A pr. 15 to General Apr. 15 to General Apr. 15 to General 
COMMODITY May 15 Trend i May 15 Trend | May 15 Trend 
F sainail 
| | 
“Be aE oo] | e el ms 
Licdi|o Vig o | & | 
fala /e/E/tlalalalele/elalslalalgli 
O/H | Rial] oO;m (a / Tia] a Sime lak | ® 4 
Transformers, insulators, distribution equipment; @ | 15 5 0/17 0 1 140 2 0 | 20 0 2 7 2 0 | 9 0 
Poles and pole-line hardware. | $j 11 9 1/16 1 4/16 2 | © 18% 2 3 5 8 0 9 | 1 
Switchboards and accessories...................c--<.cco-ss--- 2/10 9 ee 0 0!|10! 14 0/19 0 4 6 2 0!|10 0 
Motors and control apparatuS................-......-s000+- Si: 2:94 9 0 | 19 0 1; 18 9 0 | 21 0 2 6 5 0; 10 0 
Safety switches. .......... 12); 17| 2} 1}e2! O}/ 8/18) 1] O; @8|] 1] 10} 6] 0} 0] 14] O 
Wiring devices 18, 15| 4 PT ii | 11 1 40716) @)] O71 91 8 9 Pin a ee 8] 6 
Conduit and fittings 14 | 15 1 1 | 21 1 8; 20; 1 0 | 2) § | 11 5 0; 0; 14); 0 
DRED ciuicccmiaiiiiibianeamiems ;10}@0| 2] 1/92! oj] 7/20] @] 0/25} off 4]1r} 0] of18] o 
R. Cy wine OH CODE 6 cece 10 | 18; @ Lips) 4 9/18 1 1;19)} 5 || 10]. 6 1 or Fi 7 
W. P. wire........ 4/16; 9; 0/18] 8 §|19| 4 1 | 16 6 §{10; 0 1 9; 8 
MINI soschiccsct easiest nine eee R:sctescuceepameee 12 | 16 2 1 | ¢ Q |} 10 | 18 2 0 | 25 2 4 8 2 0/| 10 3 
Industrial reflectors ................ 5 | 18 7 0 | 2 1 § | 18 5 0 | 28 1 8 8 5 0/14 0 
Commercial: Usiiteny nine, «5s on 9 | 16 6 1 | 20 2 5 | 18 6 0 | 23 1 4 9 1 0/12 0 
Resicential’ lighting wets: .:.....ake 8 10/ 7 1/18 2 .; 36 6 0} 19 1 2 8 3 0 | 10 1 
Street tighting ‘eqninnsent.........-..........2 26 4/ 5|12/] 0/16; 1 1; 8/11] 0/;185/] 1 $/ 8$/ 5| O| 9] Oo 
Pleating “Ginnences cn. co ee 5/18! 7] 0] @1 Q 3118]}12! o0|¢0!/ 8 $| 81 4!] 0/11] ¢ 
TE | 3 | 15} 3! 0/17! 0 1/ 9/11! 0/16] @ 1/ 5!] 6| 0/10! o 
| 
PRI aceneneonnenonseensenionsansitcmonnnttinistceldenitimenttannibsssinisiassihtell | 6] 61/18 5 Ae eg 1 4/11/18] 0] @1 2 6 $8; 6; 0/18 1 
ee a ll . 487 Te | Salles SE | ooo oor ee ea eee SOC 
| | 
TOD csesseninsiiinticieiinsass ape sere eee 0; 3 | 1 0 | 23 2 0 3 | 21 0/10/10 0 2|14 0/11 8 
| | = 
Plashlights end betteries. nn sccscesisceems | 6/17| 6| 0} 20 | 2 4\;2@2| 4] 0|@4/] 1 0o112¢/} 2! oli! o 
el es oe mit a 
Telephome epwbpeemt oiicccccenncexcecessessssseesceeeescscieew | o| 7 | 10 | 0/18); 0} @| 8/18/ 0/16] oj of | 6| 0| 8| 0 
Se Seems" eel cms | A SS MN (SS RRR ene | CeCe (eee (en ee (ee (a 
| | | | 
SSRI INO URN oi as, ee ee | @ $ | 15 | 1 | tla o!l 7114! olwmil es o! 6! 6/1 O/110! Oo 
*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 


Western States include all between the Pacific Coast and the eastern boundries of N. Dakota, 8S. Dakota, 
homa and Texas; Central States all between. 





Nebraska, Kansas, Okla- 













June, 1926 THE JOBBE  R’S SALESMAN 17 
os 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








Homes of Electrical Jobbers 


On This and the Following Pages Are Shown Nearly 350 Representative Jobbing Establish- 
ments of the United States. They Are Typical of the Places of Business of Some 700 Electrical 
Jobbers Who, in 1925, Sold Electrical Commodities to the Value of $531,000,000. (See Page 6) 
































The 55 Houses of the Graybar Electric Co. 
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Forbes Sup.Co. 
San Francisco. 






ea | Wetmore -Savage 
KepsElecl Sup, Elec.Sup.€o. Boston. 
Co. Pittsburgh. | 
Z Moore-Handley 
FAidw.Co,Birmingham 





New &ndland 
Elec.Co, Denver 


W- S.Nott Co. ene 
Minnea palis. Interstate Elec. 
Co. Birmingham. 
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| Franklin Flec.Co. 
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Co. Chatlanooda Tenn 


Thrall Elec.Co. 
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Ind ianapalis 
Milwaukee. : 
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SupCo. Boston. 





Haas Elec. Sales, 
Co. Cleveland 
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- Inland E lecCo. 
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Crescent Elec. 
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Independent Ce Houston'le x. 
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Otto Reiman Inc. 
- 3 ChicadGo,1t ‘ 


Asbury Park ElecSup. 
Co. Asbury Dark. N_J, 








Chas .£Hayes Co. Sager Eleel-Sup. 
Springfield, Mass. Co. Boston 
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Terry-DurinCo. Piedmont Elec.Co. Srmith- Perry 


Bluefield Haw, 
Co, Bluefield W.Va. 
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Axnecicav Elex..Co. 
St. Joseph Mo. 





~A-ndvrews Co. 





ae  CaMansfield,Ohio 


H.C. Roberts Elec. 
Co.-, Reading Pa - 





4g CEE a 











— ——Tw—T Springjieala,Mass. Independest Elec.Sup- 

| ls hago : aaa wo 

Allants,Goa. Péc ns re ag cornet 2 
W heeler-GreenCo. Oxklaheowms City adc 
Rochestec NY : 








Uratea Eler.Sup.Co- 
Salt LakeCity 


n.c. 





South Bend Elec Co 
Sea uth Bead sind 





Hughes ~ Peters 
Elec. Sup.Co- 
Coarabus, Ohio. 





Atlanta, Ga. 








Illinois Filec Co. 


Leos Angeles 





Southecuonhew ¢ 


Erglend BrecCo. Capital E.lec.Co. 
Bridge portConn 





| Co. Chaciclte 





Southwest General Blec . 
Co. Tulsd, Ok1Le . 





Collins Rlec. Co. 3 
Des Mownes,La. : "FEB 





Sager F Ele Lt 1 Sagi Co. 
Brockton, Mass. 





Capitol Elec. Sup.Co, 
Lans ivg, Mich . 





Salt Lake City 


Gaxrett-Miller | 
Co.Wallewinoion | 

wat: Pettix 
Co. Portland Me. 








A Axmdrews /*. , 
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Woodill-H ulse Flec. 
Co., Los Angeles 
(One of seven Bidés.) 
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Electric Sales 
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Carton ,Ohio 





Pieree Elec. Co. 
Jacksonville Fla. 
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Mines, Smnciter WR. OstranderaGo. Fobes Supply Co. 
Sup.Co- New York Cily Portland, Ore. 
El Paso,Tex. 
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X-Ray No. 400 
“TACK” 
for 150-Watt 

Lamp. 


X-Ray No. 410 
bast 1 hy 
for 150-Watt 
Lamp. 


X-Ray No. 500 
“KING” 
for 200-Watt 


X-Ray No. 510 
“QUEEN” 
for 200-Watt 
Lamp. 











X-Ray No. 900 
“GIANT” 
for 300 or 500 
Watt Lamp. 





X-Ray No.910 
“*LEVIATHAN”’ 
for 300 or 500 
Watt Lamp. 


Ps 











Chief 
Engineer 


LET JERRY HELP YOU! 


JERRY STAIR, Chief Engineer of Curtis 
Lighting, Inc., is making it his business 
and pleasure to personally help you sell 
your window lighting prospects. He 
wants to know you and work with you 
in the cause of X-Ray window lighting. 


Your co-operation is all that is needed 
—Jerry will do the rest. No red tape— 
no special equipment to carry. 


Get acquainted with Jerry! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 


LOS ANGELES—3113 West Sixth St. 





» NEW YORK—31 West Forty-Sixth St. 
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Time and money—that’s what Kondu 
Threadless Fittings mean to you. Once 
you understand the exclusive features of 
this “Simplified Line’’ you will appreciate 
the possibilities of its application to the 
job and your sales chart. aaa 


We honestly believe that you've never iT a 
had a jobber’s product offered you that has q 


even a comparable potential contractor Ra. 

and industrial acceptance of the magni- o . 
tude that Kondu Threadless Fittings offer | 
you. 








PATE} 





The original cost of a nts but 
tion of the complete inst er prope 
is made up of labor—the id screy 
the fittings. 


Explanation of Features The Kondu-Box bes Siiap,clmin 


operations and to furnis 
: ar ? A few are mentioned o hem—se: 
1. Cutting of threads on conduit is a waste of time and money. Kondu-Box and you vil they nm 
Kondu Threadless Fittings eliminate this operation as well your contractors. 
as the investment and maintenance of stocks, dies and thread- 
ing machines. 


. The necessity of screwing conduit into fittings is also another 
costly operation which Kondu Threadless Fittings has reduced 
to a minimum. Only slight effort is required to tighten 
Kondu Threadless Fittings in the desired position. 


- No more loss of time in starting tight or damaged conduit 
threads into fittings. No pipe wrenches or expensive equip- 
ment needed. Slide the conduit into the Kondu Threadless 
Fitting until it seats on the bead, tighten the lock nuts and 


ERIE MALLEEE 


KONDU DIVISION - - j 
OFFICES - NEW YORK - BOSTON - PHILADELPHIA - CHICAGO - CIM. PI 


HNN 


a 


- . ts : 
|. PRINT IN BINDING 
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On these two pages we've given a re- 
view of the salient features of Kondu 
Threadless Fittings, which explains the 
money making and labor saving ability of 
the line. Read the explanation—visualize 
it on the job and send for “‘A Message For 
You of Economic Importance.”’ 


We'd appreciate an opportunity to pre- 
sent the complete story of Kondu Thread- 
less Fittings to you in person and demon- 
strate their versatility. Just tell us when 
we may have an opportunity. 











a nts but a small propor- 
st er Proportion of this cost 
d screwing conduit into 


. Tests have shown 14-inch Kondu Threadless Fittings to have 

- Age A these omy a holding power of over 2500 pounds. This is far greater than 

- ren _ as pm ; 2 normal requirements. The secret lies in the parallel grip of 

‘ll the or a beget the tapered bushing—the greater the tension, the tighter the 
y mean to you an bushing grips the conduit. 

. It is immaterial whether the conduit be with or without 
threads as the tapers on the bushing causes it to conform to 
any variation of size or shape of conduit. 

. Kondu Threadless Fittings are made of certified malleable 
iron and are not affected materially by rust or corrosion. 
They are unbreakable and are, therefore, ideally suited for 
all work requiring strong fitting. 

. The large rectangular openings of Kondu Threadless Fittings, 
with the cover screw lugs out of the way, give great accessi- 
bility. Splicing becomes an easy operation. 

. Underwriters tests show excellent grounding is obtained 
without scraping enamel off the conduit. 


E IRON Co. 


- ERIE, PENNSYLVANIA 
IM@- PITTSBURGH - CLEVELAND - DETROIT - ST.LOUIS - KANSAS CITY 


OSAP NNN 
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GET IN ON SOME OF THE APARTMENT 
BUILDING CONTRACTS 


Contracts for modern apartment building wiring jobs always provide for the installing of 
Mail Boxes and Private Telephone Systems. There is a large volume of this business at all 
times and especially at this Season. Live jobbers’ salesmen can get a large amount of this busi- 
ness by talking the Couch line to the contractor at all times. 


The contractor, once he is acquainted with the Couch line, will stick to it because the serv- 
ice we give him and the service our products give on the job, will win him over every time. 


We will furnish to contractors and builders, complete data and specifications covering any 
layout for Mail Boxes or Private Telephone Systems. 


Write our nearest office stating number of apartments, number of vestibules, whether build- 
ings are fireproof or mill constructed. 


All necessary catalogs and bulletins for distribution to architects in your locality are furnished 
free. 


S. H. COUCH COMPANY, INc. 





TELEPHONE MANUFACTURERS 
fous Main Office and Factory: NORFOLK DOWNS, MASS. 
oe SALES OFFICES 
er BOSTON CHICAGO NEW YORK 
170 Purchase Street 809 W. Jackson Blvd. 76 Varick Street 


SALES REPRESENTATIVES 


515 Market Street, San neo sega D. C. Griffiths Company, Rockefeller Building, Cleveland 
Sierra Electric Co., Inc., 12 212 _ Daliins, eo Angele G. S. Felt, 3310 North 58th Street, Omaha 
John R. Hollingsworth, 1723 yo Street Seat Cadillac Metal Products Co., 1444 Park Place East, Detroit 


H. Steinhans, 917a Pine Street, St. Louis MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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PacificStates Elec.Co. 
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Brown Camp Hdw.Coa. 
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wm the American woman’s 
ever increasing interest in the 
decorative and illuminating possi- 
bilities of portable electric lamps, 
there has come a new appreciation 
of quality and color harmony in 
lamp cords. 


Women are discriminating buyers, 
and the electrical industry is fast 
learning through them that it pays 
to build feminine good will with 
cords that harmonize and cords 
that wear. 


Harmony with durability 


It is only natural then that the de- 
pendable quality and wide range 
of attractive colors offered in Rome 
Lamp Cords should result in a 
growing demand. 


Rome mills, covering 20 acres of 
manufacturing floor space, are giv- 
en over to the production of cop- 
per wires and cables. Every opera- 
tion, from the rolling of the wire 
bar, to the application of the last 
insulation or protective covering, 
is under Rome supervision. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME WIRE 


WIRE BAR TO FINISHED COPPER WIRE 
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Parallel 
Lamp Cord 
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HILE Rome Lamp Cords are 

built to harmonize with the 
most luxuriant surroundings, Rome 
Super Service Cords are built to stand 
the gaff of daily use inshopsand mines. 
Each of the other Rome flexible cords 
—and there are many of them—are 
built to meet specific working con- 
ditions. — 
But, into every Rome cord, wire, or cable is 
built Rome quality. 


The Rome organization with a thorough un- 
derstanding of the application of wires and 
cables for the job, backed with 20 years’ man- 
ufacturing experience, stands ready at all 
times to help you solve your wire and cable 
problems. 


If you will let us know in what wires and 
cables you are interested, we will be glad to 
send you samples, catalogs, and other infor- 
mation that will be of help to you. 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York —50 Church Street 
Boston — Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles —J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J.G. Pomeroy, Inc., 51 Federal Street 
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cpportunities. 


short space of six and a half 


the time the stories were written. 


1920 

Avery, Oscar, president, Avery & Loeb 
Electric Co., Columbus, O. (October) 

Bernardin, Frank M., president, B-R 
Electric Co., Kansas City, Mo. (Sep- 
tember) 

Harvey, N. G., vice-president, Illinois 
Electric Co., Chicago, Ill. (November) 
Herstein, W. R., vice-president, Electrical 
Supply Co., Memphis, Tenn. (May) 
Low, W. W., president. Electric Appliance 

Co., Chicago, Ill. (February) 

Porter, Geo. H.. general manager, Rail- 
road Dept., Western Electric Co., Chi- 
cago, Ill. (December) 

Robertson, W. E. Robertson - Cataract 
Electric Co., Buffalo, N. Y. (July) 

Schmidtbauer, J. C., vice-president. Julius 
Andrae & Sons Co., Milwaukee, Wis. 
(March) 

Stewart, Frank H., president. Frank H. 
Stewart Electric Co., Philadelphia, Pa. 
(August) 

Townsend. Thos. L, vice-president. Na- 
tional Electrical Supply Co., Washing- 
ton, D. Cc. (April) 

Walker, C. S., president. Varney Elec- 
trical Supply Co., Indianapolis, Ind. 
(June) 


1921 

Bickford, W. I., secretary-treasurer, Iron 
City Electric Co., Pittsburgh, Pa. 
(March) 

Burns, John H., treasurer, McCarthy 
Brothers & Ford, Buffalo, N. Y. (April) 

Churchill, C. R., president, Electric Ap- 
pliance Co., New Orleans, La. (O¢- 
tober) . 

Cole, Arthur J., vice-president, The Mc- 
Graw Co., Omaha, Nebr. (June) 

iGarron, L. V., manager, Philadelphia 
Electric Co., Supply Dept., Philadel- 
phia, Pa. (November) 

Graham E. C., president, National Elec- 
tric Supply Co., Washington, na & 
(July) 

Johannesen, J. G., president and manag- 
er, Southern Electric Co., Baltimore, 
Md. (December) 

McKinlock, George A., president, Central 
Electric Co., Chicago, Ill. (August) 
Overbagh, Franklin, general secretary, 
Electrical Supply Jobbers Association, 

Chicago, Ill. (May) 

Rumsey, Eugene A., president, Rumsey 
Electric Co., Philadelphia, Pa. (Sep- 
tember) 

Thomas, H. F., president, Northwestern 
Electric Equipment Co., St. Paul, Minn. 
(January) ; 

Van Winkle, F. D., president, Post-Glover 
Electric Co., Cincinnati, O. (February) 


1922 
Averill, F. N., president, Fobes Supply 
Co., Portland, Ore. (November) 
“Bibbins, Tracey E., president, Pacific 
States Electric Co., San Francisco, Cal. 
(June) 





Men You Should Know 


/ / 
A Resume 


let silent tribute be paid—they were men of great worth. 


Foreman, Hugh Q., treasurer, Sibley-Pit- 
ran Electric Corp., N. ¥Y. (December) 

Hall, C. B., president, Illinois Electric 
Co., Los Angeles, Calif. (September) 

Hillis, C. C., vice-president and general 
manager, Electric Appliance Co., San 
Francisco, Calif. (January) 

Johnston, George W., president and treas- 
urer, Mid-West Electric Co., Omaha, 
Nebr. (July) 

Milner, George S., general manager, 
Erner Electric Co., Cleveland, oO. 
(April) 

Moock, P. E., president, Moock Electric 
Supply Co., Canton, O. (August) 

Ridinger, C. W., president, Iron City Elec- 
tric Co., Pittsburgh, Pa. (October) 

Rost, O. Fred, general manager, Newark 
Electrical Supply Co., Newark, N. J. 
(March) 


Stern, Percival, president, Interstate 
Electric Co., New Orleans, La. (Febru- 
ary) 

1923 


Alexander, Earle, president, Alexander & 
Lavenson Electrical Supply Co., San 
Francisco, Calif. (October) . 

Browne, Charles Edward, president, 
American Electrical Supply Co., Chi- 
cago, Ill. (December) 

Buchanan, J. L., president, Wesco Supply 
Co., St. Louis. (November) 

Downs, B. B., president and treasurer, 
St. Paul Electric Co., St. Paul, Minn. 
(August) 

Hawley, C. B., vice-president and gen- 
eral manager, Inter-Mountain Electric 
Co., Salt Lake City, Utah. (September) 

Ketcham, Frank A., general manager, 
Supply Dept., Western Electric Co., 
New York, N. Y. (February) 

Patterson, George L.,, president, Stanley 
& Patterson, Inc., New York, N. Y. 
(March) 

Price, Frank S., president, Pettingell- 
Andrews Co., Boston, Mass. (May) 

Oblinger, R. P., president, Indianapolis 
Electric Supply Co., Indianapolis, 
(April) 

Shivers, L. L., president, Carter Electric 
Co., Atlanta, Ga. (June) 

Wetmore, V. C. Bruce, president and 
treasurer, Wetmore-Savage Co., Boston, 
Mass. (July) 

Wheeler, Clarence, president, Wheeler- 
Green Electrical Supply Co., Rochester, 
N. Y. (January) 

1924 

Cooper, John J., vice-president and gen- 
eral manager, Mountain Electric Co., 
Denver, Colo. (April) 

Cullinan, G. E., general sales manager, 
Supply Dept., Western Electric Co., 
New York, N. Y. (November) 

Hirsch, Leo. L., president, Electrical Sup- 
ply Co., New Orleans, La. (August) 
Kranzer, William J., vice-president, Cran- 
nell, Nugent, & Kranzer, New York, 

N. Y. (December) 


1Died November 23, 1922. 2Died July 3, 1925. 





VER since the first issue of THe Jopper’s SALESMAN, it has published every month, with two or three 
exceptions, a biographical sketch of some leading man in the electrical jobbing industry. These 
have appeared under the heading of “Men You Should Know.” 
marily with a view to giving inspiration to the younger men in the industry—to show them that in 
their chosen field there is a large measure of success ahead for those who will take advantage of their 


They have been written pri- 


The list of these biographies has now reached considerable proportions, 74 names, to be exact. It is 
interesting to read them over. They are all leaders and the industry owes much to them. Even in the 
years, however, two have been called from this world, and to them 


In printing the list, the names of the companies and the titles of the men appear as they were at 


Lafferty, Fred, G., vice-president and gen- 
eral manager; A. T™ Knowlson Co., De 
troit, Mich. (February) 

Laird, R. M., president, R. M. Laird Elec- 
tric Co., Minneapolis and St. Paul Elec- 
tric Co., St. Paul, Minn. (June) 

Lawrence, F. D., president and general 
manager, F. D. Lawrence Electric Co., 
Cincinnati, O. (September) 

Parr, McKew, president, Parr Electric 
Co., Ine., New York, N. Y. (October) 

Satterlee, W. B., president, Columbian 


Electrical Co., Kansas City, Mo. 
(March) 
Spurr, Joseph R., president, Southern 


New England Electric Co., Hartford, 
Corn. (January) 
Terry, J. B., president. Terry-Durin Co., 
Cedar Rapids, Ia. (May) 
Worthington, H, R., president and gen- 
eral manager, Florida Electric Supply 
Co., Jacksonville, Fla. (July) 


192: 


Downing, H. C., owner, House of Down- 
ing. Des Moines, Ia. (July) 

Hoagland, Walter, central district man- 
ager, Western Electric Co., Chicago, 
Till. (May) 

Latham, E. B., president, E. B. Latham 
& Co., New York, N. Y. (December) 
McGraw, Max, president, The McGraw 

Co., Sioux City, Ia. (February) 

Morris, F. R., vice-president and general 
sales _manager, Robertson - Cataract 
Electric Co., Buffalo, N. Y. (November) 

Olsen, John R., vice-president and gen- 
eral sales manager, Central Electric 
Co., Chicago, Ill. (September) 

Pixley, M. A., president and general man- 
ager, Erner & Hopkins Co., Columbus, 
O. (March) 

ReQua, William A., president, ReQua 
Electrical Supply Co., Rochester, N. Y. 
(August) 

Tafel, Paul, president, Tafel Electric 
Co., Louisville, Ky. (April) 

Todd, John D., vice-president and general 
manager, Missouri Valley Electric Co., 
Kansas City, Mo. (January) 

Van Valkenburgh, R. W., southwest dis- 
trict manager, Western Electric Co., 
Dallas, Tex. (October) 


1926 


Fullerton, F. W. L., president, Fullerton 
Electric Co., New York, N. Y. (Janu- 
ary) 

Hobson, Harry E., president, Southwest 
General Electric Co., Dallas, Tex. 
(March) 

Marker, Van N., president, Revere Elec- 
tric Co., Chicago, Ill. (May) 

Nebelthau, Harry W., president and gen- 
eral manager, Peerless Electrical Co., 
Minneapolis, Minn. (April) 

Scott, Charles P., treasurer, Royal-East- 
ern Electrical Supply Co., New York, 
N. Y. (February) 
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B-R Changes Name 


The B-R Electric Supply Co., Kan- 
sas City, Mo., has succeeded to the 
electrical supply business of the B-R 
Electric Co., Kansas City. 

This corporate change will not af- 
fect the company’s policies or method 
of operation and it will continue as 
a distributor of G. E. supplies. The 
management and personnel will con- 
tinue practically the same as in the 
old company. 


* * * 


Roberts Buys Porter Electric 
Company 


F. D. Phillips, vice-president and 
general manager of the H. C. Roberts 
Electric Supply Co., Syracuse, N. Y., 
announces that his 
chased on May 1, the business of the 
Electric Co., Utica, N. Y. 
The new name will be the Porter 
Electric Branch of the H. C. Roberts 
Electric Supply Co. L. W. Porter 
will continue as general manager of 
this branch and the personnel of the 


company pur- 


Porter 


organization will remain unchanged. 

The purchase of this company was 
made primarily to enable the Roberts 
company to give better distribution 











On the right is C. H. Annis, sales man- 
ager of B-R Electric Supply Co., Kansas 
City. His companion in crime is Hugh 
Short, city sales manager. Where, oh, 
where is Violet Homan? 





bbin: 








ASS 








Westinghouse Agents-Job- 
bers Association Meeting 
The meeting of the Westing- 

house Agent-Jobbers Association, 

which was held in Hot Springs 

Va., vrovided for sessions from 

Monday evening to Saturday, May 

24 to 29. There was only one 

open session, on Friday evening, 

May 28. At this open meeting 

the speakers were as follows: 

Thomas L. Phillips, commercial 
manager, Union Gas and Electric 
Co., Cincinnati, Ohio. 

“Central Station Selling.” 

L. W. Davis, general manager, 
Association of Electragists, New 
York. 

“Will the contractor-dealer con- 
tinue to buy from the jobber.” 

Edgar Kobak, vice-president, 
McGraw-Hill Co., New York. 

“An Electrical Publisher’s Re- 
sponsibility to his Industry”. 

W. L. Goodwin, operating vice- 
president, Society for Electrical 
Development, New York. 

“Enlightened Self Interest”. 











to the 
manufacturers whom it represents. 


in Utica and that vicinity 

The Porter Electric Co., automa- 
tically becomes a Westinghouse Agent- 
Jobber and will carry a full line of 
Westinghouse material in addition to 
the standard lines which it has 
always carried. 
* 


* * 


Death of S. W. Bishop 


It becomes a sad duty to announce 
the death of S..W. Bishop, who 
for the past several years has acted 





as secretary and business manager of 
the Electrical League of Colorado— 
one of the most progressive Leagues 
in the country. The electrical indus- 
try as a whole, in the Colorado dis- 
trict, feels that it has lost a brilliant 
and helpful man. 

Mr. Bishop was born Nov. 12, 
1894, in Denver. He graduated from 


the University of Colorado, later en- 
tering newspaper work in Denver. A 
short time later he entered the sugar 
beet industry. He served in the world 
war, his rank being that of a captain 
when he was discharged. 











“Krilco” and “Radisco” Open 
New Branch 
The Krich Light & Electric () 


and its Radio Distributing Cor). 
Newark, N. J., will open a branch) 
office and warehouse, on or about \\:1\ 
1, at 226-228 So. Warren St., Tren 
ton, N. J., under the management of 
Ogden Williams. 

The Krich company was founded 
in 1907, in the old gas days, and hias 
been gradually growing and expand- 
ing until today it has not only a lary 
main house ‘but two branches as we'll. 

The Radio Distributing Corp., wit! 
its Newark office at 8 West Park st.. 
has been in the jobbing business since 
the advent of radio, five years ago. 
“Radisco,” as it is known by tl 
trade, distributes exclusively the com 
plete RCA line of “Radiolas,” and at 
the same time carries a complete lin 
of radio parts and specialties. 

It is the intention of both organ 
izations to carry complete stocks of 
their merchandising lines, to giv 
quick and efficient service to their 
dealer friends, and to sell at whol 
sale only. 




























Carl Lindenberg, sales manager of ‘h¢ 
Crescent Electric Supply Co., Dubus 
Iowa. ; 
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Scientifically 
Correct 
Electrically and 
Mechanically 
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Profits 


{ The Year ’Round 


Through the greater popularity of “American Flyers” 


& 





1st Profit The liberal profit you enjoy through year ‘round sales 
brought in by our extensive national and local advertis- 
ing is just your first profit. 


nd Profit After every boy gets his ““American Flyer”’ he keeps right 
on wanting all the accessories. Thus continual profitable 
business comes in throughout the year. 


3rd Profit The amazing attention-getting ability of “American 
Flyer” displays i | I handi | 
yer displays increase sales on all your merchandise. | 
Even concerns not selling toys—banks, jewelers, etc.,— | 
use “American Flyer’’ displays as their finest attention | 
focusers. 
} 
| 


quality merchandise is won through the reliable, guaran- 
teed, high quality of ““American Flyer’ merchandise. 
That builds an ever-growing profitable business on all 
your merchandise. 


Ath Profit The entire family’s respect for your good judgment in 


We are noted for our rapid service and quick deliveries 
at all times. 


The big, four-color catalog shows all the various models 
of the profitable “American Flyer” Line. May we 
send it to you? 


AMERICAN FLYER MFG. CO. 


2219 South Halsted Street, Chicago, Illinois 


NEW YORK OFFICE WESTERN SALES OFFICE 
‘ifth Avenue Bldg. 660 Mission St., San Francisco, Cal. 
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Over in Grand Rapids, Mich., the Gray- 
bar Electric Co. has an organization of 
considerable size and here are an even 
half dozen, who may be taken as repre- 
sentative. From left to right the girls 
are: Pearl Doherty, Thelma Russell and 
Julia House. And the men: Leon Free- 
man, H. G. Cook and L. C. Eastman. 





News From the McGraw Co., 
St. Louis 

C. A. Barlow, formerly connected 

the Electric Light & 

Power Co. of Louis, has 

added to the 

McGraw Company, St. 


Union 
St. 
sales 


with 
been 
The 
Mr. 
Barlow, by the way, served as lieu- 
He is 


now covering the Southwestern Mis- 


force of 
Louis. 


tenant during the World War. 


souri territory. 

A. C. Peters, who was formerly in 
the 
been promoted and is now in charge 


merchandising department, has 
of city counter sales with Joe Keller 
in charge of stock. Roy 
Admire, formerly with the Brown & 
Hall Supply Co., has been employed 
as assistant to J. J. Kaske. J. A. 
Busch has been promoted to the quo- 
tation department with R. R. Jenkins 
Busch has been 


counter 


in charge of pricing. 
succeeded by V. A. Winkelman in 
charge of claims. 

J. J. Kaske, purchasing agent of 
The McGraw Company and who is 
also in charge of service, pricing, 
claims, stocks and warehouse as well 
as the city counter department, has 
been placed in charge of the lamp 
department. In connection with this 
department and the departments al- 
ready under his supervision, his title 
has been changed to purchasing and 
service manager. 

Several changes have been made in 
the office and warehouse departments 
for the 
The city counter department has been 
enlarged to take care of the dealer- 
They have also 


betterment of their service. 


contractor trade. 





eliminated the troublesome question 
of where to park and have opened a 
special exit from the city counter de- 
partment through the warehouse to 
the rear of the building where there is 
plenty of parking space. 

Through the ettorts of H. H. More- 
house, manager, there been a 
drive and special campaign started 
on Harvey Hubbell Hart & 
Hegeman schedule wiring devices 
which will mean a new straw hat or a 
palm beach suit to the winning sales- 
man in this drive. 


has 


and 


The boys are go- 
ing to put this thing over because all 
have said they need a straw hat and 
palm beach suit with the exception of 
Willis Meier who said he had never 
worn a palm beach suit and has a 
straw hat from last year and would 
rather take the C. E. Porn- 
traeger, merchandising manager, 
startled J. J. Kaske with a request 
to order a carload of Westinghouse 
used 
in a drive and campaign on Westing- 


cash. 


irons which he _ states will be 
house automatic irons. 

E. J. Diehn has earned the title of 
“the Radiola 104 man.” Jack has 
sold more No. 104’s than all the other 
salesmen He 
something in view in such instances 
and after his various sales were turned 
in he wanted to know of J. J. Kaske 
if there were any No. 104’s scratched 


combined. alwavs has 


or marred in any way so that he could 
purchase one for his own use, and 
from the tone of his conversation it 
seemed that he would have liked to 
purchase one for about $1.00. 

H.-P. Schaefer, who was formerly 


traveling for the Trumbull Elect 
Mfg. Co., and who has been added | 
the sales force, is going to the +.) 
of the ladder with each month’s sal... 
H. H. Morehouse, who was receni!y 
appointed manager of the McGr.\ 
Co., St. Louis branch, has created 4 
spirit of co-operation throughout thie 
whole organization. Through his long 


service as a salesman, for 21 years 


with the Illinois Electric Co., at Chi- 
cago, he has experience that enables 
him to promote such sales campaigns 
and activities as could be expected 
only from a man of his sales experi- 
ence. His experience as purchasing 
agent for the Continental Supply Co. 
of Omaha, Neb., also helps him to un- 
derstand and solve the problems on 
the other side of the fence. 


* * * 


Jobbers Active in Association 
H. I. Sackett, President of the 
H. I. Sackett Electric Co., Buffalo, 
N. Y., was elected a director of the 
lederated Radio Trades Association 
of America at the meeting held in 
Chicago the last week in April. 


M. A. Bringe, Jr., general man- 
ager of the Hughes-Peters Electric 
Corp., Columbus, O., was elected 
president of the Universal Club and 
secretary of the local Electrical Job- 
bers Association. 


C. P. Goopine of the Wilmington 
Electric Specialty Co., Wilmington, 
Dela., was elected a member of the 
Exchange Club of that city. 





The Crescent Electric force—left to right: 
Symanski, Jos. Fitsch, J. Hirschfeld, A. 


Jennie Young, and H. J. Snyderman. 


Ray 
Nitch, 


+ Preteen anne 


Here are the two guiding 
spirits of the Crescent Electri¢ 
Supply Co., San Franciseo— 
J. Hirschfeld, formerly of the 
Safety Electric Products ‘0. 
Los Angeles and H. J. Sny:er- 
man, formerly district re)re- 
sentative of the Philadel) hia 
Storage Battery Co., San F «- 
cisco branch. 
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Praca g-0-0-0-0-0-0-0-0-0 


P&S PORCELAIN 


---is recognized as the Highest Standard of 
Quality. Because of this Quality---our Years 


. Quick Inter-change of Bodies, Caps-and 
of Experience in Manufacturing---and the Bases. 


FOUR ADVANTAGES 


The Single Center Screw saves Time. 


constantly increasing Popularity of the Shurlok type prevents the Illicit Re- 


Single Center Screw Feature -- moval of Lamps. 


-it is good 
judgment to use P WS Porcelain Devices. OF Teltevitiat wate leer) Me) am Oliteloaaelcoes 


Established Electrical Jobbers Have These Devices in Stock 





Ask For Bulletin of 


P&S PORCELAIN. DEVICES 


PASS Wa SI YMOU R, Inc. Solvay Station we NOLON) N., Y, 
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T. S. KNopiaucn succeeds W. H. 
Jennings as northern Illinois sales- 
man for the Electric Appliance Co. 
of Chicago. “Bob” should do a good 
job for this company for he was edu- 
cated in the game by them and has a 
complete knowledge of the sales end 
of the business. 


Roy JONES is a new salesman em- 
ployed by the Stubbs Electric Co., 
Portland, Ore. Wm. Hawksley is a 
new counter man with this company. 
A new general supply catalog has 
just been issued. 


Wm. G. AcKERMAN, formerly with 
Baker Joslyn Co., is now employed 
as a corporation salesman with the 
California Electric Supply Co., San 
Francisco, Calif. 

Herman Levine of Troy, N. Y., 
will travel the Albany district and H. 
N. Tupell of Watertown, N. Y., will 
cover northern New York for the 
John S. Maxson Co., Homer, N. Y. 


Donatp C. Cowan has been em- 
ployed by the Krich Light & Electric 
Co., Newark, N. J., as an outside 
salesman. 


J. K. Wooro.k is a new salesman 
with the Florida Electric Supply Co., 
Tampa, Fla. 


T. T. Scorr and Bernard Stevens 
are new salesman and counter man, 
respectively, for -the Commercial 
Electric Supply Co., Detroit, Mich. 


Jos Fircu is a new salesman for 
the Crescent Electric Supply Co., San 
Francisco, Calif. 


R. E. Dav succeeded B. B. Pere- 
goy on May 1 as a salesman for E. A. 
Quarfot, Milwaukee, Wis. 


“Hersert C. Grotu, who formerly 
was a department manager for Alex 
Grant’s Hdw. Co., handling 
their appliances, is now 
traveling the city of Syracuse, N. Y., 
as an appliance salesman for the 
Syracuse Supply Co., Syracuse, N. Y. 


Sons 
electrical 


HERBERT STEENSON and F. F. Mc- 
Carty are two new city salesmen em- 
ployed by the Hughes-Peters Electric 
Corp., Columbus, O. 


Leon Simmons has been employed 
as a salesman by the Southern N. Y. 
Electric Supply Corp., Binghamton, 
He # 


R. M. West is a new salesman 
traveling out of the Providence 
branch of the Graybar Electric Co. 


Greorce D. LomsBere is a new 
salesman at the McLaughlin Electric 
Supply House, Aberdeen, S. D. 


J. B. Marruews, formerly with the 
Empire Electric Supply Co., Hous- 
ton, Tex., is a new salesman with the 
Tel-Electric Co., Houston, Tex. 


M. SraNntey has been employed to 
cover Lima and the territory sur- 
rounding this town by the Graybar 
Electric Co., Toledo, O. A. R. 
Weaver has been made stores super- 
visor. 


Russe_t B. THomas is a new sales- 
man and Edward Fleming a new 
counter man with William Davis 


Hawk, Kingston, N. Y. 


2 . A. Jenninos is now with Tu: 
= ‘& Hughes, New York City, as a sal , 
man. 


Merve Bepienr has been promo: 
to store manager and Bryon Wen || 
assistant store manager of L. \. 
Woolley, Inc., Buffalo, N. YY. The 
remodeling of the wholesale store | 
now completed. 


C. S. Orro, who for two years was 
lighting equipment salesman for tlic 
Avery & Loeb Electric’Co. of Column- 
bus, O., has left the jobbing business 
to become district representative of 
the Dental Hi-Gene Products, Inc. 
His present address is 841 Reinhard 
Ave., Columbus, 

Since January 1, Joseph Kurzon. 
New York, has been distributor of 
Edison Mazda lamps. D. A. Pinta- 
valle, formerly of the Edison Lam) 
Works, 120 Broadway, has charge ot 
this new department. 


Joun S. Taytor, late of the Mil- 
hender Electrical Supply Co., Boston, 
is now New England representative 
of Gillender & Sons, Philadelphia. 


and intends to take no one’s dust. 


“Trppy” Pace who travels thie 
city of Houston for the Graybar 
Electric Co., Dallas, Tex., has taken 
on additional responsibilities in tlic 
person of Miss Edith Hurlbut, to 
whom he has just been married. 
Their honeymoon included a trip to 
Washington and New York, but they 















































Abe Gollob, secretary of the Waco Electrical Supply Co., Waco, Tex., has })''! 


his okeh on the above picture of some of their people. 


F. W. Vesey at the |c't, 


next,-in order, Edna Gayle, C. C. Curtis, Abe Gollob, Topsy Thorn, Jeanette Grit! '!' 
and (W,.E, Allen. 
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Power Switches for Factories 


Bryant Switches—Surface, Expulsion 
Type for Inductive Loads and 
Railway Circuits. 






























Do you know the “Why” of an expulsion type switch? 


Some don't. These switches are designed with bar- 
riers between parts of opposite polarity. These insulators 
limit the arc formed when the circuit is broken. For this 
reason they are used, and are valuable in controlling in- 
ductive loads such as motors. 


The particular switch we picture and describe on this 
page, (No. 2597) has a cast iron cover with indications 
stamped on the top. 











This cover is dust type and 








especially suitable in factories, 
flour mills, etc., where a com- 


«WF / 
(ht 

Bryant Expulsion type 
Switch controlling a la 
motor convenient to reach 
and operate. 


pletely protected switch is not 
only important in trouble sav- 
ing operation, but a fire under- 





writer's necessity under some 
conditions. 


This switch is one of four 
Thousand Bryant ‘Superior 





Wiring Devices.” 





Close up of No. 207 
The durable ay be 
cover protects hand 


interior mechanism. a ——— : : : : : Ga 











oat rf. 


€ 
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No. 2597 removed from cover 


A study of this switch mechanism shows 
reliability, efficiency and safety of 


the 
Bryant design. 


sent oem 


1} 
‘ 
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THE BRYANT ELECTRIC COMPANY SUPERIOR 


WIRING DEVICES 






1421 State Street, Bridgeport, Conn. 
NEW YORK, 342 Madison Ave. CHICAGO, 844 West Adams St. SAN FRANCISCO, 149 New Montgomery St. 


BRYANT the Complete Line 
NT of Electric Wiring Devices i 











The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 
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are now at home at 1300 Hyde Park 
Blvd., where ““Teddy’s” many friends 
may drop him a line of congratula- 
tions. 


C. A. 
Graybar Electric Co., Chicago, has 
been sent to the. southern territory. 
He has been working in all depart- 
ments of the company at Atlanta, and 


Purpy, formerly with the 


will be assigned to one of the Florida 
branches in the near future. 


C. B. 
and stores department of the Gray- 
Co., New Orleans, La. 


Topp is now in the service 
bar Electric 
T. B. Paice is now city salesman 


the e.. 
Houston, Tex. 


for Graybar Electric at 


A. L. Loucks will travel in Llinois 
for the Crescent City Electric Divi- 
sion of the L. S. G. E. S. Co., Evans- 
ville, Ind. 

B. B. Sreete of the stock order 
department of the McGraw Co., St. 
Louis, Mo., has been promoted to the 
city “Ben” 


Growe of the warehouse department 


counter department. 








The bird on the right with the Buster 
Keaton smile and lid is no other than 
John Edwards, Jr. who covers central 
Kansas for the B-R Electric Supply Co. 
of Kansas City Mo. He is also known as 
the piano-playing fool and has taken many 
an order at the buyer’s house. The Duke 
on the left is Earle Poorman who has 
talked “Hotpoint” for the past 10 years 
in Kansas City and the complete south- 
west. Johnnie and Earle had just closed 
a big percolator campaign with a large 
western central station therefore the 
smiles and what usually comes after a nice 
piece of business for the jobber and 


factory. 





SALESMAN OF THE JOBBER IS THE 





The Graybar Electric Co. of Atlanta, 
Ga. is represented by this distinguished 
group with the exception of J. T. Clarke 
at the left who has just been transferred 
to Missouri. The others, from left to 
right are: J. H. Hamilton; R. A. Riley, 
sales manager; R. J. Ambler, and Max 
Morris, city salesman. 





has been advanced to price clerk. 
They say if “Ben” succeeds as well 
in pricing as he did in his warehouse 
duties he will break records for the 


position. 


More Jobbers Take on 


Refrigerators 


tendency of the 


the 
electrical jobbing industry to handle 


In line with 
the sales of electric refrigerators, the 
Tel-Electric Co., Houston, Tex., and 
the Electric Specialty 
Co., Wilmington, Del., have been 
appointed distributors of the “Servel” 
line of electric refrigerators. 


Wilmington 


* * * 


Treadway Has Steady Growth 


The Treadway Electric Co. was 
organized in May, 1905, by the late 
Leo Treadway and his sons, W. A. 
and Theo. C. Treadway. The first 
location was at 418 Louisiana St., 
Little Rock, Ark., which was, at that 
time on the “border” of the business 
district which has since spread so pro- 
all that the 
original location is in the heart of the 


fusely in directions, 
business section. 

The business of the company in- 
creased so that after one year the 
firm got a location at 713 Main St. 


in 1906. There it remained for 12 
years, moving in 1918 to 607 Main 
St., where it remained until 1925. 


The wholesale business had increased 
so that the salesrooms and offices be- 
came inadequate, and it then was de- 
cided to concentrate on the jobbing 
trade. 

The new headquarters is a three: 
story building at 206 Scott St., which 
has a total floor space of 26,000 ft. 
The company is state distributor for 
nationally known electrical and radio 


MOST IMPORTANT MAN 


IN THE INDUSTRY 
equipment and supplies. From t! 
original force of three men, the wor}, 
ing force has increased to 17 en 
ployes besides the officers and fou 
traveling 
state, with one city salesman coverin 
Little Rock. The officers are: W. A 
Treadway, president and treasurer, 
and T. C. Treadway, vice-presiden| 
and secretary. 
* * 


salesmen who cover th 


Southern Tier Prospering 


The Southern Tier Electrical Sup 
ply Co., of Binghamton, N. Y., is 
now occupying an entire four-floor 
building 60 by 100 ft. The company 
has been renting this building but if 
business keeps up the way it has the 
last year it would not be surprising 
to hear of its buying the building out 
right. This company has been a G. FE. 
distributor. for just about one year 
and is growing rapidly. 


= 2. @ 


Graybar Appoints McClary 


The Graybar Electric Co., has an- 
nounced the appointment of C. D. 
McClary as sales manager of the 
Philadelphia branch. 








J. J. Smith, Metropolitan Electrica! 
Supply Co., Chicago, claims that he has 
been in the “electrical industry since in 
fancy. He worked out of the Bridgepor' 
office of the General Electric Co, at on 
time, with the United States as his terr! 
tory; then in their Chicago office for two 
years. He has also had considerable ex 
perience with the Commonwealth Ediso: 
Co., Chicago, in the construction depart 
ment. With the Metropolitan he | 
supervisor of fan and “Tungar” sales 
handles the G. E. line of products gen 
erally and coaxes along some of the larg: 
contractor accounts in the “Loop.” 
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Heavy Duty Gas and 
Vapor Proof Fixture 





SALESMAN OF THE JOBBER IS THE MOST 


TRADE MARK N 
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For installation where 
Gases and Explosive 
Vapors Exist 






Published in the interest of a more complete 
fellowship with Jobbers’ Salesmen everywhere 


by the Benjamin Electric Mfg. Co. 


IMPORTANT MAN IN THE INDUSTRY.” 





Glasteel Diffuser 
White Porcelain ii 
Enameled Steel Re- | 
flector and Totally || 
Enclosing Glass Bowl | 
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Benjamin Electric Mfg. Co. 
of Canada, Limited 


A Few Words, a Few Pictures and Two 
of the Key Men in the Dominion 
Organization 











Mr. Ss. T. Faram 


From time to time The Reflector has 
featured the New York, Chicago and 
San Francisco offices and plants of the 
company, and once we gave quite a lit- 
tle mention of the British organization 
and its genial and capable resident di- 
rector, Mr. Guy Campbell. 

Disposing thus summarily of the 
afore-mentioned we will proceed with 
the matter that really concerns us, to 
wit: to give deserved prominence to and 
say a few nice things about the subject 
of our story, Benjamin Electric Mfg. 
Co. of Canada, Limited. 

And we do not mind using up a few 
words to say that we would like to print 
i lot more than we will be able to, be- 
cause there are a number of other 
ressing matters which we just have to 
queeze into this issue. 

The main offce and plant is located 
t 11-17 Charlotte Street, Toronto, Can- 
da. If you know anything about Toronto 


you will recognize the fact that the 
plant is nicely located. And a glance 
at the picture of the factory will show 
that while we are naturally strong for 
artificial lighting we love the sunlight 
and encourage it to come into the works 
by making the walls as porous to day- 
light as possible and still keep that kind 
of a building vertical and intact. 

The Canadian plant manufactures prac- 
tically everything in the Benjamin line 
and its facilities are comparative though 
on a smaller scale with those of the Ben- 
jamin factories in the States. An En- 
gineering Department is maintained to 
give technical assistance on _ lighting 
problems and also to design and build 
panel board and_ switch-board_installa- 
tions, by the way, an important feature 
of the Canadian works, and a well or- 
ganized and manned Service Department 
handles all matters pertaining to deliv- 
eries. In addition to the Benjamin line, 
the Canadian factory manufactures Wirt 
Dimalites and Cutler-Hammer products 
in Toronto. 

















Mr. L. W. Ferguson 


The sales organization comprises nine 
men, located at Vancouver, Winnipeg, 
Hamilton, Montreal and Toronto. Mr. 
S. T. Faram is in charge of all engi- 
neering and production and Mr. L. W. 
Ferguson is in charge of sales. 

“Tom” Faram, as he is familiarly and 
affectionately known, has been in Canada 
and with Benjamin for a long time. He 
certainly knows how to run a plant and 





Main Office and Factory, Benjamin Electric Mfg. Co. of Canada, Limited, Toronto. 
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A Corner in the Assembling Department, Toronto Factory 


he gets out a product that has had a lot 
to do with making the line famous and 
almost universally adopted throughout 
the Dominion. 

“Fergie” has just gone to Canada 
from his old haunts in New Jersey. 
Down there the boys gave him a royal 
send off a short time ago, and with 
his name and his disposition there is 
no doubt about his taking on without 
being “told off,’ as they say. As to 
ability, well if he hadn't displayed a lot 
of it elsewhere he wouldn't be there. 
Canada won't be a hard job for ‘Fer- 
vie.’ It will be a big opportunity. 

One of the nice things about the 
Canadian situation is the old-fashioned 
homey, “you belong, you old son-of-a 
gun,” spirit that pervades. They are 
all real friends up there, the utilities, the 
jobbers and the electrical contractors. 
And there seems to be a real unity of 
purpose in the maintaining of a fine 
tradition of readiness and ability to 
serve, and this for us is a happy situa- 
tion, for that’s where we literally and 
figuratively “‘live.” 


They have just taken on a new man, 
Mr. F. V. Griffin, who will handle radio 
products exlusively, working out of the 


Toronto office. 


And while we are still talking about 
Canada, it will not be out of place to 
mention a rather unusual Glassteel Dif- 
fuser installation up there. These have 
been used to illuminate the auditorium 
(save the mark in this case) of the Unit- 
ed Evangelical Church of the Deaf in 
Toronto. This church is the only one 
of its kind in Canada and the service 
is unique in that the sermons are given 
in the sign language and all conversa- 
tion is carried out on the fingers. This 
means that exceptional lighting is re- 
quired and for this reason, these high 
efficiency units were installed. The white 
finish of the Glassteel units harmonize 
very nicely with the white ceiling and 
the resulting effect is very pleasant. 
Ben-ox units were installed in the lec- 
ture room, Elexit fitting on all outlets 
and Benco outlet box fitting are used 
in the bowling alleys. 





A Switchboard Built at the Toronto Factory 











A Corner of the Machine Shop, Toronto Factory 


‘‘Year ‘Round Radio’ 
Advertising Effective 


Widespread interest is being manifested 
by radio dealers and fans in our cam- 
paign for “Year ’Round Radio” which 
is appearing in current issues of Radio 
Retailing, Radio News, Popular Radio, 
Q. S. T., Radio and Radiocast Weekly. 
Inquiries were received last week from 
27 states and four foreign countries ask- 
ing all about, thanking us for the idea 
and asking for literature. 

Radio is making a quicker pick up 
this year. Manufacturers of parts are 
putting on help. Dealers are buying. As 
an actual fact, the requests for copies 
of our De Luxe 3-tube Cle-Ra-Tone 
Receiver folder were so numerous that 
the supply was temporarily exhausted. 
A new edition is taking care of requests 
as rapidly as possible. 

We have had a conviction that this 
Summer radio let down was the bunk 
and to some extent we have proved our 
case. And we are going to push out 
for our idea that radio is not dead nor 
even entitled to more than the usual slum- 
ber because Summer is here (or is it?). 
We have 


Several 


Good programs are available. 
only an ordinarily good set. 
nights recently reception was bad 
locally, but we went afield a few hun- 
dred miles and listened to a_ beautiful 
ensemble while a local thunderstorm 
raged overhead. The remedy is largely 
in the use of selective equipment, and 
the suggestions are in the realm of the 
Radio folks them- 


o al 
selves are to blame for the seasona! 


knowing dealers. 


bugaboo of radio. Time was when open 
cars made automobiling a fair weather 
We need more closed car type 


radio equipment. 


sport. 
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The Show Case Lighting Campaign 


Advertising to the Trade and Thousands of 
Dealers Under Full Swing 


Show Case Lighting 
Forceful ad- 


The Benjamin 
Campaign is on in earnest. 
vertising in the electrical publications is 
bringing in hundreds of inquiries and 
arousing tremendous 
central stations, jobbers and contractors, 
and conspicuous and effective advertising 


interest among 


in such merchant mediums as Dry Goods 
Economist, Atlantic Coast Merchant, 
Chicago Merchant, Southwest Merchant, 
Pacific Coast Merchant and Merchants’ 
Record and Window is. sell- 
ing thousands of stores on the advan- 
tages of Benjamin Show Case Lighting. 

This national advertising in merchant 
mediums is only one step in the process 
of converting unlighted show cases into 
profitable sales of equipment and _ in- 
creased central station income from an 
off-peak current load. 

Tying into the national advertising, in- 
tensive local sales promotion is another 
step, and this is provided for, generously 
and completely in the Benjamin cam- 
paign. The book “How to Increase the 
Off-Peak Current Load,” contains a com- 
plete campaign of letters, folders, cir- 
culars, broadsides and other enclosures 
with full instructions for their use lo- 
cally in step with the national advertis- 
ing. 


Show 


Here is a profitable sales program 
f) which is particularly applicable to 
\ selling conditions during July and 


The letters and enclosures are 
entirely free in any quantity to suit a 
local condition. 


August. 


There is no obligation 
involved other than paying postage and 
instructing and using effectively some 
part of the sales force. 

This latter point is worthy of empha- 
sizing. The third and effective step is 
salesmanship. This is needed to close the 
business. Before any of the sales pro- 
motion is mailed out, every man avail- 
able should be brought in and instructed 
on the details of the campaign and shown 
what his part in the effort will be. Where 
this is done, the results have been splen- 
did. 

Already a number of central stations 
and jobbers have started preparations for 
the campaign. In the Eastern Division 
the Alabama Power Company, Birming- 
ham, Ala.; Mississippi Power Company, 
Pensacola Power Co., Pensacola, Fla.; 
Gulf Electric Co., Mobile, Ala., will put 
on a cooperative campaign which will 
cover all of Alabama, part of Florida 
and part of Mississippi. Several large 
jobbers have also indicated a live inter- 
terest in the campaign and have sent 
numerous lists of central stations to 
which they request we send full informa- 
tion. The Graybar Electric Co., Provi- 
dence, R. I., and the Wetmore-Savage 
Electric Supply Co., Boston, are particu- 
larly actwe in this connection. 





‘ 
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In the Central Division, the Dallas 
Power & Light Co., Dallas, Tex.: the 
Ohio Public Service Co., Lima: the 
Wichita Falls Electric Co., Wichita Falls, 
Tex.; the Central Illinois Public Service 
Co., and the Nebraska Power Ce., 
Omaha, Neb., are interested, and the 
Virginian Electric Co., Inc., Charleston, 
W. Va., has instructed its salesmen to 
bring the campaign to the attention of 
central stations in their territories. The 
Lake States General Electric Co., Cres- 
cent City Division, will put on a local 
campaign. 

In the” Pacific Coast Division, the 
Utah Power & Light Co., Salt Lake City, 
Utah; the Great Western Power Com- 
pany of California, San Francisco, will 
prepare for active work and a number 
of other central stations and jobbers are 
deliberating the preliminary movements. 

As an indication of the interest the 
electrical contractor is showing, a let- 
ter sent to them offering one of our new 
folders to send to prospects brought 350 
replies with requests for about 10,000 
folders for their use. 

The time for action is right upon us 
and we believe there is here an oppor- 
tunity for some effective pinch-hitting. 
We shall be glad to receive suggestions 
from jobbers’ salesmen and supply 
their central station customers with 
full information on request. 





TIEN SERIE IB TT 





Ten-Ten Assortments of 
Two-Way and Three- 
Way Plugs Now Ready 


The Ten-Ten Assortment of Two-Way 
and Three-Way Plugs is now ready for 
delivery. Big advertising in the electri- 
cal trade papers and a smashing broad- 
side and other sales promotion features 
are bringing the assortment to the at- 


tention of dealers everywhere. National 
advertising in Ladies’ Home Journal, 
Good Housekeeping, McCall’s Magazine, 


Delineator and Designer will reach mil- 
lions of plug users by the end of July. 
Here is an assortment which literally 
sets the dealer up in the plug business; 
he can concentrate on a single line and 
meet every plug need of his community 


t 


at a small outlay. On an investment of 
*6.73 he makes a profit of $3.37. 

Jobbers and their salesmen have an 
/pportunity now to get their stocks ready 
nd take this story to their dealers. 


PPigceres; 
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The Benjamin Reflector” 








Here is Another Big Sales Opportunity— 
Stand Lamp Clusters 


Stand 
Clusters have always been big’ sellers. 
their exclusive features of 


Benjamin Adjustable Lamp 
Because of 
high quality, fine appearance, conveni- 
ence, utility and reliability they have for 
years been the first choice of many lead- 
ing manufacturers of table and floor 
lamps. 

And now a triple campaign is under 
way in the Ladies’ Home Journal, Good 
McCall’s Magazine, De- 
lineator and Designer to reach millions 


Housekeeping, 


of women lamp buyers and make more 
sales for lamp 
in the strong dealer magazines 
Lamps 


dealers and manufac- 
turers ; 
such as Electrical Merchandising, 
and Lamp Buyers Directory to reach 
thousands of dealers and manufacturers 
and through broadsides and other direct 
reach both manu- 


sales promotion to 


facturers and dealers. 





Benjamin Adjustable Stand Lamp 
Cluster 


There never has been before such a 
complete and far reaching campaign on 
stand lamp clusters to the entire lamp 
trade and to practically every wired home 
When the manufacturer’s 
salesman says to the dealer, “This lamp 
is equipped with Benjamin Adjustable 
Stand Lamp Clusters,” he will know that 
back of that lamp is popular acceptance 
and no sales drawbacks, and when the 


in the country. 


dealer's salesman says to his customer 
“this lamp is equipped with Benjamin 
Adjustable Stand Lamp Clusters” the 
customer knows that back of beauty is 
electrical and mechanical perfection. She 
is assured of good appearance and ab- 
solute satisfaction in service. 

The stand lamp business is enormous ; 
it is growing greatly. Stand lamp manu- 
facturers are beginning to order their 
requirement. The market is 


season’s 


salesmen—up and at 
‘em. We are with you and for you 


ready. Jobber’s 


one hundred per cent. 


NOTES 


The Robertson-Cataract Electric Co., 
gave a farewell banquet to Mr. Wilson 
Crawford at the Hotel Martin, Utica, 
N. Y., last month. A host of friends 
Utica and Syracuse 
houses attended. R. C. Day, of the 
Utica branch, toastmaster, presented Mr. 


from both the 


Crawford with a 32nd degree Masonic 


ring. Our Mr. Paul entertained with a 
song or two as did others. We under- 
stand there was much entertainment and, 
oh, never mind, Mr. Crawford is going 
over to the Buffalo office and from that 
office comes Mr. James Sidway to take 
entire charge of the company at Utica. 
x *k Ok 


Two of our young ladies from the 
assembly department made a fine demon- 
stration of our inspection methods at the 
Y. W. C. A. booth at the recent 
Women’s World’s Fair in Chicago. 





« 





The Benjamin Exhibit at the Atlantic City Convention of the N. E. L. A. 


Business is Good in Outdoor Advertising 
Lighting 


This is the particular time of the 
vear when the building of new adver- 
tising signs, poster panels and the re- 
habilitation of old signs and outdoor 
advertising display is under way. It’s 
on now, because it is a distinctly out- 
side job—it simply isn’t done at other 


times. 


New signs are going up in front of 
buildings; gasoline service stations are 
putting up many signs. Night illumina- 
tion is getting to be a part of every new 
job and it is making the old jobs more 
effective. And for this there is only one 
best hit—the Benjamin Elliptical Angle 
Reflector—it’s the “Sign of Good Light- 


ing.” 





1999)99, 





RANDALL'S ROYAL FonTENELLE ORCHESTRA 


Accompanies Dick at 


DANCING DURING DINNER 


=e HOTEL FONTENELLE 
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A fine outdoor advertisement used by the Hotel Fontenelle, Omaha, Neb. Notice the Benjamin 
Elliptical Angle Reflectors. ‘Dick’ broadcasts regularly from the main restaurant of the hotel by 
remote control over stations WOAW, Woodmen of the World, Omaha, and KOIL, Mona Motor Oil 
Co., Omaha and Council Bluffs. He has been heard as far distant as Hawaii. 
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Dealer Draws “The Kings 
Daughters’’ 

I. E. Green of the sales department 
of the Southern Tier Electrical Sup- 
ply Co., contributes the following: 

“Recently I was making a short trip 
through the territory to see some of 
the old dealers and one afternoon 
called on George Switzer of Bath, 
New York. He told 


twinkle in his eye that he was going 


him with a 


to have an electrical show of his own 
that evening. 

“Mr. Switzer had made a proposi- 
tion to the society known as “Kings 
Daughters” in his local Presbyterian 
Church, telling them he would pay 
into its treasury 25 cents in cash for 
each member of the organization that 
came to his place that evening be 
7:30 9:00 o'clock. Mr. 


tween and 


)UNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER 





Left to right we have J. L. Jones, A. 
Joly and C. S. Campbell, who handle the 
internal affairs of Wesco Supply Co., 
Nashville, Tenn. under J. G. (Jack) Me- 
Nish, manager. 


IS THE MOST 





Switzer had plenty of chairs in his 
store and arranged all of his appli- 
ances on the tops of tables so the 
guests could look them over. 


IMPORTANT MAN IN THE INDUSTRY.” 





He also had three different types 
of washing machines with water in 
them and had one of his washing ma- 
chine demonstrators in attendance. 

“Miss Kathryn McCabe, Mr. 
Switzer’s assistant in the store, gave 
demonstrations of beauty appliances 
and electric sewing machines. 

“Mr. Switzer himself acted as gen 
had all 


ladies from this society call.” 


eral host and together 62 
“When you stop to think of it, this 
This 


around $15.00, which was paid into 


was a very clever stunt. cost 


a charity organization which will 
prebably do some more good. The 


same amount of money spent in a 
local newspaper probably would have 
brought in not more than one or two 


All of these fee] 
kindly toward Mr. Switzer and with- 


customers. women 








(he seeret of success of some of the western Graybar Elec- 
Upper left: Denver office and warehouse. 
w, left to right: “Art” Cerasa; H. E. Woodring; Geo. Grubb; qs 
Swanson; A. L. Stadler; 
‘ul Black, and C. M. Faidley. Front row: Frank Faulkner, 


c houses. 


W. Waggener; P. R. Otis; C. P. 


pa i A oy Oe 


yd Johnson, and J. C. Crupper. 
Upper right, Denver office. 


) 


‘levy, and Helen Rosedale. 


Left to right: Rose Wagner; 
rothy Care; Pearl M. Anna Swanson; Lola Kunse; Agnes 








= 


— er 
_, s 
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Hustlers.” 
Adams; R. 
E. H. Waddington. 

Lower right: 


Rear 


Depart, credit manager; E. H. 
and southwestern district line material manager; 
Valkenburgh, district manager; Hunter B. Baker, stores mana- 


Snapped at Dallas. 


Lower left: All set for the coming Texas boom—five “Houston 


Left to right: T. B. Paige; F. C. Caidwell, manager; 
. Landry, and C. S. 


Waddington, son of 


Left to right: Leland 
(Wad) Waddington, western 
R. W. Van 


ger, and Claude G. Matthews, sales manager. 
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S. P. (Perry) Aber (left), of the Missouri Valley Electric Co., Kansas City, Mo., 


picked a couple of manufacturers’ men as fellow-victims. 


Next to Perry is C. L. 


Rayborn, Russell Electric, and on the right is a fellow who can always be depended 
on to jump in and make things sociable—Roy V. Hawkins of St. Louis, with Apple- 


ton Electric. 





out doubt if they buy anything elec- 
Mr. 
Switzer is going on with this plan 


trical, will buy it from him. 


once a month and next time will have 
other sotieties in and will try other 
stunts such as serving coffee and 
wafiles.” 
* * * 
B. K. Sweeney Broadening 
Electrical Activities 

The 25th anniversary of the B. K. 
Electrical Co. of Denver, 
This company 


Sweeney 
occurred on May 14. 
originally started as a manufacturers’ 
agency and gradually developed into 
a large jobbing house in the automo- 
bile accessory In addition to 
this, it for 


line. 


began carrying stocks 


eastern manufacturers in the wiring 
device lines, warehousing this mate- 
It also, for a time, carried ap- 
pliances on the same basis but owing 
to circumstances it eventually became 


rial. 


jobbers in several electrical lines. 


The development has been such the 
company now reports that it is broad- 
ening out the scope of its business 
and becoming a regular electrical sup- 
ply jobbing house, extending its lines 
to all electric wiring devices as well 
as the appliances and automobile sup- 
piles. The company has 14 salesmen 
on the road. 

B. K. Sweeney is president of the 
corporation, Roy Blount is vice-presi- 
dent, secretary and treasurer, and A. 


S. Amilon is purchasing agent, \ 
Blount is also sales manager a: 
Howard Fishburn is in charge of t! 


electrical sales. 
* * * 


William Davis Hawk in New 
Building 

William Davis Hawk is now |. 
cated in its new building on Pi 
Grove Ave., Kingston, N. Y. T! 
building is 97 ft. deep by 34 ft. wid 
and is equipped with sprinkler sy. 
tem, elevator, etc. It is a brick buil< 
ing throughout and has light on thr. 
sides. It is within a half block o! 
the central postoffice, a block of th 
West Shore freight house and pa, 
senger station, also the express offic: 

The company has been operating 
its office separately from its war 
house up to the present, but is com 
bining all departments in its new 
building. It plans to use nothing but 
steel counters and shelves. 

The policy of a strictly wholesa): 
business will continue. A feature of 
the new building is a fully equippe: 
and up-to-date fixture showroom for 


the use of the contractor dealers. 
se 


Loren Henry Has Capable 
Assistants 


Loren L. Henry, vice-president ot 
the Roseberry-Henry Electric Co.. 
Grand Rapids, Mich., has returned 
to the office after an absence of thre: 
weeks due to sickness. 

H. A. Roseberry, president and 
general manager of the compan 
found it necessary to visit a number 
of manufacturers’ agents in Detroit 
and Chicago so the responsibility of 
operating the company during the ab 
sence of these men fell on the should 
ers of J. B. Vogel and Harold 4. 


Roseberry. 








No, this isn’t a group of Florida real estate men. It is a was held this year on February 2, at Pasadena, Calif. A pret 
picture of the sales organization of Listenwalter & Gough, Los 
Angeles, Calif., taken during the annual sales convention which 


fine looking group of men, isn’t it? 


Me 
ia : | 




















































June. 1926 THE JOBBER’S(AJSALESMAN 45 


_ 





\DED ON THE BELIEF THAT THE SALESMAN OF THE [OBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





: i= tHcH bs f= —— 


-KLUS 
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4401 Shallow Push 


TUMBLER 


S601 ~ Square 












Competitive ) 
priced 


















Their Long Life Saves the Life 
of Competitive-price Wiring Jobs 


Old friends of your Electrical Contractor, For the same famous value in a 7 umbler:— 
\\ey back him up when he’s up against competitive 8601 Square; sister switch to NUTMEG. Like 
bids. Help him in keeping down to a price with- NUTMEG it stands at the head of its price-class, 
cut cutting down the permanence of his work. because it stands out from that elass mechanically. 
‘NUTMEG “‘Push”’ you know of old; ‘its low price These switches couldn’t help but share the crafts- 

8 never matched its value. Its sales have not manship in the H&H higher-priced jobs. So share 
'-en matched by any flush switch. their friendly fame in your selling job. 


THE Hart & HEGEMAN Mre.Co. HARTFORD, CONN. 


Makers of Flectric Switches since J89/ 
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This was a flashlight—nuf sed. Rear, left to right: A. R. Hammett, city salesman; 


J. W. Dodge, president; C. 
Skillman, purchasing agent. 
Mason, sec.-treas.; H. E. 
Okla. It’s easy to recognize Bartlett. 


H. Veale, vice-president; L. 
Front, left to right: M. I.. Mason, sales manager; M. QO. 
Smith, salesman, all of the Dodge 


A. Bartlett, salesrnan; J. C. 


Electric Co, Tulsa, 





Changes in Personnel 

OcpeEN Wivurams has been ap- 
pointed manager of the ‘Trenton 
branch of the Krich Light & Electric 
Co., Newark, N. J. 

S. H. Wowesen has taken his old 
back as 
wtih the Commercial Electric Supply 
Co., Detroit, Mich. Mr. Woleben has 
been traveling for several months in 





position purchasing agent 


states. 


western 


A. W. 
R. Ostrander & Co., has been placed 


HEARNE, formerly with W. 
in charge of the lamp department of 
the Parr Electric Co., New York. 
has been appointed 
manager of the H. C. Roberts Elec- 
tric Supply Co., Baltimore, Md. 


J. Ripeway 


* * * 
Crawford Advanced By 
Robertson-Cataract 
An announcement has just been 


made by the Robertson-Cataract Elec- 
Co., Utica, N. Y., that Wilson 
Crawford, Jr., been advanced 


tric 
has 
from local manager to sales promo- 
tion manager and director of adver- 
tising of the main house at Buffalo, 
me 

James Sidway will take Mr. Craw- 
ford’s position as local manager at 
Utica. 





Electrical Credit Barometer 

The accompanying tabulation 
shows the number of delinquent ac- 
the total the 
average amounts as reported to the 
National Credit Associa- 
by manufacturers 


counts, amounts and 
Electrical 
tion member and 
jobbers threugh its various divisions, 
for April, 1926, as compared with the 
same month the previous year. Also 
these figures are shown for the first 


four months periods of 1925-1926. 


Southern New England, Brids: 
port Branch Growing 

The Southern New England E! 
tric Co., Hartford, Conn., reports ti 
its Bridgeport warehouse, which 
opened last November, has steadily 
creased its business so that it will soy 
rank with the other branches in Ha 
ford, New Haven and Waterbu: 
Horace V. Lips is the sales manag 
covering Bridgeport and 
while C. D. Greene takes care «| 
Stamford, the Norwalks and Gree), 
wich. 


Vicinit 


Fair prices and conscientious ser) 
ice have resulted in a wealth of busi 
ness for The Southern Compan 
which lives up to its slogan ‘“\\o 
Cover Connecticut.” 

J. R. Spurr, president and genera! 
sales manager, has his salesmen wel! 
in hand and it appears as though it 
will be the biggest year in the history 
of the company. 

A 
lighting fixture display room has been 
installed in the Hartford house 
the benefit of the contractors, who arc 
invited to bring their clients. 

A new advertising and sales pro 
motion department has been inaug 
urated with Charles’ A. Trask in 
charge. Mr. Trask has been on the 
advertising sales force of a Hartfor« 
newspaper for several years. He wil! 
carry out the advertising and sales 


new commercial and_ industrial! 


for 


promotion plan of the advertising 
committee of the G-E Distributing 
Jobbers’ Club. 

*.e *@ 





NUMBER OF ACCOUNTS REPORTED 


7 +f 
X Cc 








Increase Increase 
DIVISION April or 4 months or 
1925 1926 Decrease 1925 1926 Decrease 
New York . ee oe eee — 144% 1658 1566 — 05.5% 
Middle & Southern Atlantic States 298 287 — 20.4% 937 ~=—- 8 08 — 14.8% 
New England Division 118 88 — 25.4% 820-865 +14 
Pacific Coast . 19 47 +147 % 71 124 474.60 
Central Division St See Eee 964 1035 + T4% $3565 8811 + 6.9 
TOT AL.......:...-:....... 3053 286i — 8.7% 6551 6669 + 1.8‘ 
TOTAL AMOUNTS REPORTED 
of, co 
/€ c 
Increase Increase 
April or 4 months or 
1925 1926 Decrease 1925 1926 Decrease 
New York Div. _$ 66,989 $$ 72,009 + 07.5% $257,440 $283,075 —09.5 
M. & A. A. S. Div...... 30,265 26,621 —12%Q% 132,015 78,710 —A0.4' 
New England Div........ 20,466 8,023 — 23.38% 32,160 34,602 Fey 
Pacific Coast Div..... 1,570 11,940 44660 % 12,452 28,821 491.3 
Central “Div: <.............. 107,660 131,025 + 21.7% 436,670 398,735 — 8.7% 
TOTAL. $216,950 $249,618 + 15 % $870,737 $768,943 ase: : WE 
AVERAGE AMOUNTS 
April 4 months 
1925 1926 1926 1926 
New York Div, ........-.-<.. ..<0... .....$120 $152 $153 $145 
M..& S.A. §._ Div _ 101 112 141 95 
New England Div. ..... 88 91 100 of 
Pacific Coast Div. ~~. oe 254 175 192 
Central Div. .... , 126 122 105 
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Hamilton Beach 


Necessary Electrical Devices 
SALESMEN! 


Here’s A Fast Selling Line 


Small Unit Investment — Rapid Turnover 
Good Margin — and Nationally Advertised 


Every one of the 14,537,000 wired homes needs one or more 
of these quality Electrical necessities; Vacuum Sweeper—Home 
Motor—Hair Dryer—or Vibrator. Add to this the ever increas- 
ing demand for drink mixers, jeweler's motors, and motors for 
buffing and polishing. and other myriad uses—and you have an 
idea of the market for Hamilton Beach Products. 


And Remember-- 


there are 19 numbers in the Hamilton Beach Line which is sold 
exclusively ‘thru legitimate jobbers on a liberal margin that 
insures a good net profit. 


Hamilton Beach Mfg. Co., Racine, Wis. 














Fractional H. P. Motors for Grinding, 
) Polishing, Buffing. 








es we 


Full Line of Hair Dryers. Drink Mixers. Famous Hamilton Beach Vacuum Sweeper. 
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Tri-City Electrical League 

The Tri-City Electrical League 
embraces the cities of Davenport, Ia., 
with Moline and Rock Island, Ill. It 
was formed only a few months ago, 
but the organization has shown sur- 
prising strength in putting electrical 
affairs in its territory on a sounder 
basis. 

To begin with, the League boasts an 
astonishing percentage of contractor- 
dealer members. These are divided 
into two classes. That these classes 
contribute $100 and $200, respec- 
tively, is in itself sterling testimony 
of their faith in the movement. 

The officers of this league are: Presi- 
dent, E. L. Johnson, 
Graybar Electric Co., Inc.; vice-presi- 
dent, Joe Murphy, of the Electric 
Const. & Machinery Co., Rock Island; 
treasurer, C. R. Stahl, of the Peoples 
Light Co., Davenport; 


manager of 


secretary- 


manager, J. H. Waterbury. T. F. 
Kelley, manager of Crescent Electric 
Supply Co., is chairman of the devel- 
opment committee, in charge of the 
Red Seal Plan, and industrial light- 
ing. A. E. Johnson, Graybar sales- 
man, is appliance chairman. 

A distinct innovation is the legis- 
lative committee, headed by Chairman 
Otto H. Frickel, general manager of 
the Republic Electric Co., Davenport. 

The Appliance Committee tied in 
with the March and April campaigns 
of the N.E.L.A. Committeee on toast- 


ers and percolators. 
* * * 


Jobbers Sales Activities 
THe McGraw Co., St. Louis, Mo. 
—A special sales campaign was car- 
ried on during May.on “Hemco” 
products. A new straw hat was of- 
fered to the salesman selling the 
largest amount of “Hemco”’ products. 





Left, P. E..Davidson, manager electric: 
department, Moore-Handley Hardwire 
Co., Birmingham, Ala., and F. E. Scheu 
ing, salesman for the same company. 





A special drive on ““Tirex” cable and 
portable cord was also started in May 
with a cash prize for the winner. 


R. M. Lairp Electric Co., Minne- 
apolis, Minn.—A drive on Westing- 














Upper left: Here are the boys who send in the orders to the 
Graybar Electric Co., Cleveland, O. Left to right: Geo. Don- 


nett, T. J. 
Robert Jones, and C. R. Baehr. 


office. 


Wheatley, G. F. Kelly, A. I. Bradley, A. J. Park, 
G. E. Fishell, C. M. Snyder, A. R. (Andy) Hicks, star salesman, 
Upper right: And here are 
the fellows who see that the customers get good service from the 
Rear, left to right: H. L. Coup, M. J. Carver, H. E. Goss- 
man, J. A. Mathers, and D. R. White. Front, left to right: H. 
E. Heston, F. P. Hoeffler, E. R. Franklin, T. A. Rupprecht, and 
A. V. Kanuch. Lower left. Now we come to the boys who are 


Co. 


Classen, 





preparing themselves for the leap to the pictures above. ‘\t 
present they are countermen. 
Deasy, F. V. Pratt, L. H. Mylechraine, A. J. Slona, J. J. W0- 
ters, and H. H. Mossgrove. Front: C. A. Williston, C. R. Te 
endorf, and A. F. Vanek. Lower right. No, this is not a rep: nt 
from Latest Fashions. It is the girls who see that the Cleve! nd 
Post office is kept loaded with mail from the Graybar Elec’ ri 
Left to right: Lenora Mohler, Phyllis Lockwood, A¢ \° 
Norma Bauer, 
Sarah Bergman, Mae Vassar, Barbara Biro, and Julia Schrei’*'. 


Rear, left to right: Vinecnt 


h- 


Isabelle Kennedy, Lillian Glea-)0. 
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Just three 
years old— 


ERE we to list the names, much less show 
photographs, of thenoteworthy installations 
of Sol-Lux luminaires made in the three short years 
this lighting unit has been on the market, we might 
furnish you with a powerful weapon to aid in sell- 
ing still more Sol-Lux. But, it is more likely that 
in the time it would take for you to read the list, 
you could be selling Sol-Lux to that store around 
the corner and making a handsome profit for 
yourself. 


It is enough to know that at the tender age of 
three years, Sol-Lux can be found in countless 
schools, stores, libraries, banks, offices, hospitals, 
and that each successive sale is building an envi- 
able reputation for the Aristocrat of Lighting Units. 


There is real profit for you in the sale of Sol- 
Lux, because the demand for better lighting is 
growing steadily and the Sol-Lux luminaire is 
Suspension type practical—in illumination and in maintenance. 


Sol-Lux luminaire 


Want the story of greater profits? Write our 
nearest office—or 


Westinghouse Electric & Manufacturing Company 
Merchandising Department South Bend, Indiana 


It's Dustproof! 


That fact has sold more Sol-Lux 
installations than any other. You can 
“tilt out the cap” in any Sol-Lux 
installation and proveit. Demonstrate 
this feature to your customers. 
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Here’s a grin that says plain as day: 
“Yep, collections are fine, it’s a good 
world after all.” C. A. (Come Across) 
Force, credit manager of Manhattan Elec- 
trical Supply Co., St. Louis, is a golfer 
and breaks a hundred regularly. (When 
he takes his wife shopping.) 





Automatic Irons 


month of May. 


house during the 


CoMMERCIAL Electric Supply Co., 
Detroit, the 
started last month on Westinghouse 


drive 


Mich.—During 


automatic irons, two thousand of 


these irons were sold in the first four 
weeks. 





Stege- 
Brown, 


one of them! Left to right—F. 
mann, E. Wallace, M. Brenner, J. 
M. White (“Dim-a-lite”) Norbert Gar- 
funkel, and I. Fragner. All but one of, 
and all for the National Electric Supply 
Co., Inc., New York. Norbert Garfunkel, 
the retiring young man in the rear guard, 
is an untiring worker and is rapidly bring- 
ing his organization to the fore in the 
electrical jobbing game. Norbert knows 
the game, and everybody in the game 
knows Norbert. , ; 


Kricu Ligut & Electric Co., New- 
ark, N. J.—A drive was started last 
month on Ilg ventilating fans, blow- 
ers and heaters, also on a Westing- 
house range campaign which is said to 
be breaking all previous records of 
the company. 


Crescent City Electric Division, 
L. S. G. E. S. Co., Evansville, Ind.— 
A campaign on “Hotpoint” heating 
appliances was started in May. 


Tri-City Electric Co., Newark, N. 
J.—This company has started a drive 
on “Hotpoint” irons which will be 
taken care of not only by the sales- 
man at Newark but also by the men 
at Jersey City and Paterson, N. J. 


Tet-Evectric Co., Houston, Tex. 
—A 60-day drive on Westinghouse 
automatic irons was started in May. 

Tue Sovuruwest General Electric 
Co., Oklahoma City, Okla—An ex- 
tensive sales on washing 
and ironing machines, vacuum cleaners 
and heating appliances is planned by 
“Ben” Clarkson, local manager. 


* * * 


The Customer 
Do you realize that a customer is 
basically the only excuse for a sales- 
He is exceed- 


campaign 


man having a job? 
ingly more important to your welfare 
than you are to his. To summarize— 
No Customer, No Business, No Job. 
Why, then, not acknowledge this 
thought? Why not work with every 
individual customer as though your 
whole future depended upon the out- 
come of your dealings? 

Do you waste a lot of your con- 
structive time classifying customers 
into various groups of malcontents? 
Have you a grouch on against certain 
customers? Do you _ instinctively 
like certain ones and dislike others? 
If this be true what a sad commen- 
tary on your judgment. To illustrate 

-the customer’s grouch plus your 
grouch makes two grouches when 
there should but one; and it 
should be your greatest desire to 
overcome this condition of mind: 
every time you make a customer 
think straight, you are building char- 


be 


acter and helping yourself to a sale. 
You cannot make an 
customer reason by being “unreason- 
able” yourself, and it would be well 
to note here that reason plus cheer- 
fulness steadily applied is the only 


unreasonable 


A. G. Chaussier (left) and W. J. Duffy, 
of the Electrical Supply Co., New Orleans, 
came out on the street to escape the paint- 
ers who were decorating the store. W. J. 
is smiling because said painters have to 
buy him a new suit. 





known remedy for lack of reason; 
“When you lack reason you are un- 
reasonable.” 

Above all, indelibly, consistently 
and honestly impress upon all cus- 
tomers, even if you fail to sell them, 
that you are square, reasonable, kind 
and courteous; that you are inter- 
ested in them and their wants. Make 
every customer feel as though you 
have done all that could be done un- 
der every circumstance, for the right 
attitude invariably overcomes the 
wrong one. 

(Turn to Page 58) 








W. N. Rodriquez (left), southern sales- 
man for Inland Glass Co., and Russell 
Belden (right), Belden Electrical Supply 


Co., Joplin, Mo. This picture shows 4 
large building in Picher, Okla., for which 
these two gentlemen were successful in ¢‘e- 
curing the lighting installation. This order 
was no doubt secured with the help of 
the iug of “corn” which is shown in front 
of Mr. Rodriquez. 
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“The fuse Bans he fest eering 
achievement this casual wie ie 


MSU CBuri@ic Mociis Metter sit@ucsr io 
ing an inferno of heat has transformed 
a strip of cold fuse metal to gas. Pres- 
sure quick and tremendous has dealt 
the fuse casing a trip hammer blow. 


To appreciate the service fuses meet 
is to recognize the care with which 
they should be chosen. 


It pays to specify “Union” 





Secause they are worth more they really cost less 





THE NEW AND | 
IMPROVED — 


Features 
that insure Union Fuse users 


Renewal of a Union Fuse takes but 

Simplicity a few seconds. Unscrew two caps 
ana slip out the knife-blade mem- 

ber. The small number of parts lessens liability of misplacement. 


Assembly is accomplished easily and quickly. Design is such 
that incorrect assembly is impossible. 


Full-sized openings in both ends of the case make cleaning easy. 





Union Renewable Fuses are: more 


* 
Service economical because they stay in 


service longer. The heavy, rigid con- 
struction enables these fuses to withstand repeated “blows” 
without impairment. 


The ease and speed with which renewal is accomplished save 
time and labor, and shorten the time equipment is kept idle. 


The casing of a Union Fuse is made of heavy 
afe grey horn fibre to withstand the repeated 
shock of blow-outs. Obviously the renew- 


able feature of any fuse is of no advantage if the casing does not 

“‘stand-up.” The brass ends are permanently secured to the casing. 

Venting is obtained and maintained 

A convenient way to by means of a carefully proportioned 
find the proper fuse longitudinal passage in the casing. A Union Renewable Fuse disassem- 
bled. Note the minimum number of 
The exceptionally heavy construction of the parts and substantial construction. 

knife blade member provides maximum rigid- 

ity and holds the biades in alignment to 


secure positive contact with the clips. Union Fuses are made in all 


The fusible element is an exclusive ‘“‘Union”’ prtere nad Cn Ouapamnnene 


feature. Fusion occurring midway between indicating knife blade and 
the contacts so that the connecting parts are ferrule types. 

always clean. The threads of the stud are Plug fuses of a correspon: 
not exposed so that molten metal can not quality are manufacture 
cause them to “freeze.” under the trade name of 


“Gem.” 
The Union Chart “‘How to se- . 
toot fanaa” shows quickly the Union Renewable Fuses always “blow” at Full information covering all 


proper fuse for types of ing. 
motors. One of these charts the proper rating pig Toe aa will be sent 


will be mailed for the asking. 


&>' CHICAGO: Fuse MF6. Co.) 


ELECTRICAL PROTECTING MATERIALS AND CONDUIT FITTINGS 
LAFLIM & 1534 STREETS *# # CHICAGO 
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From left to right are: G. E. Chapman; Harry N. Place; Neuman Nelson; Leo 


Balluff; W. L. Peters; C. H. Blanchara; T. 


F. Kelley, manager; D. W. Manhardt 


Charlotte Grimes; O. R. Arnold; Cornelia Walker, and J. F. Osborn, of the Cres- 


cent Electric Supply Co., Davenport, Ia. 





Customers are an asset to your Em- 
ployer as well as to yourself, there- 
fore, give them “credit.” 

“A customer comes back,” a pur- 
chaser may never be seen again. Get 
back of all customers and bring them 
“back.” 

These lines are inscribed to the 
greatest of all human inventions, A 
Customer. Remember how you feel 
when you’re a customer.—The “Lib- 
erty Liner.” 


* * * 


Graybar of Dallas Sends Pic- 


tures 

The Graybar Electric Co., Dallas, 
Tex., has sent in the pictures shown 
below with the following story: 

“Here is a picture of L. P. (Roy) 
Bell alongside of one of his favorite 
lighting standards, which he selis by 
way of diversion. Roy travels out 
of Amarillo and covers all of the West 
Texas territory as far east as Wichita 
Falls and as far south as San Angelo, 
and in this section has the reputation 
of being “some salesman.”’ However, 
in Amarillo he is entirely 
by “Billy,” 


who has ambitions to be a Graybar 


eclipsed 
his eight-year-old boy, 
salesman, and, although he weighs 
only 110 pounds, is described by Roy 
is being old for his age and big for 
his size, 

“Another picture is of A. L, Frank- 
cnberger and W. R. Cornett in the 
cvlinder of the creosoting plant of the 
and Con- 
Their 


hief claim to fame is, on the part of 


international Creosoting 


truetion Co., Texarkana, Tex. 


“rankenberger, who lives at El Paso, 
thrilling wash-out and on the part 
f Cornett a new baby boy, which, by 
he way, is the first one. Franken- 
erger lives in an adobe house in an 
rrigated valley near El Paso, and a 


short time ago it rained too much out 
there and filled his house full of water 
up to the top of the doors, and left 
it with a deposit of about a foot of 
mud throughout the house. 

“Again, here is a picture of A. K. 
Siebe, R. L. Allardyce and A. F. 
Hamm, taken near a pile of 40-foot 
poles at the plant of the International 
Construction Co., 


Creosoting and 


THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Mr. Siebe is the Ft. 
Worth salesman and his chief claim to 
fame is that he recently sold the Bap- 
tists in Ft. Worth a broadcasting sta- 
tion. 


Texarkana, Tex. 


“Mr. Allardyce is superintendent of 
the creosoting plant and the other 
gentleman is A. F. Hamm, and it may 
interest some of the readers to know 
that he is a certificate mason. 

“ar. T. 


the sales correspondent at Houston, 


B. Paige, who has been 


was added to the city sales force in 
‘Teddy’ is a 


reliable man and his friends are all 


Houston February 1. 


mighty glad he got the promotion.” 
* * * 


Carolina State Elects Officers 

The Carolina States Electric Co., 
Charlotte, N. C., has just announced 
its election of new officers. The new 
personnel will be as follows: W. A. 
Me Millon, 


vice-pres; J. D. Auten, sec-treas, and 


Emerson, president; J. P. 


C. P. Andrew, purchasing agent. 
mT, 


dent, and purchasing agent has sev- 


Long, formerly vice-presi- 


ered his connections with the company. 


of the Men of the Graybar Electric Co., Dallas, 
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A Radio Stunt Before 50,000 
People 

These pictures show the of 
thing that puts radio over in a big 
It tends to make it a com- 
munity necessity and as such, well 
and favorably known by practically 
everyone in the community. 


sort 


way. 


A dealer may spend hours telling 
some prospective buyer that radio 
sets don’t “howl” or “squeal’’ when 
they are operated properly, or that 
summer reception nowadays is almost 
as good as winter reception. But let 
50,000 or more people hear for them- 
selves that there are no “howls” or 
“squeals” and that it “comes in” 
strong and clear even though the 
weather is hot, and they can’t help 
but be convinced. 

Then when you tie your line and 
your dealers in with such a demon- 
stration as directly and as effectively 
as The McGraw Co. of Omaha did— 
you have made real progress for radio 
in general, and your line, your deal- 
ers and yourself in particular. 

It may have been April 30 to some 
folks but it was May Day to 40,000 


Omaha _ school children and_ their 


Tuning in the Omaha Technical High School Orchestra at the McGraw Co., 


The May Pole Dance at the McGraw Co., Omaha Radio May Day Festival 


teachers, and to some 50,000 who 
watched, as well. 


They came to the roll of drums, 
children at each school forming in 
line and, led by their drum corps of 
uniformed lads, marching to one of 
the closer parks. 

They used to say “seeing is believ- 
ing,’ but now they say “hearing is 
believing,’ in Omaha. This was 
proven beyond a question of doubt 
when music from the Omaha Techni- 
cal High School orchestra playing in 
WOAW’s studio, reached every nook 
and corner of the various parks 
through receiving sets located at nu- 
merous advantageous points. Radio 
in general, and summertime radio in 
particular, received a big boost in 
Omaha that day. 

The dances. lasted almost an hour, 
ending with the May Pole dance 
which was, perhaps, the most beauti- 
ful of all. 

Then—as a slight reward for the 
dancers, and to further the May Day 
spirit—the McGraw Co. and its “Ra- 
diola” dealers in Omaha presented 
each child with a May basket filled 
with candy. A thousand or more 





white clad girls carrying May baskets 
of assorted colors certainly added to, 
rather than detracted from, the pic- 
ture that morning in each of the 
various parks, 

A small card was tied to each 
basket with narrow white ribbon. 
These cards carried the message that 
“with a ‘Radiola’ you, too, can enjoy 
radio reception—soft as a breath of 
Spring, or loud enough to fill a city 
park.” These cards also gave the 
names of the doners and a list of the 
parks where “Radiola” receivers and 
loud speakers furnished music for the 
dancers. 

Possibly, or even probably, the 
candy didn’t all of it get home (in 
the May baskets) but the May baskets 
all went home and an average of four 
or five persons saw each May basket 
and read each card. Figure that out 
and then—after considering the fact 
that there are 25 mountains in Colo- 
rado which are higher than Pike’s 
Peak—decide for yourself whether 
this sort of advertising pays. 

The civic aspect of the festival 
should not be overlooked. Certainly 
the McGraw Co. should be com- 
mended on this point. 








Omaha May Day Festival 
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Unilet Swivel Fixture Joint 
installed 





Unilet Swivel Fixture Joint 


as used above 





Appleton Combination 
Hickey and Swivel Fixture Joint 
as used above at right 


=> 





Appleton Cover with 
Swivel Hub made in several 
types and sizes 





ppleton Outlet Box equipped 
with Swivel Hub Cover 





Q 


It will pay you to know them. 


Here are the worth-while selling features of the Appleton Line. 


APPLETGH 





























Makes fixtures 


hang plumb and give 


efficient light 


Perfect alignment of fixtures 
is assured at all times, thus 
adding to good appearance 
and gaining maximum effi- 
ciency for the lighting. 

Appleton Swivel Fixture 
Joints are recommended by 
lighting engineers because of 
their ease of installation and 
their accurate machining. 

Wires are never exposed 
at the joint and connections 
are readily made in the out- 
let box or fitting above the 
fixture. 


Appleton Swivel Fixture 
Joints allow a swing of 
approximately 15° in any 
direction, thus taking the 
strain off the fixture during 
cleaning or if it should be 
hit by a step-ladder, pole 
or other object that would 
seriously damage a rigid 
fixture. 

Let us send you a special 
leaflet giving full descrip- 
tion, list of prices and sizes. 
It will be sent promptly on 
receipt of a postal. 


APPLETON ELECTRIC COMPANY 
1705 Wellington Avenue » Chicago, U.S. A. 


New York— 150 Varick Street 


and CONDUIT 


STANDARD FOR 







Los Angeles— 340 Azusa Street 


FITTINGS 


BETTER WIRING 


INILETS 
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Fred Will Never Give Up 
Baseball 


of the baseball fans at the 
jobbers’ convention will be interested 





Some 


in looking over the names of the 
players on this “Ancient’’ score card. 
Fred Fullerton sent it in and it shows 
the line-up of the “World’s Cham- 
pionship Baseball Series, Electrical 
Manufacturers, vs. Electrical Supply 
Jobbers” held at Niagara Falls, Ont., 
1912. Fred, through a ter- 
rific effort of memory, says that the 


July 15, 


score was approximately 13 runs for 


the supply dealers and 12 for the 


n 





INNINGS You can almost tell by the smiles on their faces that these fellows live in Cali- 


fornia—and are not much worried about the Florida stampede. They are with the 
Pacific States Electric Co., Los Angeles. Left to right: Bill Krueger, the “Hot 
4. Point” man; Jerry Barth, lamp salesman; “Bill” Sexton, lamp manager; “Ruddy” 


Herb of the “Thor” department. 


Sackett Has Refrigeration 
Department 

The H. I. Sackett Electric 

Buffalo, N. Y., 


frigeration department under the di- 


Manufacturers 





3 4 5 





Player 
KID MacGUYER 











MABEL HIGHT 





is followed up immediately. His own 
installation is | demonstrated, the 
prospect’s plant is gone over for the 
suggested installation, costs, etc., and 
the order is generally secured. 
Jobbers’ salesmen can well cash in 
on this campaign by pointing out its 
possibilities to their customers. 





Co., 


re- 





___ MIDGET DODD has installed a 





__ TOM _BIBBER 





rection of F. H. James. This com- 
pany will distribute the “Champion” 
iceless refrigerating machine in west- 
ern New York. * * 


ace: Leonard A. Kline 


LEO MOCKERHAUTT 





__DICK WILDAVER 





—_FLASH TURNER 








__ Hi GREENE 





BILLY HURLEY 











. 


Supply Deaiers 





Player 


wc -YACK TERRY c. 


Help Your Contractor Sell 


Inter-Phones 
An example of how much a con- 


tractor can do in the sales of inter- 
phones is revealed in the results of 
the efforts of a contractor in Alliance, 


Standing alongside of his new 
Studebaker sedan, with a Dunhill pipe 
in his mouth is 
Leonard Kline, 
of the Post 


Glover Div. 


Ohio, and his methods should be of in- 

terest to jobbers’ salesmen handling 
BOB OBLINGER Lr} | sad a : 

GN > Rynaee Rs Rete eS 2 i this kind of equipment. 

ee MU ONES BF} | While it is thought, more or less 

generally, that this type of equipment 

is only desirable for large plants, this 

contractor went right after the 

smaller places such as garages, lumber 

yards and small factories and sold 


__CHUCK WHITE —_—tst B. Lake _ States 
General  Elec- 


tric Supply Co., 





Cincinnati. 

Leonard is one 

busy 

men gets 

down to the of- 

fice early and 

works till he 

gets through. 

You know the 

old adage: “A 

busy man can 

always find time 

to do something that has to be done.’ 
You never saw Leonard when he 
didn’t have about three things or mor: 
floating all the time and handling them 
all well. He is working in the sales 
department under E. L. Van Winkle. 
and incidentally, is helping, by per 
sonal supervision the movement 0! 
“Standard” electric ranges, of whic! 
the company carries a large stock. 


WALT KINKHEAD Srd B. 





2nd &. of those 





SLATS HALL 


who 








“SHORTY WORTHINGTON S. S. 


CARL LUDOVIC! c.F. | 





FRED FULLERTON “ numerous installations running under 





seven stations. 

He interested these 
places in intercommunication by ad- 
vertising methods, and sold them by 


__ AESOP BELING Sub. 





medium-sized 


HAL GRANT Sub. 


ae. 
ts a 
—™ i] 

aS ~ 


Fullerton’s Ancient Score Board 








personal calls. His average has been 
three jobs a month. 

His first step was to install one in 
his own place, giving him the oppor- 
tunity to say he used it himself and 
could not get along without it. He 
then carried and continues to carry 
regularly the local 
newspapers, and letterheads 
which illustrated actual installations. 
Folders and postcards are being con- 
tinually sent out, and every inquiry 


manufacturers. He uses the words 
“Dealers” and “Jobbers”’ interchange- 
ably in his letter, but perhaps there in 
It 


probable, however, that he is now so 
Full-o-lite that he no longer chooses 


advertising 


was no difference then. is more used 


his words carefully. 








BATTERY 
of 
DISTINCTION 


Insures 
Unequaled 
Performance 





F 











y LEARTONE batteries wear the name-plate of 
quality, progress and distinction. 


While hidden away in your radio set, Kleartone 
battery performance is distinctive in long life. 


The Kleartone factory has progressed to a 
point where they produce the highest quality 
at no increase in price. 


Sell your customers Kleartone batteries 


with the blue and gold label. 


THe Twin Dry Cert Barrery Co. 
CLEVELAND, Ono, U.S. A. 


K > 


Y 


a 


RADIO BATTERIES 


Y YA: Wa Y Yy g YUU. 
: yy i. j Zs // UG li, 








June, 1926 


THE JOBBER’SAJSALESMAN 


59 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER 


Sprague Electrical Increases 
Facilities 


The Sprague Electrical Supply Co. 


of Waterbury, Conn., has leased the 
property immediately adjoining the 
at 39 Spring St. This 
new property will be used exclusively 
for storage, and will give the Sprague 
company considerably better ware- 
house facilities. Larger stocks and 
increased number of lines have made 
this additional space desirable in or- 
der to give opportunity to better serve 
customers. 

Chelsea P. Cook, who for many 
vears past has been E. B. Latham & 
Co.’s representative in Connecticut, 
las resigned his position and entered 
the employ of the Sprague company 


warehouse 


as general supply salesman covering 
practically the same territory in Con- 
necticut as he had with E. B. Latham 
& Co. 

* * 


Jobbers Adopt Standard Prac- 
tice on Return Goods 


In support of the action taken by 
the retailers’ section of the Northwest 
Radio Trade Association a short time 
ago, wherein they adopted a code of 
standard practices to be printed on 
a large card and hung up in the store 
of each dealer member, the jobbers’ 
section of the Association has also 
adopted a standard policy on return 
goods. 

The statements of this policy will 
be printed up by a number of job- 
bing houses on their acknowledgment 
letterheads, 
that the dealer may show to his cus- 


forms, invoices, ete., so 


iS THE 





MOST IMPORTANT MAN IN THE INDUSTRY.” 








Meet the girls of the American Electric Co., St. Joseph Mo. 
Ella Knadler; Mrs. Ruth Ramsey; Verle Hendrixson; Margaret Kennedy ; 


right) : 


Rear row (left to 


Dorothy Nelson; Agnes Lynch; Dorothy Schultz; Cecille Bernard, and Nell Rogers; 
Front row (left to right): Helen Vogelman; Josephine Rankin; Dora Habecker; 


Mrs. Georgie Prosser; Helen Geisel, and 


Mrs. Gladys Weaver. 





tomer that he is not able to buy radio 
sets on approval, trial or consign- 
ment, and that he, therefore, cannot 
allow the consumer to take sets and 
return them at any old time if he does 
not like them, and get credit or his 
back. Practically all of the 
jobbing houses had been following 
this policy in effect, and the jobbers’ 
section is simply standardized on a 


money 


statement which a large number of 
jobbing houses will adopt as a stand- 
ard form. 

The of the 
adopted by the jobbers’ section are 


statements policy 
as follows: 

1. Radio merchandise is non- 
to this without 


our written consent. 


returnable company 





Left to right are: P. C. Gilham, president; H. W. Flake; H. E. Durham, vice- 
resident; E. E. Floyd, manager merchandise department; and S. C. McCamy, secre- 
ary-treasurer, of the Gilham Electric Co., Atlanta, Ga. 








2. We do not sell radio on trial 
or consignment. 
3. None of 
give orders for 


salesmen 


of 


our 
the 


may 
return anv 
goods. 

t. If goods are found defective, 
write to our “claim department’. for a 
“Return Goods Tag.” 


5. Defective merchandise re- 
turned will not be acceptable for 
credit, but for replacement or re- 
pairs. 


6. Transportation charges must 
be prepaid on all return shipments, 
subject to adjustment if the set is 
found defective. 

* * * 


Long Resigns From Carolina 
States 

Henry T. Long, who for 

years has been an official and active 


Elec- 


resigned a 


many 


worker in the Carolina States 
tric Co., Charlotte, N. C., 
short time ago. He has been taking 
some well-earned rest and leisure at 
his home, 1930 E. Seventh St., Char- 
lotte. 
* * 
New Jobbing House in 
Birmingham 

B. W. Glassman, formerly vice- 
president and general manager of the 
Interstate Electric Co., Birmingham, 
Ala., has organized and is president 
of the Alabama Electric Supply Co.. 
Birmingham, Ala. B.S. Weil is sec- 
retary and treasurer of the company. 

The warehouse and offices are lo- 
cated at 12 S. 20th St., where a stock 
of standard lines of electrical equip- 
ment, radio sets and parts, and light- 
ing fixtures is carried. 
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Walter Solari (left) of Commercial 
Electrical Supply Co., St. Louis, and 
W. A. McDonnell, who represents Betts 
& Betts. Mac is the fellow who used to 
make things hot for Harry Hawken and 
Duke Smith in the old days at Wesco. 





Brindley Helps Radio Dealers 
Organize 

J. W. Brindley, manager of the 
radio department of the W. A. Roose- 
velt Co., La Crosse, Wis., has been 
instrumental in the organization of 
On 
April 20, the company gave a dinner 
were invited all the radio 
Twenty-four at- 


the radio dealers in La Crosse. 


to which 
dealers in that city. 
tended, most of whom did not know 
their competitors. 

Mr. Brindley explained to the men 
the advantages of such an organiza- 
tion, outlining a suggested plan, and 
then retired turning the meeting over 








Ethel Wilson, Margaret Kadolth, and 
kK. B. Craig, sales manager of the Capitol 
Electric Supply Co., Lansing, Mich. 


= ee —— 


Chas. B. Lord, of the Union Electric 
Supply Co., Providence, R. I., is doing 
all the resting in this picture, but it was 
“Shorty” who piled those lamps. 





to them. His suggestion was taken 
with marked enthusiasm evidenced in 
the formation of a temporary organi- 
zation, with a permanent one to be 
formed as soon as the necessary for- 
malities permit. 

* * * 


Indianapolis Plans Radio 
Exposition 
The second annual radio exposi- 
tion of the central states will be held 
October 25 to 80, 1926, at the state 
fair grounds, Indianapolis, Ind. 
* * * 


California Electric Plans New 
Building 

The California Electric 

Co., San Francisco, Calif., has just 


Supply 





O. F. Paulsen, sales manager of the 
North Coast Electric Co., Portland, Ore., 
a heavy-set Swedish gentleman with a 
line of his own. 


This is W. A. (Hap) Ward, sales mana- 
ger of the Manhattan Electrical Supply 
Co., St. Louis. Ward is one of the near 
old timers, having been with Manhattan 
since 1914. He is becoming a large factor 
in radio and electrical sales in St. Louis. 





completed plans for a two story re- 
inforced concrete building with 
Spanish interior and exterior to be 
started about July. The _ building 
which will occupy 20,000 sq. ft., will 
have a large fixture and radio dis- 
play room on the mezzanine floor, 
* * 


Sackett Entertains Washing 
Machine Dealers 


On May 11, the H. I. Sackett 
Electric Co., Buffalo, N. Y., gave a 
dinner to its dealers handling the 
“Mola” line of washing machines. 
This washer is manufactured by the 
Modern Laundry Machine Co., Kan- 
sas City, Mo. 





Emil Nelson, city salesman for the 
Graybar Electric Co., Denver, Colo. 














June, 1926 THE JOBBER’SfA)SALESMAN 61 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
le 

DURAFL [65 Durabi 
EX mn 5 tart 
Reg. U. S. Pat. Off. yo ais A 
fo # 
gu Bt 













DURAFLEX 
DURADUCT 
DURACORD 


. 7 3 
Req U.S Pat. OF. —%, " ah “i, OF, Lory i se a 
1, Gop | “ty, At} A et 
Na 4 , P we 
URAWIR Stag giao 
" % "ty t, +4 PORES . 
ty TH Me ‘ bene d li ttt ttt 
Rea U S Pot OF _F ‘ , te *. . ’ 
‘ ¥ be tee)? 
‘ $4 


Fey 
a 
ee, eee tT papaece® 








+. 








Each"of the DURABILT Products ban TLessteage "race! 8444 OOOO Saaee> nee 
Is a Leader in its Line 





TUBULAR WOVENIFABRIC COMPANY .. PAWTUCKET, R. I. 
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Jobbers’ Sales in 1925 


(Continued from Page 5) 


hold up the monetary volume of his 
sales to almost that of 1924 really 
means that he must have done a very 
much larger volume of business from 
the standpoint of number of sets sold 
than he did in 1924. 
edly maintaining and fortifying the 
that he held in 1924, of 
handling practically half the radie 
equipment sold through all channels. 

Dry batteries constitute another 
interesting feature and of course fol- 


He is undoubt- 


position 


low closely the development in radio. 
Here the 1924 was 
about 20 per cent and this item moved 
up from 11th place to 7th place. 

Furthermore, it is gratifying to see 
electric ranges make a gain of nearly 
30 per cent over 1924 and step up in 
line from 17th place to 14th. 

In explanation of the above figures 
it should be mentioned that they are 
drawn from a field of 700 electrical 
jobbers who have been investigated 
thoroughly and have been proved to 
be doing a legitimate wholesale busi- 
ness. This number happens to be the 
1924. 
jobbers were added in 


increase over 


same as in (While some new 
1925 there 
were also a number of consolidations 
and furthermore, some 25 or more 
strictly radio jobbers were dropped 
from the list, so that the multiplier 
remained the same. This list, which 
has been investigated, contains con- 
siderably more names than are recog- 
nized by other have 
attempted to make a study of the elec- 
trical jobbing field. In spite of that, 
the figures that are pre- 
sented each year by THE JoBBER’s 


agencies who 


however, 


SALESMAN will not, as a general thing, 
represent quite all of the electrical 
goods that are sold at wholesale, for 
the that 
jobbers are constantly coming into the 


very reason new electrical 
field and absorbing part of the busi- 
ness. It takes time to investigate them 
and at the time that the report forms 
of the 


figures, there are always a consider- 


are sent out for collection 
able number of these “pending” job- 
not considered 
collection of the data. 

It may be said, then, that the data 


which is presented for your inspection 


bers who are in the 


in this article is a very close (within 
10 per cent) to being the actual sales 
by legitimate jobbers of record, but 
is not quite as close to being the ac- 
tual total wholesale movement of the 
field. 


Summer Sales Prize 
Contest 


(Continued from Page 11) 
September 15 for the August part of 
the contest. 

In the event of a tie in gross sales, 
on the part of two or more salesmen, 
for the products of any manufacturer 
in either half of the contest, the full 
amount of $25.00 will be paid to each 
tying contestant. 

On or before June 
before July 31, each 
receive a list of the manufacturers 
that are eligible for prizes during the 
July and August periods of the con- 
test, respectively. 

This year, all salesmen entered will 
be kept fully informed, by letters 
addressed to them personally, of each 
step in the contest. A letter was sent 
to all last month giving the general 
details of the plan. 


30 and on or 
salesman will 


Near the end of this month, June, 
all contestants should be primed and 
ready for the list of manufacturers 
whose products will be eligible for 
the July half of the contest. At the 
time this list is mailed to you, there 
will also be included specific instruc- 
tions and a handy method for each 
salesman to keep his own sales record 
for July in the lines on which he is 
competing. Please do not overlook 
these instructions on record-keeping 
and. the necessary countersigning by 
your: sales manager at the end of the 
month before the record is turned in. 

Another important thing to remem- 
ber is to read over carefully every 
one of the announcements of the man 
ufacturers who appear in the “Contest 
Insert” in July. Many of them will 
be giving you complete selling instruc- 
tions and the best sales arguments 
possible to help your sales. 








’ 





Some southern jobbing folks. Look at the upper left hand picture and guess who 


will get in a jam when his wife sees it. 


M. F. Starrette of Electric Appliance Co., 


Dallas, Tex., is the lucky man, while Miss Oakes is doing the vamping. 
Next come J. A. Featherstone and J. E. Ramsey of Cabell Electric Co., Jackson, 


Miss., both road salesmen. 


Center, left to right: J. J. Owen, treasurer and general manager of the Waco 
Electrical Supply Co., Waco, Tex.; J. E. Dundas, store manager and champion smiler 
of the Wesco Supply Co., New Orleans; Mrs. Berry, secretary to Gordon Sinith, 
Matthews Electric Supply Co., Birmingham, Ala.; and A. C. Winston, Graybar sales- 
man at New Orleans. He has just found a horseshoe, but doesn’t know there’s a 
bucket of paint on its way from the second floor. 

The first three in the lower row are L. B. Neuburger, vice-president and manager 
of the electrical division, S. G. Neuburger, manager of the automotive division, and 
L. A. Daniels, secretary-treasurer; all with the Interstate Electric .Co., Birming- 


Ala. 


ham, 


The last two are a couple of R. R. Roberts’ boys at the Southwest 


General Electric Co., Houston, 'Tex., F. M. Kroschel and H. G. Winn, both salesmen. 
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Heavy Duty Devices for 
Controlling Ranges, Heaters 
and Motors 





3-WIRE FLUSH RECEPTACLE 


40 A.—250 V. 


A new device which helps to solve the installation problem for 
ranges and heavy duty appliances. Fits standard boxes. 





MOTOR-STARTING SWITCH 


D.P. 20A.—250 V. 
No. 8285 


This switch is for use with single 
Phase A.C. and D.C. %4, 12, %, 
H.P. motors and with heavy indus- 
trial lighting circuits. It is enclosed in 
a galvanized box with 42” and %” 
knockouts in each end and %” knock- 
outs on each side and both ends of the 
bottom. 








No. 6808 











No. 8288 


20A.—250V. D.P. FLUSH 
SWITCH 


This is a high-capacity switch of spe- 
cial and rugged construction through- 
out. It is designed for control of 
heavy loads. Fits standard boxes. 











FLUSH-TYPE HEATER SWITCHES 


These switches are designed for controlling heating devices when 
the switch is mounted on the wall independent of the device. 
They are furnished with plaster covers which fit standard boxes 
4'%" square and not less than 4%” deep. Can be supplied in 
series parallel, multiple, single and double pole types. 


THE ARROW ELECTRIC COMPANY 
\ HARTFORD, CONNECTICUT 





Nos. 9981—9986 
25 A.—250V. 


Nos. 9991—9996 
35 A.—250V. 
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Timely Suggestion ~ 
\ell ae! Vacation Landlord 


A An Ile Ventilating Fan 


HIS SUMMER when you hit the trail for the 

North Woods, the Mountains or the Seashore, 

don’t overlook this fact — your “‘vacation land- 
lord’? makes an ideal prospect foran ILG Fan. In all 
probability he will thank you for bringing it to his 
ntion — for, bear in mind, he as well as his city con- 
)poraries, must look out for the comfort of his patrons. 


|| 


ember, too, that it makes little difference where you choose 
pend your vacation — ILG Fan prospects are everywhere. The 
mer resort, the country club, the seaside “‘villa” — all are, or 
uld be; buyers of ILG Fans for their kitchens, dining rooms, etc. 


ring this year’s vacation months, scores of alert salesmen are 
ng to break warm weather ILG Fan sales records in just this 
. And the ILG Fan is going to doits share by going right ahead 
h its wide-spread and vigorous consumer advertising campaign. 


ELECTRIC VENTILATING CO. .. CHICAGO 
2854 NORTH CRAWFORD AVENUE 














be equipped was 


ry Country Club ool ining room, 


kitchen 
1. In lockers, 
well nigh in ndispensable. 


it's 







Gy eable = and oppressive heat of most 
i ng Fans are ideal. 





TIDING P | 
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“Public opinion speaks for itself” 


WHEN you talk dry batteries with your tomers who have tried other batteries, 
trade, tell them of the experience of Col- insist on Eveready Columbias. Public 
lins, Kellett & Co., Inc., with Eveready opinion speaks for itself.” 

Columbias. This firm does an enviable Salesmen who want to increase their 
business in hardware, electrical, plumb- sales of Eveready Columbia Dry Bat- 
ing and boat supplies in Alexandria Bay, teries should urge their dealers to back 
N.Y., among the Thousand Islands. “For themselves up with window displays and 
the past 25 years,” they say, “we have give public opinion a chance. Eveready 
sold Eveready Columbia Dry Batteries Columbia Dry Batteries are sold to the 
and have found them to be fully satis- ade exclusively through jobbers. 


factory in every respect. The Eveready _ mpage ene agin iment ! 
Columbia Dry Battery line is one of the NATIONAL CARBON COMPANY, Inc. 








+ eineeele tel f cael? New York San Francisco | 
most attractive lines of merchandise a atanta Chicago Dallas KansasCity Pittsburgh 
store can Carry, Hundreds of our cus- Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADy 


COLUMBIA 
Dry Batteries 


-they last longer 
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“AT THE OLD HOMESTEAD” 


On the following pages is presented an ex- 
hibit of electrical products arranged for the 
eighteenth annual convention of the Elec- 
| trical Supply Jobbers Association at the | 
| Homestead Hotel, Hot Springs, Va., June 
2 to 4, 1926. 



































Hot Springs, Va. ¥f7A June 2 to 4, 1926 
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Electric Refrigeration 
NOW — REFRIGERATOR PROFITS FOR 
JOBBERS and DEALERS 


Jobbers and dealers now have an oppor- 
tunity to profit by the present public in- 
terest in electric refrigeration for the 
home, by distributing and selling Socold 


. omp 
Refrigerators. 


artic 
e det 
pgerat 
bding 
brth v 
; tér a 
The simplicity of the Socold principle of ed th 
refrigeration, the mechanical features that frigey 
save profit loss by cutting servicing to the isfy | 
minimum, will be a revelation. ite it 
MS al 


The Socold sales policy is based upon job- 
ber-to-dealer distribution and not only 
offers both factors liberal profit-margins 
but real co-operation in selling as well. 





Write or telegraph now for the Socold : 
proposition. See how it will help you to JP px 
increased profits, and why it really means nigh’ 


Cat 


a new and better selling deal for every- : 

S he 
There is a “‘Socold” Electric body concerned. ; A 
Refrigerator for every type nde} 


and size of home, adaptation 
and need. The sizes illustrat- | 
ed represent the most com- 


pact types for apartment 


house installation. 437-8 PARK SQUARE BLD ST 





g 


Hot Springs, Va. GA June 2 to 4, 1926 ; ; = j — 
_. PRINT IN BINDIN 
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OUNDED ON 


HE JOB- 
R’'S SALES- 
AN, in. its 


pril issue, edi- 
rially points 
t that electri- 
refrigeration 
ll fll the sum- 
pr sales gap. "hare 
e editorial is 
ompanied by 
article which goes into 
e details of electrical re- 
igeration. If you missed 
bding the articles, look them up, they re 
brth while. 
tér a thorough survey of the field we de- 
ed that the most logical outlet for ““Socold” 
frigerators was the jobber. To thoroughly 
isfy the jobbers as to our policy we let them 
ite it for us, suiting it exactly to their prob- 
ms and needs. 





(See our representative at 
the Homestead, Hot 
Springs Electrical Sup- 
ply Jobbers Association 






Convention.) 





















br policy and plan of merchandising must 
right for the E. B. Latham Co., the Robert- 
-Catoract Co., and other well known job- 
s ha.e taken on our line and are receiving 


nder'ul returns, Each “Socold” Electric Re- 
frigerator illustrated is a 


IGERATING CORP. ====2% 


STON, MASSACHUSETTS —— 





















Hot Springs, Va. KA June 2 to 4, 1926 
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ROMEX Rules Appf 


HE National Fire Protection Association, at its an- 
nual meeting at Atlantic City on May 13, formally 
approved the Electrical Committee’s National Code 











New Net Price 14/2 
ROMEX —per 1000 ft. 


f.o.b. your jobber’s stock is shown above 
in red. Write for sheet showing new and 
lower prices on all sizes of RomeX. 





NEW YORK 


50 Church Street ' y H ( ' 
= OME WIRM 
Little Building 
CHICAGO 


14 8. jniieen: Bbed. Mills and Executive Offices: 
DETROIT ROME, N.Y. 


25 Parsons Street 


Hot Springs, Va. KA June 2 to 4, 1926 
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roved by N. F. P. A. 


Rules for Non-Metallic Sheathed Cables. Copies of these 
Rules, as edited and approved for the National Electrical 
Code, will be supplied upon request. 





CLEVELAND 
1200 W. 9th Street 


COMPANY no 
H , J. G. POMEROY, Inc. 


336 Azusa St. 
Diamond Branch: cneniiniiaaaiainies 


BUFFALO, N.Y. J. G. POMEROY, Inc. 


51 Federal Street 


Hot Springs, Va. EfJA June 2 to 4, 1926 
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You Can SFLL 


30,000 Business wiooenue to 30,000 Merchants each month about the 
new GEM Cleaner and the improved OHIO Cleaner are helping to make 
easier selling for the Jobber. 












Pe — ee ate —_ oe 






Outstanding Value — unusual appeal to the 
Housewife—new low trade prices, hence bigger 
profit margin for both jobber and dealer — plus 
Advertising and Trade In Allowances— make 
the new improved Model 5 OHIO Electric 
Cleaner the most profitable vacuum cleaner to 
sell today! 













OGOhe OHIO 


ONLY Cleaner affording ALL 
the conveniences, PLUS the ef- 
ficiency, which Women WANT. 
Combines powerful, effective 
suction with carpet-sweeper-ac- 
tion brush. Westinghouse and 
Domestic Motors. Lowest priced 
Quality Cleaner—lowest after 







sale service — most customer 





satisfaction. Known _ every- 





where—sold internationally. 








Hot Springs, Va. KAA June 2 to 4, 1926 
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che GEM 


A ruggedly built straight suc- 
tion cleaner for the Price Field. 
Has powerful General Electric 
motor; 14-inch nozzle of un- 
usual design, efficient for both 
surface and embedded dirt; 
swivel rear castor; gravity oil 
system; wood handle; 25 ft. 
cord; bayonet lock bag; silver- 
tone finish; light weight. Com- 
plete with 7-piece set of attach- 
ments, retail price 


Unusual value—Big profit margin—Trade In 
and Advertising Allowances—Superior Effi- 
ciency—combine to make the new GEM Cleaner 
Dominate the Price Field, beat competition, and 
assure the Jobber volume sales at a substantial 


profit on a definite Jobber Policy! 


{ «i the Large Distributor—We have unexcelled facilities for furnishing ive } 






with a high quality cleaner under your own Brand Name at a most attractive 
price. Write for details. 





The UNITED ELECTRIC COMPANY .. CANTON, OHIO 


Manufacturers of OHIO Electric Cleaner, GEM Electric Cleaner, TUEC Installed and Truck Type 
Cleaners, TUEC Swimming Pool Cleaner, and WAXPOL Combination Floor Waxer and Polisher. 


The NEw OHIO 


30,000 Business Messages to 30,000 Merchants each month about the 
new GEM Cleaner and the improved OHIO Cleaner are helping to make 
easier selling for the Jobber. 












Hot Springs, Va. «HA June 2 to 4, 1926 















rt THE JOBBER’SAI)SALESMAN 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY) 





Cccnamin pioneered the successful intro- 


duction of the renewable fuse on the American 
market. It blazed the trail of adoption and use to the 
end that “approval” was secured of the Underwriters’ Lab- 
oratories, Inc., and the industry. But Economy did not 
stop there. It has ever continued to build up and hold 
a rare spirit of consumer service—in keeping with the 
quality of the product itself—a service that maintains 
Economy in its position of pre-eminence in the fuse 
manufacturing industry. 


Economy Fuse & Mec. Co. 


CHICAGO USA. 





A OS2 
SdwV O02 
AWONQODS3 














Hot Springs, Va. EA June 2 to 4, 1926 
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Ciearsite Plus Fuses represent the greatest 


development in design and performance in 
plug fuses since the screw shell type has been in use. The 
same adherence to the high principles of manufacturing 
and merchandising which are responsible for the |world- 
wide acceptance and use of the} famous}! Economy 
renewable fuse, characterize Clearsite and to it, too, is 
accorded the highest recognition in the power of the 
industry to bestow — greatest volume of sales. 


Economy Fuse & Mec. Co. 


CHICAGO U.S.A. 





Hot Springs, Va. EFJA June 2 to 4, 1926 
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A Staple Product with 





























TRADE MARK REGISTERED 


Jobbers can readily appreciate what a staple product that 
brings a specialty profit means to them. “‘Ivori-craft’’ 
switch plates solve one of the jobber’s most intricate 
problems, for though it brings him constant profit, it is 
still beyond the field of cut-price competition. 


Our extensive campaign of advertising to architects, 
contractors and dealers is creating a big demand that 
will insure a quick turnover. Send for prices and sam- 
ples and be convinced that there is a switch plate on 
which you can build a volume at a profit. 





We have a policy of jobber pro- 
tection that we stand behind. 


Cfuou-craft Corp. 
522 Fifth Avenue, New York 


Chicago Agent: 
NORMAN F. GRIER, 1712 S. Michigan Ave. 





Hot Springs, Va. KAA June 2 to 4, 1926 
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a Specialty Profit 





IVORI-CRAFT CORP. 

Craft Building, 

290 Chestnut St., Newark, N. J. 
522 Fifth Ave., New York, N. Y. 


You may send us prepaid a display 
board of IVORI-CRAFT Switch and 
Receptacle Flush Plates together with 
your proposition to jobbers. 


Name 


Address 


eee See ee 


REAR VIEW 


Hot Springs, Va. KA June 2 to 4, 1926 
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These New 
Dictogrand Radio Speakers 
Are Already Setting a |: 
Sales Record 


















br 
né 
fa 
The passing of the horn and er 
other types of speakers is now or 


apparent. The new Dictogrand 
Radio Speakers go way beyond 
the limitations of other speakers 
and represent the latest develop- 
ments of the famous “‘scientists 
of sound.” 


Radio enthusiasts have long 






been waiting for genuine quality 
of reproduction such as produced 
by Dictogrand Speakers. Musi- 
cally Perfect—Natural articula- 
tion. 











The new Dictogrand ‘‘De- 
Luxe” solid walnut hand- 
somely carved. . 


Type R80, price $25.00 


“a 
Ee % 


Hot Springs, Va. KAA June 2 to 4, 1926 
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The new Dictogrands are 
so constructed that there are 
no ‘natural periods’’ in 
either paper membranes or 
magnetic reed that come 
within the frequencies of 
broadcasting, thereby elimi- 
nating distortion and other 
false sounds. These speak- 
ers operate equally as well 
on sets using power tubes. 


The new Dictogrand 
“Standard.” Two tone 


mahogany. Hand rubbed 
finish. 


Type R50, price $16.50 


IMPORTANT MAN IN THE INDUSTRY.” 


The Dictograph line 
also includes the Dicto- 
grand Piano Unit, an 
entirely new principle, 
which reproduces with 
great fidelity by using 
the sounding board of 
a piano. 


DICTOGRAPH PRODUCTS Corp. 


NEW YORK CITY 


NEW YORK 








Hot Springs, Va. ~~, June 2 to 4, 1926 
E-FJA 
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Like the armor on a Dreadnaught 
Plug, the C-H trademark, wherever 
it appears, insures long, dependable 
service~ building sales and foster- 
ing good will + + «+ 4 4 























(Our thing that makes a C-H PLUG so 
easy to sell, and so profitable to sell, is a The cap on the C-H Dreadnaught Plug i 


steel clad to resist every impact. It pre- 





recognized quality that guarantees long, wenieceeesgambenmen Stekers 
satisfactory service. | aedaeh dieieieah, Tee aenly 


plug is good for years of severe service. 
For more than 30 years C-H_ products 
have been building this reputation. Today 
they are living up to it—and building 
profit for the men who sell them. 


Attractively cartoned for counter dis- 
play they sell on sight and reputation, and 
the years of dependable service they deliver 
build good will for the man who recom- 
mends them. 








Fast selling, and in themselves attrac- 
tive, plugs marked ‘‘C-H”’ speed the sale 
of every appliance by adding to its obvious 
convenience. A strong dealer appeal. 










Sell plugs and receptacles bearing this ac- Aaoeains Meatoesntete Bipenich 
id iner stan n 
cepted trademark. “amas 







Gam: 





CUTLER-HAMMER 


Hot Springs, Va. KA June 2 to 4, 1926 
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cAn Emblem 








The C-H 7700 “Standard” 
separable attachment plug is 
of the highest quality in ma- 
terial and workmanship 
throughout. The contact 
blades are permanently 
aligned by rivet and anchor 
construction and a “finding”’ 
ring on the plug base makes 
connections quick and easy. 
The cap and base top are of 
genuine Thermoplax. 


A quality plug for 
every application 


By meeting each need with the ove 
best plug, the dealer carrying the C-H 
Line paves the way to his door for 


repeat sales. 











The C-H 7690 “Econo” 
attachment plug has many 
features of superiority at an 
unusually low cost. Extra 
heavy walls to prevent break- 
age, rivetand anchor con- 
struction that holds the termi- 
nals from turning, staked 
screws that save time in wir- 
ing, and neat appearance 
throughout make it a quick 
seller. The cap and base top 
are of genuine Thermoplax. 











of Quality 


Sell more C-H plugs 


The known quality that goes with 
the C-H trademark betters the repu- 
tation of every appliance that has a 
C-H Plug attached. Appliance man- 
ufacturers appreciate this. More and 
more appliances are fitted with C-H 
Plugs at the factory every day. Jobbers 
will profit by pushing the plugs that 
are becoming ‘‘standard equipment.”’ 


The appliance with a C-H Plug 
attached is a better appliance. The 
dealer knows it. The satisfaction the 
plug delivers spells increased satisfac- 
tion with the appliance. The dealer 
profits by it. Acceptance for C-H 
Products has been built this way. 
Profit by this reputation that goes with 
the C-H Trademark. 


The C-H 7860 Pony Cord 
Connector is especially de- 
signed to meet the demand 
forsmall but reliable devices 
of this description. The caps 
are elongated, givinga 
greater bearing for the cord 
and accentuating the small 
diameter of these devices. The 
diameter has been made 
as small as possible, consistent 
with sturdy construction. 


Whether it’s a cord connector, a 
receptacle for flush mounting, an 
attachment plug—whatever it is that’s 
called for, he’ll have a C-H device of 
first quality to meet the need. 


The rugged construction, electrical] 
perfection and attractive appearance 
of every C-H Device are features the 
jobber’ ssalesman promotestohisprofit. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electric Control Apparatus 


1213 St. Paul Avenue 
MILWAUKEE : WISCONSIN 


Plugs and Receptacles 


Hot Springs, Va. KAA June 2 to 4, 1926 





The C-H 7870 Receptacle for 
flush mounting is another 
member of the C-H Pony 
Line. Small and neat but of 
sturdy construction and offer- 
ing the same large contact 
area as the “Standard” recep- 
tacles, it is highly popular. 
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5 The use of home ventilating fans is growing by leaps 
Ro eae eae and bounds. In every residential district there are 
thousands of ready-to-be-sold prospects for home venti- 
lation. “Buffalo Breezo’’ for home ventilation is the 


J 0 B BE RS | practical fan for YOU to sell, because: 
e The fan is mounted on an instantly adjusted stee! 


panel, made to fit in the upper part of a window. 


A Special To install, it is only necessary to put four brass screws 


<i in the window casing, hang the fan panel on these screws, 

Pro osition and connect the motor to the house current. Installed— 
p the fan does not interfere with the operation of the win- 

dow. Motor is equipped with start, stop and reverse 


We have a very attractive pull switch, and is noiseless and economical in operation. 
proposition for distributors of . 
Buffalo Breezo fans—a_ prop- Send for full particulars about this wonderful fan 
osition whereby you can serve NOW! 
your customers promptly and 
QQ realize a fair profit without 


tying up a large amount of 


money in stocks of fans ond ©=§ sBRuffalo Forge Company 


more shout thie— 201 Mortimer St. Buffalo, N. Y. 


In Canada, Canadian Blower & Forge Co., Ltd. Kitchener, Ont. 
WRITE NO W.! cence: ee 
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meets every requirement 


Sell the Buffalo Breezo on these 10 points of superiority—they are actual, eas- 
ily demonstrated, and convincing proof of its value: 
































1. Due to improved blade design and setting these fans deliver the maximum amount of air directly 
forward and with no stray streams thrown off at a tangent. 

2. STREAM LINE design and construction of the pressed steel ring permits the air to enter the 
wheel without frictional loss or eddy currents. 

3. BEARINGS are of extra large dimensions, bronze bushed (the shafts are nickel steel) while the 
wheel is placed close to the motor bearing, giving minimum overhang with resulting increased life of 
the bearing. 

4. LUBRICATION of bearings (of waste-packed type) is such that each fan so equipped will run 2500 
hours without re-oiling. 

5. BAND and RING are locked and spot-welded to the arms which are very strong and of graceful 
design. 

6. HUBS are of machined steel locked securely to the wheel. 

7. NO BOLTS are used in the assembly of the ring and arms, nothing to work loose. 

8. PRESSED cold-rolled steel plate construction, die formed to accurate dimensions, perfect uniformity 
and balance. Much stronger and lighter than castings and without surface scale so the enamel en- 
ters the pores of the metal, giving a smoother finish. No loss by breakage in shipment. 

9. WEIGHT far less than other fans made of cast iron, even lighter than aluminum and far stronger. 
Can be shipped by express at no more cost than the ordinary fan when shipped by freight. 

10. MOTORS of totally enclosed type to keep out dirt and water. Large enough to carry the load 
continuously without depending on any artificial ventilation, which is unreliable and which carries 
both dirt and moisture into motor windings. Made especially for these fans. Very quiet in oper- 
ation. 

If you are not acquainted with the Buffalo plan for Breezo Distributors find out about it now. 


ee Buffalo Forge Company 
201 Mortimer St. Buffalo, N. Y. 





9 In Canada—Canadian Blower & Forge Co., Ltd. 
Here Ss the Kitchener, Ont. 


market we’re 
helping YOU 
SELL 


Direct-mail and_ trade 
paper advertising is paving 
the way for easier sales to 
factories of all kinds, 
stores, clubs, creameries, 
restaurants, “for kitchen 
ind dining room, theatres, 
sarages, laboratories, bil- 
iard parlors, cleaning and 
‘ressing shops, printing 
ind typesetting rooms, 


4 Mm »>akeries, laundries, wash- 
ooms and toilets, lunch- 

y ars, and many other 
laces, 


Cash in on this unlim- 


@ ted market—NOW. 


aM 
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It Takes Two Pages To Sho 


WHEN IT’S NOT 
BEING USED. 


When a fan isn’t whirl- 
ing and cooling, more at- 
tention is given to its 
appearance. Here the Day- 
Fan Fan scores another 
feature—it looks as good 
as it cools. The lines are 
well balanced, the finish is 
high lustre and _ lasting, 
and the trimmings are 
made of bright nickel 


For Mor 











ERE are three products with 
the single characteristic of extra 
service—extra_ satisfaction—extra 


Just as the Day-Fan Fan 
blows an extra strong cooling 
air stream, so the Day-Fan 
Motor delivers extra strong 

1 and steady power, and the Day- 
Fan Radio delivers day in and 
day out, night in and night out 
extra radio enjoyment. 


The Fans 


The “big air delivery” charac- 
teristic of Day-Fan Fans* is made 
possible with large blades—and a 
motor big enough and powerful 
enough to drive them at maximum 
efficiericy. 

Follow that feature up with the 
fact that Day-Fan Fans have ex- 
ceptional durability because we 
make them so they will give 
trouble-proof service in hot, damp, 
tropical countries, and you will 
see how Day-Fan Fans* provide 
dealers with the talking points that 
show customers there is a differ- 
ence in fans. 


*Formerly Dayton Fans 
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ow Far Day-Fan Reaches 






































The Motors 


The motor is another Day-Fan 
Product which is built to run un- 
der most severe operating condi- 
tions. 


These Day-Fan Motors* are built 
especially for pump, refrigerator 
and general household appliance 
work and are accepted as standard 
equipment by some of the best ; 
known manufacturers of these de- ge 


vices. 


*Formerly Dayton Motors. 7 y 
% LEE The Radio Sets oa 


The Day-Fan Radio is a national 
product that has cleared up the 
confusion of radio claims by prov- 
ing, in thousands of homes from 
California to New Jersey, that sta- 
tion finding need only be the 
simple operation of turning a single 
Day-Fan dial to the station wave 
length number published in the 
newspaper. 



















Of equal importance 
—this set is exception- 
ally clear and the tonal 
range is such as to bring 
in clearly the full range 
of the musical scale 
from high to low—its 
speech is human, its 
music is music. Day-Fan 

























is the simple musical 
instrument of radio. 









The Dayton Fan & Motor Company 
Dayton, Ohio 


weit High Grade Electrical Apparatus 


Hot Springs, Va. EBA June 2 to 4, 1926 


ee) Sai 


nome A 








86 THE JOBBER’S(JSALESMAN 





— 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS) 


HERWI 


Every Contractor is Your Prospect 


OUTDOOR LIGHTING FIXTURES 


During 1925 electrical jobbers increased their 
business on the Herwig line over 35%. One 
reason is because the Herwig line is nationally 
advertised in all the leading Trade Journals. It 
needs little introduction by your salesmen as the 
electrical contractor, which is your field of dis- 
tribution, is familiar with our product. 


Increase Your Sales With Herwig Products 
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Outdoor Lighting Fixtures 












t 





For Every Outdoor Lighting Purpose 
Cast Iron and Bronze 





for 
Apartments Public Buildings 
Bungalows Garages 
Churches Residences 
Country Clubs Warehouses 







From Coast to Coast 
and Foreign Countries 





No. 152 


Our New Catalog No. 25 


Our New Catalog No. 25 contains 32 pages, 

many of which are in color, and shows 200 

attractive fixtures that have made our line 

the electrical contractor's favorite. If you 

haven't a copy we'll be glad to send it. We 

view of qeiiiiaeaiion Gmecaae: aa furnish you with electrotypes when 
general office making up your catalog. 


The Herwig Co. 


1753-59 SEDGWICK ST., CHICAGO 


— Established 1908 — 
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Here’s a few sales points on 


16-inch alternating and di- 
rect current R. & M. oscil- 
lating fans—Models 38 and 
39. 

The 16-inch oscillator is the 
popular fan for big air dis- 
placement such as required 
in large offices and living 
rooms, stores, theatres, res- 
taurants, schools and pub- 
lic buildings. 

The substantial gear mech- 
anism used on our oscilla- 
tors for many years has 
given these fans a position 
of smooth performance and 
long life equaled by none 
other. 


zz L LITT TILLLIITS 


Lengthy discussion on the 
merits of R. & M. Motors is 
not necessary inasmuch as 
practically every user and 
prospect is more or less fa- 
miliar with them. 

The many years of R.& M. 
advertising have built up 
a prestige for these motors 
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nd MOTORS 


their dependability in ac- fl 
tualservice under the most Uy 
trying conditions makes 


additional orders the usual 
procedure. 














These facts demonstrate 
the value of R.& M.motors 
to you as salesmen of this 
type of equipment. 
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exclusive adjusting fea- 


ture used during the past 
two years is an added ad- 
vantage which has proven 
very popular. 

Seven complete oscillations 
per minute; full sweep 95 
degrees. Four-point, three- 
speed switch. Felt covered 
base. Hinge joint for verti- 
cal adjustment and wall 
mounting. Highly finished 
in baked black enamel re- 
lieved with gilt lines on mo- 
tor and base; four brass 
blades, lacquered. 

You can outsell any other 
J. S. selling competing fans 
—try it. 


| YERS CO. spRINGFIELD, 0. 
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The HARDWARE makes the ling 





















A few products from the complete line of 
Pole Line Hardware and Peirce Construction 
Specialties manufactured by Hubbard & 
Company for distribution and sale through 








the electrical jobber. 
















HUBBARD 







PEIRCE Presteel 
Trolley Mast Arm 


CHAIN EYEE 





This trade mark is significant— it stands Bulletins of this type describing Hubbard & Peirce Products 
for a policy of sales only through the elec- are sent to your trade at regular intervals. 
trical jobber. 


HubbDalid acompany 


PITTSBURGH ” OAKLAND, CAL.* CHICAG 9 


Hot Springs, Va. KA June 2 to 4, 1926 
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ubbard makes the HARDWARE 

















The four modern factories located at 
Pittsburgh (1); - Chicago (2); Niles, Ohio 
(3); and Emeryville, California (4); pro- 
2 duce more pole line hardware than any other 









manufacturers in the world. Service is a 
reality—production makes it possible. 














[hese and display advertising in the leading trade papers Copies of all bulletins will gladly be 
are vour silent salesmen. They work between calls and create sent you—get them and the full story of 
sales for you. quality pole line hardware and construc- 


tion specialties. 


i ubbar and COMPANY 


+ SS 
PI°TS BURGH *” OAKLAND, CAL.“ CHICAGO 
Hot Springs, Va. KFA June 2 to 4, 1926 
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vice 
DURING SER 
aupuces Fuse costs 





: , d ; — s x ae the 
what Pala’ eee vie me oy <x. = 
‘BUSS FUSES fm ae 





For more than five years the present designs of BUSS 
Renewable Fuses have stood the test of service. Today 
the simple correctness of BUSS design still stands 
preeminent and has won recognition from the fuse 
users of the nation. 

Due to the few rugged parts and the simplicity of de- 
sign BUSS Fuses can be depended upon to give the 
best obtainable electrical protection under even the 
most adverse conditions. 





Only when using BL | Ask anyone who uses them. 


' y 
| Renewable Fusecan youobt: | 


protection at lowest cost. | Ferrule Contact Knife Blade 
| Why?» Boome ot ths fet Do PARTS AND PARTS AND 
| THE LINK THE LINK 


That’s ALL 


“ee If you would like to examine a free sample, write for it. 
crcvasaunple and booker ue=| BUSSMANN MANUFACTURING COMPANY “* ST. LOUIS, MO. 


(uses waiting for your j 
Bier - _ 
. EET 


Peanntied: WE bon Bian me Years at HOPE 


August 29, 1925 


: 
<3 
outy 3 parts ang 
the 
ten, 





"gBUSS FUSES 


es TYPES AND SIZES | 
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Attractive display car- 
tons like these are fur- 
nished with every ten 
Hemco Plural Plugs. 






HEMCO Trip-Lite 


The three outlet plug. Outlets 
specially threaded to take standard 


screw or clamp type shade holder. li 
Formerly sold at $1.10—Now $1.00. HEMCO Tee-Lite 
















, Provides two screw shell outlets to 
take any attachment plug. Price 


HEMCO Tee-Prong 


Similar to Tee-Lite except that two 
slotted outlets are provided to take 
standard attachment caps. Price 50c. 





HEMCO Twin-Lite 


Double outlet plug. High capac 
Small size and properly designed to 
under shades. Lasts a lifetime. | 
merly sold at 75c—Now 60c 





0 
2 
10 
0 
Lc 
f° 
a4 
. if 





HEMCO Cord Set 


The Hemco Pul-cord Attachment Plug with the 
snubbing bridge which eliminates strain on the 
cord terminals, and the Hemco Heater Plug with 





goose-necked grooves which eliminate strain on HEMCO Tach-Lite 
terminals when the plug is jerked from the ap- Z 

pliance by means of the cord, are both included The side outlet plug. Allows lan 
in this superior cord set. Terminals in both plugs to be used in vertical position. Ou 
are self aligning and the cord is exceptionally flex- lets, as shown, threaded to take a! 
ible and non-kinking. standard screw or clamp type sha 


holder. Formerly sold at 75c—N: 
60c. 






















HEMCO - 
A QUALITY PRODUCT/ \\ PROPERLY MERCHANDISED && AI 


( PRODUCTS \ 
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Successes 

























ALEABILITY!—the _ standard by ) 
which the jobbing trade measures the 
worth of a product. 


Today, national advertising in such mediums as 
The Saturday Evening Post and Liberty are carrying 
the sales message of Hemco superiority into millions 
of homes, creating consumer demand that reacts in 
volume and turnover for Dealer and Jobber alike. 


i 

Hemco missionary men are visiting dealers, helping 
them to a more profitable use of the many Hemco 
sales helps and incidentally securing orders to be. 
turned over to Hemco Jobbers, for Hemco sales must 
always be thru a jobber. 


A sound, aggressive policy of merchandising a qual- 
ity product has made Hemco the strong favorite it 
now is with the jobbing trade. 


The Bell Ringing Transformer with 
the Bakelite Case 


There is a ready sale for these reliable 
sources of low voltage power. The single 
circuit type furnishes 8 volts for operating 
door-bells, etc. The three wire secondary 
type gives 6, 12, and 18 volts as required 
and permits oferation of both door bell and 


Hemco has saleability. 


Should you not now be-handling Hemco, write for 
full information on the Hemco Merchandising Plan. 


George Richards & Co. 


557 West Monroe Street 
CHICAGO, ILL. 


electric lock system from the same trans- 
former. 


Small, compact and neat in appearance. 
The genuine Bakelite case is especially at- 
tractive where the transformer is exposed 
to view. 





HEMCO Bell Ringing Transformers 
with Metal Cases 





The same careful construction as in 1 ae 
the Bakelite Case Transformers except HEMCO Bell Ringing Transformer 


that metal case is used. Made in either with Outlet Box Cover 
single or three circuit types. 

Quickly installed on any standard outlet 
box. By this arrangement transformer case 
is automatically grounded. Furnished with 
metal case transformer only. 





: HEMCO 


'D # ALEQUATELY ADVERTISED PRODUCTS ESULTS 1 DEALER & JOBBER PROFITS 
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TRACE MARK REG. U.S. PAT. OFF. 





REYNOJITE | 


“Made with a purpose” 







Molded Electrical — 
Convenience Fittings 






Separable Attachment 
Plug No. 420 






EYNOLITE molded devices and plates 

are made right and sold right—backed up 

by a square deal policy and real merchandising 
cooperation with jobber and dealer. 














Only jobbers who are qualified to feature such 
a policy are handling REYNOLITE devices, 
and we pledge to them our backing and sup- 
port to the utmost. 











Angle Two Way 
Convenience Tap 
No. 240 














In merchandising helps, counter displays, win- 
dow displays, publicity and instructive mis- 
sionary work, REYNOLITE is setting new 
standards of aggressive profit-making aid to 
the jobber and his dealers. 


“Always Supporting Your Sales Efforts”’ 


REYNOU|ITE DIVISION 


REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN 
New York - Philadelphia - Atlanta 


Pittsburgh - Detroit - Chicago -Kansas 
City - Dallas - Los Angeles 





















Sy 
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Appliance Cord Set 
Switched No. 610 









Largest Commercial Molders 
of Bakelite and Durez 
















“Triolet”’ Convenience 


Tap No 380 
No. 340 
| | | | Convenience Tap 








Angle 3-Way 
Convenience Tap 









Straight Two-Way 





ml 
Si) 
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FRADE MARK REG. U.S. PAT. OFF. 


REYNOJITE 


“Sold with a consistent policy” 
For Quick Profits Sch No. 110 


ND the REYNOLITE sales policy is 

further backed by a quick-selling line of 

products—the broadest line manufactured by 
any one company. 


Straight Convenience 


Furthermore, it is a flexible line—most of the tia Sap Be. 368 
devices quickly convertible to meet varying 

situations—keeps down the stocks to be car- 

ried; saves space and capital investment. 








Share in the outstanding profit-making fea- 
tures of this popular line with its live, up-to: 
date sales support. Have you seen our latest 
dealer helps? Glad to send you samples and in- 
formation. 


“‘Constantly Increasing Your Sales” 


REYNO|ITE DIVISION 


REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN Siiiicitiaintini 
New York - Philadelphia - Atlanta ite ay * ec 


Pittsburgh - Detroit - Chicago- Kansas 
City - Dallas - Los Angeles. 


Largest Commercial Molders 
of Bakelite and Durez 





Receptacle Plates 
Nos. R-1201 and R-1202 


Push Plates 
Nos. P-1001 and P-1002 Toggle Plates 


mh 
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3440 No. Kimball Ave., Chicago, III. 


Branches: 
Boston 
Cleveland Los Angeles Philadelphia 
Denver Miami Pittsburgh 
Detroit Minneapolis Portland 
Indianapolis New York San Francisco 








Hot Springs, Va. HA June 2 to 4, 1926 
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Further 
| Conveniences 


Nails directly to 
face of studding. 


Gangs easily with 
regular “RACO” 
Switch Boxes. 


Plenty of pointed 
projections for 
gauging, bracing 
and setting the 
box. 


Simply push pointed 
projections into stud- 
ding where you want 
to set box and _ nail 
permanently into 
place. 


Many nail holes for 
easy installation and 
they are offset to pre- 
vent splitting the 
studding. 


Makes very rigid in- 
stallations. 


And, no more fussing 
around with wood or 
metal strips. 


‘Roach-AppletonMan yj acturing Ca. 


St. Louis 
Seattle 
Toronto 
Vicksburg 
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Two Types—Both are Good 





All boxes are 3 inches long and 2 inches wide, and 






























will take any standard switch or receptacle 


Bracket Box for Loom 


‘RACO”’ TYPE ‘+R ‘“RACO” TYPE “> a ““uigtka as 
° Raco BLC-B, with clamps, 2% 
Mounting Bracket and Extended Ears and seeenamiiieen 


Lath Support Lath Support 
Notice the new feature for key- The Eatended Ears are fastened to 


ing plaster in a secure and perma- the ends of the box with screws in 
nent eee. closed slots and provide adjustment 
is for thickness of plaster and to level 
The heavy Steel Mounting 

: , up box. 





Bracket is riveted and spot-welded = ' ; 
nil = 2 ailias [he Ears are protected with a 
firmly to the box and finished with ; “— k ’ 

, heavy galvanized finish. Bracket Box for BX 


. Raco MA-B, with clamps, 2 
black enamel, thoroughly baked in. - inches deep 
[he channel shaped steel lath sup- Raco MC-B, with clamps, 2% 
inches deep 


The long channel steel lath sup- port holds the lath firmly in position. 


port holds the cut lath securely in ; : : 
l . Box can be readily installed with 


place and interlocks with solid lath one “X” Ear parallel with studding 
on both sides. for Base Receptacle. 

Spacers can be used for making Ends of Ears can be cut off for use 
up gangs at a considerable saving. on old work jobs in an emergency. 





The ‘‘RACO’”’ Complete Line includes: Patented 


Bracket Box for Conduit 


Bar Hangers and Set-up Boxes—Switch Boxes— Raco RS-B, 2. inches deep 
‘ Raco @RM-B, 2% inches deep 
Outlet Boxes and Covers—Ground Clamps. Raco RD-B, 2% inches deep 





NOTICE! 


Raco Mounting 
Brackets, Extended 
Ears and Lath Sup- 
ports are covered by 
U. S. Patents dated 
jan. 17, 1911, and 
Nov. 28, 1916, owned 
by the Roach-Apple- 
ton Mfg. Co. All in- 
fringements will be 
vigorously prose- 
uted. Look for these 











pate dates which ™ - 
I uy beat — a Extended Ear Box for Loom Extended Ear Box for BX Extended Ear Box for Conduit 
9) lucts of licensed Raco BL-XL, no clamps, 2% Raco MA-XL, with clamps, 2 Raco RS-XL, 2 inches dee} 
nanufacturers. inches deep inches deep Raco RM-XL, 2% inches deep 
Raco BLC-XL, with clamps, Raco MC-XL, with clamps, 2's Raco RD-XI 2% inches leer 
_ 2% inches deep inches deep aus . sais, oR } 





[ We are advising every contractor in the country about “RACO” Patented New Work Switch 
| Boxes. They'll be in demand. Surely you'll want to stock them. Write us now. 








Hot Springs, Va. KAA June 2 to 4, 1926 
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| THE NEW “CEMCO" LINE 


HIGH CLASS, MEDIUM PRICED 
RESIDENTIAL LIGHTING FIXTURES 
Exclusively for the Jobbing Trade 


In the April issue of THE JOBBER’s SALESMAN we announced the fact 
that we had developed a line of high class fixtures for distribution 
through jobbers. The response from leading jobbers exceeded our 
expectations and substantiated our belief in the existing need for qual- 
ity merchandise. 


The new “CEMCO?” line is now ready and in production. On the . 
opposite page a few typical examples of the fixtures are shown. They 
embody a modified combination of popular designs that at the same 
time afford reasonable period treatment. There are less than 100 numbers 
all told, yet there is ample room for selection. The line has been devel- 
oped so as to be “workable” by the jobber and the jobber’s salesmen 
and will always be kept that way. All the sales information necessary : 
is contained in a Plate Book of six plates. Send for a copy of this Plate 
Book now. It will interest you. 


Here Are A Few Reasons Why It Will Pay You To Investigate Our 


Proposition: 



























Our policy protects the jobber. 
Our plan will expand your profits. 


The experience gained in over 30 years in the building of 
quality merchandise at moderate prices is at your disposal. 


Our central location (near Chicago) assures economical dis- 
tribution. 


The Crown Line Assures Quality—Service—Prohft. 3 


Immediate action 1s urged. 





CROWN ELECTRICAL MEG. CoO. 


(CEMCO LIGHTING FIXTURE DIVISION) 
ST. CHARLES _ ILLINOIS 
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TYPICAL ‘‘CEMCO’’ NUMBERS 


These are examples of seven distinct characters or 
treatments. From these groups, artistic lighting 
equipment suitable for the average American home 
may be selected. 



























, ,; Outside Lantern 
—Black 


Wf f 





4 


Five-Light “Flower” 
Drop — Silver and Gold 
with Colored Flowers. 


rive-Light Cast Candle 
Piece — Roma Chrome, 
I'welve Numbers, 





JJ 


Five-Light English Col- 


Iypical Two-Light Five-Light Colonial - ; dio 
Bracket—Silver and Drop — Green and Gold an any ies or we 
—_ or Royal Bronze. cane cut Prisms. Five Num- Two-Light Flower 
Numbers. bers. Bracket 
i ta 
4, 


{ 


) 


f 
| 


yy 


Typical Two-Light 
Bracket, Strap Group— 
* Antique Gold and Color. 





 * 


mene —, 


a 
















. + Two-Light English 
Five eee “ Colonial Bracket 


4 





Body and Arm Piece— 


Fix ight Candle Piece Five-Light Strap Drop Brown Tone with Red 

—S r and Gold with Piece— Antique Gold or Grey and Lustre Special Five-Light Can- 
Tearcops and Crystal and Color. Twelve Num- Green and Gold and dle Piece — Ebony and 
Bal! Four Numbers. bers. Red. Twelve Numbers. Gold, 





Hot Springs, Va. KAA June 2 to 4, 1926 
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The UPRIGHT CABINET 


The Upright with built-in Hartman 
speaker above the receiver unit is our 
most popular complete cabinet type. 
Beautiful American crotched walnut. 
The cabinet work is of the highest 
quality. Height 44", width 28", 
depth 14". List price $165 


Other styles, Junior Upright, with- 
out speaker $135 

Sharitan design, Mahogany, with 
speaker $180 

The Single-Six Unit is standard 
equipment in each of these cabinets. 
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Youll be soli 





tor these tivo 


O matter what receivers you may now b: 
handling you have none with the features 
of the HARTMAN Single-Six! We have 

named our new receiver the Single- 
Six, meaning single control and six tubes, and we 
state that it is perfectly “‘syntonized”’ because we 
mean just that! 


The Hartman Company is the first manufacturer 
to be licensed under two new radio inventions which 
make possible first, a constant transfer of electrical 
energy from one circuit to the next irrespective 
of frequency and second, eliminates regeneration 
thereby preventing all oscillation, throughout the 
entire broadcast range. 


This means the same degree of amplification 
(volume) at all broadcast frequencies (wave lengths) 
and eliminates all the objections commonly known 
to oscillating receivers. 


In other words, these inventions enable us to 
build a perfectly syntonized receiver—a receiver 
free from distortion, with pure tonal quality, maxi- 
mum volume and distance at all wave lengths and 
with the ideal degree of selectivity for all conditions. 


In our opinion, electrically, this 
receiver js years ahead of any other 
receiver being manufactured today 
—and we have been making com- 
plicated electrical devices for more 
than a quarter century. 


If you are interested send for 
the complete Hartman story—then 
you'll see why you, too, will be sell- 
ing Hartman Radio within a year! 


The SINGLE-S MPACT 


The Single-Six Compact, mah cabinet, 
is only 834 inches high by 16 long. 
Statuary bronze escutcheon plate, cali- 
brated in meters, single control, six tu it. 


Contains all new electrical features gt 
perfect syntonization throughout entire broa 
cast range. Entirely non-oscillating. Price $100 


“Sho HAIEEMAN ELECTR 








Hot Springs, Va. <fJA June 2 to 4, 1926 
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RADIO-wlin 2 yoar/ ~ ~ 





VOY good lCASOMS 


O YOU who are in the radio business to 
» stay Hartman has an interesting house 

policy. 

Radio is paralleling the experience of the 
automobile—manufacturers who have not built 
their product and their policy with an eye to the 
future are dropping out one by one—from now on 
the manufacturers and jobbers who stick are going 
to be in the radio business and not the radio game. 


There never was and never will be any ‘‘dumping”’ 
of Hartman products—no sales will be made to 
other than sound, responsible, recognized job- 
bers. 


We can use more jobbers in the radio business, 
And in return for their business we will guarantee 
fairness, protection of profits, good merchandise, 
valuable advertising assistance for both jobbers 
and dealers and a steadily increasing volume of 
sales. 


If this sounds to you like real man-to-man talk, 
send for the complete Hartman story—then you, 
too, will be selling Hartman Radio within a year! 


C. T. ANDERSON, 


Vice-President 





Seng 
Story 

















br the HARTMAN 


booklet contains all the information 
e new electrical features of the Hartman 
gle-Six; the cabinet selling plan; the sales 
policy; the advertising program, etc. A copy 
is ready for any recognized jobber, jobber’s 
salesman, manufacturer’s agent or dealer who 
might be interested in handling Hartman radio. 
There is no obligation in asking for a copy. 


ATACTURING CO., 


Hot Springs, Va. EFA June 2 to 4, 1926 


















The PEDES-TELLER 


This, the Hartman PEDES-TELLER 
is as fine a speaker as we can produce. 
Both in beauty of form and tone 
qualities, “it stands alone’’—it needs 
neither shelf nor table, can be moved 
about with ease—‘‘speaks” from both 
front and back—is made of finest 
mahogany and altogether is the most 
satisfactory speaker, most of our job- 
bers have ever handled. An extra 
long tone chamber mellows and softens 
the notes to a most pleasant degree— 
yet there is ample volume. It has no 
equal in quality and performance, 
“It stands Alone’’. Price $38 





Manstteld, O 
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Slip the tool on the cable 


to be stripped, keeping the 
free end, or waste, to the left. 
(no adjustment necessary ) 


2 Open the handles as far 
as they will go. 


é< The 


p et of | - EN 3 Close handles. The armor 


the WE ee ee is now severed cleanly and 
sae cable slips out of tool. 


Wir e- ? i oe: >. ; ae 


b] 
man $s slide off the armor. Isn’t that 


to ol 4 a cinch? 


oe" TRIANGLE 


Factories: Brooklyn and Chica.)0. 


UX, LS J AS, 





ING I AN J iN As As A AS 











Yi 
X 
atk t 





Hot Springs, Va. fA June 2 to 4, 1926 
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to oa ecm — 
with this tool!” 


and without any possibility of injury 
_to the insulation of the wire 
































| renee ewan 


remark from electrical contractors who are using the 


T seoatk the substance of every commendatory letter or 
TRIANGLE Armored Cable Tool. 


They cut and strip the armor from the cable in a matter of 
seconds where they spent minutes with the old hacksaw method. 


And—Oh, what a difference in the job! Clean neat ends 
without a scratch on the insulation of the wires; not the least 
possibility of “‘grounds” and resultant trouble; not a chance of 
bruised knuckles or torn clothes—just a quick, easy, perfect job 
that means a material saving in installation costs. 


The auxiliary knife cuts armored cable, rubber covered wire, 
etc., up to one-half inch outside diameter. The pliers perform 
all the functions of ordinary gas pliers and have anextra heavy 
leverage. 


Here is a really non-competitive specialty that sells on 
sight. Are you ready to cash in on it? 


OTHER TRIANGLE PRODUCTS 


Triangle Armored Cable 
Triangle Flat-Armored Cable : 
Triangle Flexible Steel Conduit The Triangle Armored Cable 


ee Triangle Flexible Non-Metallic Conduit ein iaincaiisiil Tool is another instance of 
Triangle Rubber Covered Wire : po *mhine if 

Triangle “Triex’’ (Non-Metallic Sheathed Cable) ——— oe oe ing ony 

Triangle Automobile Tubing for the contractor. 

Triangle Gas Tubing 


General Offices: 
DUIT = Inc. DRY HARBOR ROAD & COOPER AVENUE 
°9 BROOKLYN, N. Y. 


anada, Canadian Triangle Conduit Company, Ltd. 


\ AY, uN Ay AX LEX iS. / {fs \ AN ZX, Li Mh Ay A 


nbn co Css ancl | Tre 

































ay 
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<SSe 


T° go all the way and to 
do a job thorough/y has 
always been the policy of 


OKONITE. 














The accomplishments of the 
past, no matter how good, 
are not the limits of Oko- 
nite’s future. A new business 
horizon even farther and 


harder. to reach is the goal 
of Okonite. 


Make it yours, too — ride 
with Okonite, Manson and 
Dundee Tapes. 


oF ol ® 2 y 
La OE EM LE EH 








Hot Springs, Va. EA June 2 to 4, 1926 
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follow Thee 


Saves money for the Contractor — Makes money for the Jobber 




















“JIFFY” 
PIPE BENDER VISE 


“ierY” 
ADJUSTABLE CUTTER 











4 Y \ 


Ay } 











SMALL 
Stock Investment 























Saves its cost in time and 
labor. Cuts holes °4” to 6”, 
quickly and easily. A trial 
is as good as a sale. Hand 
and drill press operated. 











Accurate bends made easily 
in 4” and %” conduit with- 
out kinking or flattening. 

















ay operate. Profitable © “JIFFY” 
PLASTER CUTTER 
“JIFFY’”’ L ° Ww jn T 
NIPPLE CHUCK SALES COST “re 
- ~ 
j 











Cuts holes for 3%,” and 4” 
boxes, without cracking the 
plaster. Perfect hole into 
which box fits snugly. 

















“JIFFY” 
A new tool for use when cut- SOLDER DIPPER 


ting short or close nipples. 

















Compact, lightweight. Easy 
to sell. Jiffy Bench is an- 
other good seller. v | 
“JIFFY” MORE | 
en ee LIBERAL PROFIT ws | 











NOTCHES JOISTS ACCURATELY 























| 





Slots joists in one operation. 





Makes neat accurate cut for Solders and tins joints quick- 
both %” and 3%” conduit. A ly, easily and safely. A big 
big field for this tool. market and a fast seller. 


EXTRA PROFIT 





Write today for full details of our plan for increasing Jobber profits 


PAUL W. KOCH & COMPANY 


ORIGINATORS OF THE “JIFFY” LINE OF LABOR SAVERS 
ESTABLISHED 1915 


31 ‘South Wells Street Chicago, U.S.A. 








Hot Springs, Va. June 2 to 4, 1926 
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O ALL who attend the con- 

vention of the Electrical Supply 

Jobbers Association, we extend 

our best wishes for a profitable 
and successful meeting. 


Together with many new and attractive 
features, the new Brandes line will be 
presented soon. Brandes policies and 
extensive advertising will continue to make 
the Brandes line attractive. 


BRANDES PRODUCTS CORPORATION 
Woolworth Building, New York City 





Brandes 


means the ultimate in reproduction 

















Hot Springs, Va. EAA June 2 to 4, 1926 
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m@atE Hot Springs 
gave’ Convention of the 
Si Electrical Supply 
Jobbers affords a great 
opportunity for the ex- 
change of ideas. To its 
delegates, our greetings. 


The new Kolster line will 
be announced shortly and 
will be backed up by sound 
merchandising policies 
and an extensive national 
advertising campaign. 





FEDERAL TELEGRAPH COMPANY 


(OF CALIFORNIA) 


WOOLWORTH BUILDING, NEW YORK CITY 


OLSTER RADIO 
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MR. JOBBER- 


The past year oy sh6Wn you that 


“THE JEFFERSON'S JOBBER'S. POLICY” 
” L ONE” int 


Niueeaene glassware game 











We have ™ ISTRE BPTO! Ss” 


We merc 0: ise on 


“THE JOBBER” 
who receives our MAXIMUM- DISCOUNT 


manufactures, 

EE RRRON complete line of 
ILLUMINATING GLASSWARE, TABLE LAMPS, 
BOUDOIR LAMPS, TORCHIERES and SPECIALTIES 
JEFFERSON @Ssures a of a 


of YA RAN aap ee ie 


* * * 


has produced a real 
JEFF PERSON ing proposition 


“THE SAMPLER FAMI 


means, new accounts 
quick turn-over, greater profits 


* * * 


sé 33 is 
JEFFERSON OSPR hake * 


application for 
before your tectihiey t 1S ys 
to your competitor. 


‘Che Jefferson Glass Company 
Follansbee West Virginia 


Hot Springs, Va. KGa June 2 to 4, 1926 
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The Cooling Rack in the “‘Central’’ Plant 
Inclined table where “‘Central’’ Pipe is straightened and slowly cooled 


4e A Operation in the Making of Central Pipe 
from which is Made 


Central Black’ "4 Central White Conduit 


(Approved by the Board of Underwriters) 


WW 


As “CENTRAL” Pipe emerges from the cross rolls it 
. enters the dump trough shown at the extreme right 
of illustration. As each successive pipe clears the cross 
rolls the cover of the trough is lifted, allowing the pipe 
to roll onto the cooling rack. 


OU can have faith in The pipe is rolled slowly up this rack by fingers at- 

the conduit you sell tached to continuously traveling chains. The rolling 
f you are sure of quality action has a two-fold effect, straightening the pipe and 
n the pipe that consti- allowing it to cool slowly without any one part of the 
tutes its basis. Here is pipe being in constant contact with the cold metal of the 
further evidence of the rack. 
capability of ‘‘Central’ ; : an ; 
to meet every Conduit The pipe comes from the sizing and cross rolls with 
requirement. irregular ends and the extreme ends of the pipe are apt 


to be imperfectly welded. High speed hot saws cut these 
ends squarely from the pipe as each piece is drawn against 
the saws by the traveling chain. 





PrirtriTtTaeoicd 
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The Cleaner with BOTH 
Dealer and Consumer Appeal 


JEWEL, 


ELECTRIC VACUUM CLEANER 


The exceptionally generous profit on every JEWEL sale 
gives it a distinct dealer appeal. Low price and a FREE. 
ATTACHMENT OFFER give it a distinct consumer 
appeal. The combination of the two means satisfaction 
to both dealer and consumer. 





The JEWEL Electric Vacuum Cleaner sells right from the floor without 


house-to-house salesmen. Retails at $44.75, which includes 


FREE ATTACHMENTS 


Its value is so evident that high pressure salesmanship is not required 
to convince the buyer of JEWEL superiority. 


~\ 






RETAILS FOR 


"44.5 


ATTACHMENTS 


AN IRON-CLAD FREE! 
| TWO-YEAR at a nice profit 
GUARANTEE for your dealers. 


Strictly a jobber’s 
with each JEWEL Cleaner proves machine. Not sold 
that it is built up to a high stand- 


ard of quality. 
Write or wire for a sample JEWEL 


for your inspection and approval. 


under any other 
name through di- 
rect - to-consumer 
mail order houses. 





CLEMENTS MEG. CO. “ucg0 iu 
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WAHLE POLICY and 


LIGHTING FIXTURE SALES 


THE BUSINESS BUILDER 
for 
RECOGNIZED ELECTRICAL 
SUPPLY JOBBERS 


LD 


Weare in a position to add 
on a few more Distributors. 


Write for Details. 


LD 


ALBERT WAHLE COMPANY 


(Incorporated) 


Metropolitan and Morgan Avenues 


BROOKLYN, NEW YORK 























Hot Springs, Va. Kg Tune 2 to 4, 1926 
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When Your Catalogue Is Made on 


The Donnelley 


Unit Selection Plan 
YOU WILL HAVE: 


1. Your own “hand picked” selection of goods exclu- 
sively. 2. Expert compilers with a practical knowledge 
of electrical supplies. 3. Undivided responsibility for 
all of the work in one organization. 4. The largest 
printing and binding facilities in the United States. 
5. The highest financial responsibility. 6. Interested, 
personal co-operation. 7. More than 20 years of spe- 


cialized experience in electrical supply catalogues. 


The Lakeside Press 
R. R. DONNELLEY & SONS CO. 


731 PLYMOUTH COURT: CHICAGO 
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Non-Metallic Flexible Conduit 


Users of non-metallic conduit the country over are well pleased iI 
with the very satisfactory results obtained by the use of Say- 
lorduct loom. Naturally, the jobbers who handle Saylorduct 
are constantly enjoying repeat orders. That’s only logical, isn’t 
it? 


Saylorduct is of the best construction. It is made by a new 
process. It is straight as a chalk-line—no kinks—no resistance 
in fishing. The interior is tightly woven with a hard finished 
yarn, forming a canvas-like raceway. It has a non-separable 
lining that cannot be pulled out or worked loose.: 





The red dotted thread throughout the entire length identifies 
“Saylorduct” from ordinary non-metallic conduit. 


Saylorduct is clean. It is impregnated with a compound 
which gives it a rubber-like effect, just enough is applied to make 
it soft and pliable. It will not become brittle in cold, or soft 
and sticky in warm weather. 


Stocking Saylorduct and PUSHING IT means big profits for 
the jobber. If you are not acquainted with our line write us 
today for full particulars. Hundreds of jobbers and thousands 
of workmen will testify to the quality of Saylorduct. 


“‘Look for the duck and the red dotted line’’ 


SAYLOR ELECTRIC & MFG.CO. 


DETROIT, MICH. 


Hot Springs, Va. rage June 2 to 4, 1926 
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GRIN AT COMPETITION 


No matter what your competitors offer—price or quality or both 
you can beat ’em and grin when you have 


YOUR OWN 


ACLUSIVE 


LIGHTING UNIT 


Jobbers who have accepted our exclusive proposition on Cora and 
Nuite glassware are making good profit in Commercial Lighting. 
The glassware we offer has beauty, efficiency and quality. It is 
priced right. When you go against competition with this ware, you 
win, grin and pocket a profit. 


sins, gy 


Permit us to give you the 
details of our proposition. 


. An interview costs only a postage stamp—Write now 


CONSOLIDATED LAMP & GLASS COMPANY 


Coraopolis, Pa. 


| 
y, 


Hot Springs, Va. KAA June 2 to 4, 1926 
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‘‘Wherever Thermometers Rise’’ 


Peerless 


Fans 


Peerless Electric Company 


Fans Motors Generators 


Warren, Ohio 
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PROPP-ELECTRICAL SPECIALTIES 


Help to make Electrical Appliances a Convenience 






































N° 68 














Jobbers Co-operation 
is what the PROPP CO. constantly offers 




















Complete Quality Line of Fast 
Selling Seasonable 
Specialties 








Distributed only through the Jobber 


M.PROPP Bazzaz 
COMPANY fe @PROPP 


ae Xmas Tree| 


























Manufacturers 


524-528 Broadway 
New York, N. Y. 


























N2.21. TAP-OFF 
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Franklin Vitrified Pottery Lighting Fixture. 


[PROTECTED BY PATENTS] 














oe - 
. ae 


yr 


ALDEN PARK MANOR, Philadelphia 


Owned entirely by the occupants. Designed and built by Kenneth M. deVos & Company. 
More than 1300 Franklin Vitrified Pottery Lighting Fixtures are used in the bathrooms 
and kitchens. 


WHERE THE BEST IS DEMANDED— 
THEN IT IS FRANKLIN 


When Kenneth M. de Vos & Company planned ALDEN PARK 
MANOR, the fine apartment house pictured above, they determined 
that nothing but the BEST in every line should enter into the construc- 
tion. 

After investigation they ordered FRANKLIN VITRIFIED POTTERY 
LIGHTING FIXTURES. That was a tribute to QUALITY, as they then 


believed. 
But Here Is The Sequel 
This same firm is just starting the erection of another large operation 
—The New Kenilworth—and WITHOUT SOLICITATION they placed 
their order for the fixtures to be the same as used in Alden Park Manor. 
They were offered manv imitations at much lower price. 
That is a Strong Testimonial of Satisfaction 
Your trade is entitled to the best—sell them Franklin 
A great name—a product worthy of the name. 
There is a fixture for every purpose and every one of them is 
Moisture Proof Shock Proof 
Weatherproof Sanitary 
As easily washed as a china plate. Not injured by soap, lye or acids. Cannot 
rust or corrode. 
In white or any of these colors: 
Royal Blue Old Blue 
Apple Green Colden Brown 
Ivory Black 


A request on your letterhead brings catalogue 


FRANKLIN POTTERY eo ae 


(A Corporation) 


LANSDALE, PENNSYLVANIA 
gata ina eeteleo INRA ile eoe UNTER TELERET 
a aa ah ee a eee ee 
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The 


ultimate in racio 
reception and beauty. 


The new five-tube 
Eagle, encased in 
Adam _ Brown Ma- 
hogany Cabinet. To 
retail withoypt table 


at $175; consoletable, 
separately, retails at $75. 
















The new five-tube Tuned 





Radio Frequency Re- 

ceiver—beautifully _ fin- 

ished; retails as a popu- , 

lar-priced “leader” at N —————— 
$75. N a —= rye 


Eagle Announces New 1927;Models 


Eagle adds to its high-grade line by the addition of four important 
new models. 

One is a new five-tube, deluxe neutrodyne, encased in a beautiful 
cabinet. It will be one of the handsomest radios manufactured this 
year—an outstanding set at $175. 

[wo is a new five-tube deluxe neutrodyne, two-dial control, list 


at $185. 
Three is a new, five-tube, deluxe neutrodyne, one-dial control, list 
at $195. 


Four is a new five-tube, Tuned Radio Frequency Receiver of ex- 
ce lent eve value, distance reception and wonderful tone quality, to 
se'l at $75 list. 

The Eagle line is one of the few that is untarnished by 
manufacturing and merchandising excesses. 


It is placed under a registered dealer agreement which sat- 
isfies the requirements of the largest and best stores. 






wt SOAR ABOve 


, 7 ag \ ad 
E co“ 
1 Rate Sie 
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~ The EAGLE 


as a Standard 
for Comparison! 


Use the Eagle, model K, as a 
standard of comparison with any 
other set, regardless: of make, or 
price, and the Eagle immediately 
becomes the leader for selectivity, 
clarity, charm of tone, and range. 
It will bring in stations on the very 
low, as well as the high wave 
lengths. 

The critical public is fast learn- 
ing to judge radio receivers on their 
merits and buy according to what 
they see and hear. 

The Eagle is distinctive in appear- 
ance, entirely satisfactory in per- 
formance—it has no peer. 

Territories closing rapidly. 
Write for our policy and discounts. 


EAGLE RADIO COMPANY 


16 BOYDEN PLACE NEWARK, NEW JERSEY 












































122 THE JOBBER'’S(IJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 





of electrical special- 
ties and wiring de- 
vices assures volume 
and profitable sales. 
The line is character- 
ized by its quality 
construction, its dis- 
tinctive design and 
attractive packing. 





Write for full information 





HENRY HYMAN & CO. Inc. 


Manufacturers 


222-228 W. 14th St. 212-18 W. Austin Ave. 
NEW YORK CHICAGO 
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mmm ---'° Lhe Mark of AWell-Built Fan’ 


y 








A Jobber in Florida 


writes as follows: 


“Autovent Fan & Blower Co., 
_ Chicago, Ill. 


Gentlemen: 


The 24” Autovent Fan we wired for has come in and has been 
delivered to our customer in record time. We appreciate this kind 
of service.” 


Since Writing This— 


The same Jobber has placed a stock order under the special 
Autovent stock offer being featured this season. This tells the 
story of AUTOVENT service! 


AUTOVENT FAN & BLOWER CO. 
730-738 W. Monroe St. ~ CHICAGO 


Offices in All Principal Cities 
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CONDUIT FITTINGS | 
Make Money for the Jobber 


with Cover stocks cut almost in half and 


many combinations made from Standard i 
Fittings instead of a huge investment in : 
special forms. : 


If profits come from quick turnover stock 
Taplets. 














TAPLET MANUFACTURING COMPANY 


3911 Powelton Avenue 


PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco j 
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No Bootleg Stuff, Here-! 


Oh, My Yes, All Pre-War— 
At least you would think 
so, by the fast rate these 


EFCOLITE PRODUCTS 
are being Specified. 


What is more everlasting 
cg than Kiln-Baked Vitreous 


Porcelain Ceiling Fixture wired complete, Keyless 
Secket, and with cross bar. (Packed one t 


aac = Porcelain? 





DURABLE LIGHTING UNITS, 
WITH THE UNBLEMISHED 
FINISH —They do not wear out 
—there is no depreciation in value 
—you can re-hang these fixtures 
any number of times—Tyhey are 


always new. 


The porcelain socket is a feature 
that adds a double attraction. 
These brackets are the fastest 


selling items we ever manu- 


factured; they fill an ever present 


demand. Write us for a sample. she: spielen Gone 


Patented Nov. 24th, 1925 





MANUFACTURED BY 


EFCOLITE CORPORATION 


LIGHTING EQUIPMENT AND SPECIALTIES 
264 CANAL STREET NEW YORK 
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The Full-O-Lite 
Safety Screwless 
Reflecting Holder 


Safety screwless holders are now the type 
in demand. Architects and builders are 
specifying them. Many boards of educa- 
tion, for instance, will use nothing else. 
As with every other development, there is 
a great difference between the kinds of 
screwless holders on the market. 


The New Full-O-Lite is the simplest, the 
safest, and it increases the foot candles 
on the working plane. It is dust proof. 
There is nothing to adjust, nothing to get 
out of order. The globe can’t work loose 
and must hang straight. 

It is the most profitable for you to handle because it 
is sold on a basis that allows the jobber a bigger profit. 
The whole selling plan is built upon the idea of mak- 
ing it to the jobber’s advantage to push the Full-O- 
Lite. 

Naturally, the jobber’s salesman makes more money 
on it because his firm does. And we are co-operating 
in a way that will help you individually. 

Here is a leader that will benefit you. Get behind it 
at once and push it. 


Write our nearest agent for literature and particulars. 


ULL-O:LIT 


ht LC r SS) 





e 





The inside of the holder is a 
scientifically designed reflector 
which produces, over the ordi- 
nary holder, a very marked in- 


crease of foot candles on the 























Fy working plane. 
| Brighténs‘t 
Tests made by the Electrical == ghtens the Night ~tm 
Testing Laboratories prove this 
statement. Reg. U.. S. Pat, OF. 
Manufactured by 
FULLERTON ELECTRIC CO., INC., 
20 West 17th St., Near Fifth Ave., 
New York, N. Y. 
Established 1907 
- - oe tad ' AGENTS 
ectron Engineering Company, Inc. : AGENTS AGENTS 
New Orleans, La. Penge? aes The Coffin-Perry Company Albert H. Tuti 
St. Louis, Missouri. Pittsburgh, Pa. nn te utin 
Western Glass Products Company Columbus, Ohio ow : _ 
San Francisco, Cal. x cacsiiiessia —_—_— 
Los Angeles, Cal. Paragon Electric Sales Company Frank J. meee Huron Sales Corporation 
Seattle, Wash. Philadelphia, Pa. Syracuse, N. Y Detroit, Mich. 


Hot Springs, Va. KBA June 2 to 4, 1926 




































2 R’S ; J 27 
June, 1926 THE JOBBER'S#A)SALESMAN 


~~ uNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Items That Always Sell 


STERLING TUBE TESTER 


“*Universal’’ Type 
More than a tube tester, also testing A and B batter- 
m_ ies, tranformers, sockets and wiring circuits. Deter- 
mines the plate current and hence the amplifying 
value of tubes without disturbing the set. For large 
or small tubes. 


List Price 


STERLING TUBE TESTER 


“‘Home’’ Type 

This little meter-equipped tester plugs into the tube 
sockets and indicates whether tubes are good, fair or 
poor amplifiers. Also valuable for locating other set 
troubles. 

Built in two styles. 
R-399 for small tubes 
RR-40) for large twhee....-..-.. cscs occ snncsse es, 


STERLING TUBE 
REACTIVATORS 


This renewer of run-down tubes is equipped 
with a meter that eliminates all guess work, 
one of the features that has made the Sterl- 
ing Tube Reactivator a decided success. The 
Sterling Reactivator shows tube condition 
before and after treatment. 

List Price (25-40 cycle).................... $12.50 
List Price (50-60 cycle)......... Ree... $14.00 


STERLING BATTERY 
CHARGERS 


Besides the old, reliable Sterling Rectifier of 
the vibrating-reed type, the new Sterling 
Charger No. I11 for those who prefer a “bulb 
type’’ charger, enables the dealer to sell a 
“Sterling” rectifier for every personal taste and 
every battery charging need, “A” or “B”. 
List Prices (vibrating type) $16.00 to $22.50 
List Price (Bulb Type) without bulb 

CA ite TSP oo ssci cases deceetoc eae $14.00 


STERLING Pocket METERS 


Always in demand year in and year out. Sterl- 
ing Pocket Meters have become the most de- 
pendable radio selling item on the market 
Ammeters, voltmeters, voltammeters, Pocket 


or Panel types. 
[Se " ne ie Pee ee, $1.00 to $7.50 


STERLING CHARGE INDICATOR 


The up-to-date way to test storage “A’’ Bat- 
teries by a clean, reliable, quick method. It 
‘shows whether battery needs recharging and 
also whether battery 
on charge has been 
charged enough. 
List Price 

































Apace With-The-Times 
Two New 
Products 


Sterling Products are constantly 
being subjected to engineering 
investigation for possible im- 
provements. 


At the same time a study of 
market requirements, develops 
the production of new items. 
Among the latest are the Sterling 
Bulb Type Charger and the 
Sterling Charge Indicator. 
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Just a Few Users of SUN-RAY 
PRODUCTS, and they are boost- 


ers for us. 


G. R. Kinney Shoe Stores, 
operating 250 stores in the 
east. 


The Hilton Co. 

: Chain Clothing Stores. 
Spread-Lyte Reflector WT Geant Ca. 

4 Operates 80 Dept. Stores. 


John Bright Shoe Co. 
Chain Shoe Stores. 


Kaufman & Baer Co. 
Dept. Store, Pittsburgh. 


The Hub. 
Dept. Store, Baltimore. 


D. H. Homes Co. 
Dept. Store, New Orleans. 


Worth’s. 
Dept. Store, New York. 


Why You Will 
Profit by Sell- 
ing SUN-RAY 


| Line 























ee ee 


ore 





|| SUN-RAY recognizes the 
jobber’s place in a mer- 
chandising policy, and be- 
lieves in protecting him 
100% at all times. 


| || SUN-RAY has created an 
|| unprecedented public de- 


mand for its products and others too numerous to men- 


tion. 


|| through advertising and 
| || demonstrations. 





SUN-RAY PRODUCTS 


are all made of heavy 
gauge aluminum. 


( |, SUN-RAY has just re- 
| duced list prices and al- 
lows the same liberal job- 





ber discounts. Show-Window Reflector Highest power of illumi- 


nation secured with our 
SUN-RAY knows _ that own process reflective sur- 
the jobber is in business Siti: 
to sell and make a profit, 
' i! so no effort is made to 
have you overstock. The 


idea is to HELP YOU 
SELL. 


— 6 hee 


Guaranteed to retain uni- 
form efficiency. 


ce, 


Will not crack, chip or 





Spotlight-Floodlight peel. 


May we send you descriptive circular with prices and discounts? A postcard will do— 


BUT DO IT NOW—TODAY! % 
Jobbers are quickly taking on this splendid line in many territories. When you know 
\ / more about it you will be enthusiastic and sign up too. 





MORE SALES and MORE PROFITS with SUN-RAY. 


Yi ree } 


(sf 


€& 








New York, N. Y. 


OREN MONE CRANE TE im GS 
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The products listed below bear the 
IVANHOE 


name and label, which means that 
themethodusedinmarketingthem 
is governed by the well-known 
Ivanhoe policy—distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 


genuine value for the consumer. 
myn 
For Industrial Lighting — 


[] RLM Standard Dome Reflectors 
(_] Porcelain-Enameled Bowl Reflectors 
(_) Porcelain-Enameled Angle Reflec- 


tors 

(_} Porcelain-Enameled Poster Board 
Reflectors 

{_] Holders for B-Heel Reflectors 

{ } Glassteel Diffusers 

{_] Vapor-Proof Units 

{_] Weather-Proof Units 

(_] Industrial Flood Lighting Units 

(_} Industrial Spotlights 

{_} Trutint Units 

(_}] Special Service Reflectors 

{_] Miscellaneous Reflectors and Fit- 
tings 


For Commercial Lighting — 


] The Trojan, fixture and glass 
) The No. 5243, fixture and glass 
(|_] The Ace, fixture and glass 
] The Keldon, fixture and glass 
] The Tuscan, fixture and glass 
|_| Ivanhoe Celestialite, fixture and 
glass 
(_] Standard Fixtures for Commercial 
Lighting 
(] DEPENDO Safety Fixtures for 
Commercial Lighting 
{ ] Gooseneck Portables 
{ ] Glass Reflectors and Shades 
{_] Aluminum Window Reflectors 
{_] Trutint Units 
_} Color Equipment 


For Residential Lighting — 


] Espantine Lighting Fixtures 

] Rozelle Decorative Glassware 

| The Daylight Kitchen Unit 

] The Ivadine (Dining Room) 

] The Dyner, (Dining Room) 

J} Enclosing Globes (Bed Room) 

} Etched Glassware 

_) Cut Glassware 

(_] Miscellaneous Lighting Glassware 
(_] Boudoir Lamps 


[ 
f 
L 
L 
f 
L 
l 
L 











| 
| 






















What Ivanhoe Means to You 


ANHOE manufactures a complete line of equipment for 
industrial, commercial and residential lighting; Ivanhoe mer- 
chandise is quality merchandise, built up to a standard rather 
than down to a price—but the price is always right; adequate 
sales and advertising helps complete every offering; special sales 
assistance results from every request. 


Ivanhoe factory service is dependable; the Distributor’s nec- 
essary stock investment is low, the margin good, the net profits 
satisfactory; on the whole, the Ivanhoe Distributor always gets 
more than he pays for or expects. 


Ivanhoe is one of the outstanding leaders in the field; the 
Division supports every worth-while movement within the in- 
dustry; Ivanhoe developed and pioneered many of the accepted 
standards in equipment and merchandising; Ivanhoe equipment is 


intelligently designed to serve a definite size of Mazda Lamp. 


Finally, Ivanhoe has a very definite sales policy and was 
among the first to use the word Distributor to designate a jobber 
appointed and compensated to perform a special service; all 
Ivanhoe Distributors are served with the same fairness and 
consideration; the basic policy was outlined 22 years ago and 
has been altered only as time and changing conditions sug- 
gested perfections; and the first jobber ever appointed an Ivanhoe 
distributor declares today his continued confidence in the 
Division and the policy by which it serves. 


Electrical supply jobbers generally may not appreciate the 
full significance of the name Ivanhoe. The Ivanhoe Dis- 
tributor, however, knows Ivanhoe as one manufacturer that 
means much to him in a definite, dollars-and-cents way. 
Ivanhoe Division of Miller Company, Cleveland, Ohio 


IVANHOE 


‘orchandise of Merit + Definite Sales Policies = Profit for 


Many jobber’s salesmen sell all 

of these items all of the time, at 

a — to themselves and the 
ouse for which they travel. 
How many do YOU sell? 








Hot Springs, Va. KATA June 2 to 4, 1926 






































All Who Serve 





130 


THE JOBBER’SHAI)SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR 

























A Plan to 


Stimulate Sales 


THE SECOND ANNUAL 


SUMMER SALES CONTEST 


CONDUCTED BY 


THE JOBBER’S SALESMAN 


JULY and AUGUST 


‘fo JOBBERS and jobbers’ salesmen this 

contest provides an incentive for in- 
creased effort during two months that 
ordinarily are dull. Because of the 
many prizes, and the simplicity of the 
contest, every salesman has a splen- 
did chance to win at least one prize. 


To manufacturers this contest offers 
the long sought opportunity to main- 
tain the interest of your own salesmen, 
as well as your jobbers salesmen, dur- 
ing two slack months. Arrange now to 
participate in this contest. We pay a 
prize of $25 to the jobbers salesman 
selling the most products of every 
manufacturer who co-operates. 


SEE PAGES 10 AND 11 IN THIS ISSUE 
THEN WRITE FOR FURTHER PARTICULARS 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 
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. 


HEN you sell Jeannette Lights—you do 

not merely handle a beautiful line of 

decorative shades—but you enjoy the advan- 

tages of the only 100% merchandising plan 
offered today. 


The Jeannette line is a standardized line— 
the color schemes are simple—but very 
attractive, and all of the Jeannette shades are 
especially designed for use with the new in- 


Write for this side frosted lamps. 

? 
Dealers Manual on The Jeannette Dealer’s Manual on merchan- 
Merchandisi Ng dising Shaded Light gives some brand new 


Decorative Shades selling ideas on shades and tells in detail 
r how you can profitably distribute Jeannette 
Lights. It’s free and you will find it very 


much worth while for both your salesmen 
and dealers. 











Jeannette Shade and Novelty Co. 


JEANNETTE 
PENNSYLVANIA 





i 
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ee .. 


Triple Duty Socke; ae A 
Double Duty Soqy——~--- WN a 
oe . 








ave you your copy 


{ If you have not yet received your copy of the new BEAVER catalogue 
write us at once. It describes every item in the BEAVER line and can 
help you build up greater specialty volume. 

Our new catalogue—bigger and better! 

Miles ahead of anything we ever printed! 

More in keeping with our merchandise! 
Extra copies for your salesmen if you want them. How many shall we 
send ? 


BEAVER 


BEAVER MACHINE & TOOL COMPANY, Dept. J-6, Newark, N. J. 
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This Trade Mark 
and TASSEL [den 
tifies the Golden 
Zassel Line of 
HH Pull Sockets 
































Tell by 


ORIGINATED and put on the 
chain to identify H&H Pull 


Sockets at a glance. It’s there 
to assure your customers of 
every improvement. 


Tell by the Tassel that here 
you re selling the latest refine- 
ments in pull socket design. . . 
The smooth, even pull of per- 
fected mechanism. 


THE HART Go HEGEMAN MFa.Co. HARTFORD, Conn. 


H&H 


GOLDEN 
TASSEL 


(Solid Metal) 


3 
; 
3 
3 


Che Suite of 3 
DISTINCTION 


on H&H 


PULL SOCKETS 
the lassel— 


Tell by the. Tassel that here is 
the socket with the Golden 
Lining, to harmonize with the 


brass of the shell. (Replacing 
the old black fibre). 


Tell by the Tassel—here’s socket 
distinction all through! Not 
only in the parts you see, but 
the unseen parts which make 
for permanence of wiring jobs. 
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A JOBBER POLICY 
AND ITS RELATION TO YOU! 





Gg RAHLING BROTHERS residential lighting 

fixtures are sold on a Manufacturer-to-Jobber-to 
Dealer policy. This policy embraces Protection, 
Price and Merchandising helps, assuring a clean 
cut jobber policy. 











ROTECTION: Grahling Brothers lighting fix- 
tures are sold to only one jobber in a given 
territory thus assuring _EXCLUSIVENESS. 

Jobber’s prices are granted only to recognized jobbers, 
and not to big volume purchasers. 


E HAVE worked out a sensible jobber stock plan 
whereby the jobber does not have to stock a large 
amount of our line, thus eliminating the obsolete 

stock bugaboo and thereby assuring the jobber a definite 
margin of profit. 


showing the style, finish and catalog number on 

the outside. We furnish every jobber with 
plenty of sales helps for his salesmen and in every 
way are eager to help him. 


al FIXTURES are packed in individual cartons 
Me: 


The fact that several of the country’s 
largest jobbers are now selling and 
stocking Grahling Brothers fixtures is 
proof that you too can make money 
selling them — may we hear from you? 


GRAHLING BROS. CO., 
SIGNED: 1917-21 E. 61st ST. 


CLEVELAND, OHIO 
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Fullman Floor Outlet 





Campbell Attachment 
Plug and Receptacle 


Adjustable 


Star Fixture Stems 





No. 2871 Telephone Tee with 
No. 2872 Plug and Screw 
Inserted 





Steel City Squeeze 
Connector 


Three Gang Adjustable Floor Box 







4 in. Square 





Outlet Box 





PRODUCTS 


“Star” Bushings 

Brass Bushings 

Car Conduit Bushings 

“Star” Locknuts 

“Star” Fixture Stems 

“Hickey” Fixture Hangers 

Conduit Benders 

“Universal” Watertight Conduit 
Couplings 

Cast Iron Junction Boxes 

“Steel City” Squeeze Connectors 

Superior Fish Wire 

Conduit Bushing Adapters 

“Steel City” Switch Boxes 

“Steel City” Switch Box Supports 

“Steel City” Wirelets 

“Steel City” Outlet Boxes and 
Covers 

“Steel City” Bar Hangers 

Ovalduct Fittings 

“Fullman” Floor Boxes 

“Campbell” Attachment Plugs and 
Receptacles 

“Universal” Insulator Supports 

Marchand Clamps and Spreader 
Plugs 

Mine Expansion Bolts 


A copy of our General Catalogue 
No. 34 containing complete infor- 
mation on all our products will be 
cheerfully sent you upon request. 











WIRING 


DEVICES 





No. 477 Floor Outlet 
Non-Adjustable 





Insula- 


Universal 
tor Support 


Concrete Box 


Steel City Outlet Box 
Complete with Cover 


eae meee LLL 


PITTSBURGH, PA. 


eens 
















with 


1,” and 4” Knockouts 
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ANNOUNCING THE NEW BLANDIN LINE OF RADIO CABINETS 
A COMPLETE LINE WITH ONLY THREE PIECES 


Overall dimensions of — 
either Console, 4114” high, 
3214” wide and 1614” 
deep (front to back.) 









Inside the 
upper cabinet compart- 
ment, 834” high, 28” wide 
and 13144” deep. Back 


has three cut-outs for 


dimensions of 










wires. 














Inside dimensions of the 


R-100 lower compartment, 
30” wide, 16” high and 
1414” deep. 


















Inside dimensions of the 
R-101 lower speaker com- 
partment, 30” wide, 1414” 
deep and high enough for 


speakers not over 1714”. 









Model R-101 
$54.00 


Model R-100 
$54.00 
















The models illustrated below comprise a complete line. Used in combination, the R-20 and R-40 make up the R-100 
Console. The R-20 and R-41 make up the R-101 Speaker Console. The Console is equipped with a novel feature to 
{ securely fasten the Cabinet and table together into one solid unit. 


The set is mounted in the New 
Blandin drawer-tray slide back of 
the drop door. The drawer pulls 
out to any position for tube and 
wire inspection. A complete set of 
filler panels is furnished with each 
cabinet, which enables you to supply 
any demand with only a few cabinets 


The R-20 Cabinet will accommodate 
| 95% of the kits sold, and most of 
the complete sets manufactured. 
| The panel frame is adjustable to 
30 different sizes from 6” x 17” to 


8”x26” and to any angle from ver- 





tical to 25 degrees sloping. 
’ PENDING Model R-20 $19.50 in stock. 


Remember that our company 






has a 100% jobber policy and 
has never sold direct, all in- 







quiries being turned over to 






the nearest jobbers. List our 






new line in your next catalog 
—We will gladly furnish the 
necessary copy and cuts— 








gratis. Simply let us know 






how much space you can al- 






low us. 








Model R-40 
$34.50 


Blandin Phonograph Co. Inc. 


RACINE, WIS. 







Model R-41 
$34.50 
















Hot Springs, Va. June 2 to 4, 1926 
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HUBBELL 
Toggle Switch 


TS low price will appeal to your cus- 
tomers -- its smooth, positive action speaks 





for itself. 
This new Hubbell product is truly ““A Fine 
4 No. 8801, Single Pole: } Switch at a Popular Price!” 
List Price—35 cents. & 4 
No. 8803, Three-way: | Strong, simple construction. Completely en- 
List Price—s50 cents. closed. Long, large-headed binding screws. 


Plenty of wiring space. Good looks. Quality 
and low price — a combination that can’t 
be beat! 

Look over this switch — test its action — 
get posted on the prices. 

Here’s a live opportunity for profitable 
business. 


HARVEY HUBBELL 


ELECTRICAL WIRING DEVICES 


BRIDGEPORT CONN. U.S.A. 








A FINE SWITCH AT A POPULAR PRICE / 


June 2 to 4, 1926 









Hot Springs, Va. 
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A “Circle T” Switch 


or Panelboard 
for Every Need 





“E,W.” Tumbler Type 
(Easily Wired) 





















For For 
Lighting Motors up 
Circuits to 1 H.P. 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUST: 





Radio Switches 





























Single Blade 
Single Fuse 
Midget Size 


Residence Unit 
Panelboard 


No. 93361 


Motor Starting Switch 
with Thermal Cutouts 


Safety Switch Bulletin No. 6 







Panelboard 





No. 2221 
125-V.—30-A. 
250-V.—20-A. 


Type “a? 








No. 3208 No. 72323 
: 4-14 Circuits : 4-32 Circuits 30-1200 Amps. 
Single or Double-Fusing Standardized 250-500-600 Volts 
“R. M.” Type 
—600 Volts— 


Covered Cutouts 


No. 3199 


2 or 4 Circuits 
Single-Fusing 


Send for 
Catalogue 13 (Complete) 


1 to 6-Pole 
Single or Deouble-Throw 
Front or Back-Connected 






Type “Cc” 





No. 41322 


2 Blades Solid Neutral 
2 Fuses 60-200 Amps. 
250 Volts 


“R.M.”’ Type 
—250 Volts— 





No. 94321 


Two-Position Motor 
Starting Switch 


Panelboard Bulletin ‘‘B’’ 


The Trumbull Electric Mfg. Co. 


NEW YORK 
114 Liberty Street 


BOSTON 


Plainville, Conn. 


CHICAGO 
2001 W. Pershing Road 


PHILADELPHIA 


Hot Springs, Va. HA June 2 to 4, 1926 


SAN FRANCISCO 
595 Mission Street 


JACKSONVILLE, FLA. 
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BULL DOG 
SPLIT KNOB 











MN 








\ 

















\ <a BETTER knob in seven distinct and different ways! Seven strong 
talking points that not only make selling easier but bring return or- 
ders from satisfied users. We believe we are giving the trade 
what is by far the best split knob on the market—for we've care- 
fully compared our BULL DOG Split Knobs with many others and 
never yet have we found anything that could “‘lick”’ the Bull Dog in all-round, 
durable, dependable efficiency. 


They’re packed in 3 different sized packages—full count: Barrels containing 
2700—Boxes or Kegs of 1000 or 500—convenient cartons holding 100. 


Here are the seven features that make Bull Dog split knobs superior and more 
salable—seven reasons why you should investigate their merits. 


|__Wire ways grip firmly, but do | 4—Genuine leather washer—not 
2 not tear. 5 fiber. rn 
——Uniform porcelain. —Metal washer on _nail—does 


—Cement-coated nail, 1, inch pons ilies crimping—which 
longer than used on ordinary S__N on-p wr 


knobs. —Stronger porcelain. 





Send for catalog showing our complete line of standard porcelain insulators 
and equipment. 


Manufactured by Macomb, Illinois 














Hot Springs, Va. KFA June 2 to 4, 1926 
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NU CONINE 
RADIO PRODUCIS 


NATIONAL Type B Velvet Vernier Dial 
(Patents pending) 


NATIONAL Type A Velvet Vernier Dial 
(Patents pending) 


The new NATIONAL 
Impedaformer 


An inductance-capacity-resistance unit that 
actually gives a flat curve over the entire 
audible frequency range. Includes choke 
coil, grid condenser and grid leak built into 
a single unit so that its connections are the 
The il- 


lustration shows an assembly of the three 


same as an ordinary transformer. 


units 


NATIONAL 


Vexwex DIALS 


ERNIER 


are offered in two types—the 
well known Type A (plain) and 
the new Type B. 


Type B dial is unique inasmuch 
as it has a variable ratio of from 
6-1 to 20-1 and requires but one 
small hole to be drilled in the 
panel for mounting. This feature 
aids greatly in the separation of 
stations operating on the lower 
wave lengths. It is moulded 
from black bakelite in a highly 


ornamental design. 


Type A dial has won the unani- 
mous approval of radio experts. 
It is a perfect control for highly 
The motion is 
smooth and regular throughout 
its range. No back-lash exists 
and none can develop. The knob 
and dial are of highly polished 
black bakelite and the gradua- 
tions are clean and uniform. 


selective sets. 


NATIONAL TRANSMITTING 
CONDENSER 


Type DXT as supplied to leading radio ex- 
perts. Designed for continuous operation 
at 1500 volts, 400 meters. For the amateur 
and experimenter as well as for broadcast- 
Approved by such author- 

Schnell; Don. C. 
Gerald M. Best and 


ing stations. 
ities as Lieut. F. H. 
Wallace; A. A. Hebert; 
Lieut. Lowell Cooper. 


NATIONAL COMPANY, Inc. 


W. A. READY, President 


110 Brookline St. 


Hot Springs, Va. HA June 2 to 4, 1926 


CAMBRIDGE, MASS. 
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NATIONAL 
“Tvs 3” 
Tuning Units 


BD-1B 


BD-1B—This unit embodies the Na- 
tional Browning-Drake Spacewound 
Inductance Coil, mounted on a .0005 
National Equicycle (SLF) Condens- 
er, equipped with a 4-inch National 
Velvet Vernier Dial. List Price..$10.25 


BD-2B 


BD-2B—This unit embodies the 
famous National Browning-Drake 
Spacewound Transformer, mounted 
= a .00025 National Equicycle (SLF) 
Condenser. equipped with a 4-inch 
National Velvet Vernier Dial. 
List Price... Ste $13.75 


BD-3B 


BD-3B—This unit is similar to that 
of BD-2B explained above, except 
that it is minus the Tertiary Coil. 
This unit was described and recom- 
mended by M. B. Sleeper in Decem- 
ber, 1925 issue of Radio Engineering. 
List Price $12.25 

NOTE—National “Type 
A” Velvet Vernier Dials 
are standard equipment 
on all of the above units. 
WHEN SPECIFIED, 
“Type B” National Velvet 

Vernier Dials will 
be supplied, 
without extra 
charge. 


— 


” 
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Advertisements like these / 
WILL HELP YOU SELL ~ 


AMERICAN BLOWER PRODUCTS 


\|| | SciENTIFICAMERICAN 


JANUARY 1926 































# Ventilation 
ractive Homes 


WARRING AGAI 


IDLE NST THE 
































mths 






Pinch : 
t's « siant Po wer 















ow ‘Shall We Best Burn Coal? 





Dairy to Door-sig 





flan. mt Poy! 




































A Great Business Leader's Epoct Maki 
Lotter. 


AN EDUCATIONAL advertising campaign (part of 

which isshown here) is broadcasting the benefits of elec- 
tric ventilation—is helping every American Blower dealer 
in selling electric ventilation to stores, offices, factories, 
shops, garages, theaters, homes and scores of other places. 
















e Ame Blowe 


| - a AMERICAN BLOWER COMPANY, DETROIT 
TEETER TEER EE BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR, ONT. 





















530 


Ameri can Rlower 


* VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
Pee lla MANUFACTURERS OF ALL TYPES OF AIR SD wanounc equipment since teas 

















Hot Springs, Va. E£fJA June 2 to 4, 1926 
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Ornamental Wood Fibre Composition Fixtures 


Mean 


Equal Beauty — Lower Cost — More Profits 


SS 


aS eguanemenpeSeHeaneaa w= 








4 


No. 35214—2 light 




















ee ee ee ee ee ee ee ee oe oe 


No. 10 Doll Lamp No. 353—3 Light 


. Wired complete with light un- 
Every fixture guaranteed against breakage. dec: teiiuuniin. “Ghis Seatcmeaae 


ation for Milady’s boudoir. 


Finishes—Ivory Enamel and Polychrome Gold andi 
Polychrome. 
































BEES EBB B SBE BEEBE BEB EB BRE BRB ERB RB ERE eeeeecee 
s 


No. 803—3 light No. 95—! Light Bracket No. 805—5 Light 


Bu fixtures wired complete ready to hang. Packed Fifty numbers designed for distribution throug 
§n individual cartons. Jobber-Dealer channels. 





WE SELL THROUGH RECOGNIZED JOBBERS ONLY 





Write for Catalog and Price to 


ADVANCE FIXTURE MANUFACTURING CO. 


NORTH 7th STREET PHILADELPHIA, !A. 


9 
PRESB BEBE BEBE RBE BEB BE BERBER RE RE BRB RRB RP RE BERBER RRB BRR RRP eee eeeee ee 
SERB RE BE RBBB RB RE RBBB RBRB RBBB RBBB RBBB RP RB RRB BRR BERBER eeeeeee|s 


i ee ee ee ee ee ee ee ee ee 


SERBS RB Ree eee 








Hot Springs, Va. KAA June 2 to 4, 1926 
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I am Supported 





says 


The 






Jobber’s 


Salesman 


I 
2 


3 
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When I Sell ¢é%- Product 





A product that I have confidence in. 


A policy on the part of my manufacturer 
that permits me to know “where I am at” 
on competition. 


Delivery and Service that I can count on 
without question—Always—not sometimes. 


Raita Tube and Tool Co., Inc. 










BROOKLYN, N. Y. 





Hot Springs, Va. «fA June 2 to 4, 1926 
fJ 
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SUPER RADIATOR 
ELEMENT 


It’s larger size with heavier 
and longer resistance wire 
assures long service. Best 
for most any Electric Heater. 
Sold on two year guarantee. 


No. 31 110 V. 660 Watts, 13” Copper Reflector 


— Sure “HOT” Sellers 


Here is a Heating Pad The NORTHERN Radiant Heater with 13” pure 


above par, furnished with : . 
a ten foot cord, 3 degrees copper reflector, NEW type, especially designed, 
of heat, two piece plug, . : 1. 
suk Sounael soieas ae substantially constructed throughout is the big 
eiderdown. It is said gest heater value ever offered to jobbers. 
“Northern” Heat- No. 99 


ing Pads last 10x12 in. No trouble to book orders NOW as every 
reer 2- dealer is acquainted with the NORTH- 
a ogg ERN QUALITY and has a demand 

for them. This heater assures vou 


JOBBERS , and the dealer a quick turn- 


— over and will show results 

ATTENTION! at cn the BOF ae 

¥ gle heat, it is the same the column. LOW 
“Norther e ge hogs eB P RICE, EXCEP- 
have long been leaders in i ce TIONAL QUAL- 
their field. Dealers who appre- —_—— = ITY — MORE 
ciate High Quality, Good Values, ; 4 SALE S— 
and Fair Profits, want “‘Northern”’ ‘ <s BIGGER 
appliances. They truly offer less —— : PROF- 
sales resistance to Jobbers and Jobbers’ ” THE MIDGET TOY ELECTRIC IRON ITS. 
Salesmen than most competitive lines. Here’s a dandy fast seller oat 8 — ve at 
If you are not a “Northern” Jobber take Christmas Dealer want, mrgetcal tors of ths 
time to write us. Give us an opportunity to pre- osition on this “Winner.” 
sent our proposition. 


“NORTHERN” SOLDERING IRON 


= “NORTHERN” Curling Iron 


Made in two sizes, No. 9, 12 in. long, % in. tip, 70 No curling Iron on the market is enjoying 
watts, 105-120 volts, especially designed for Radio. such a splendid reputation for service, 
No. 3, 12 in. long, 3% in. tip, 100 watts, 105-120 volts, made in six different styles and the 
same as No. 9 but larger, both “cracker-jack’’ sellers. most demanded iron of the day. 


Nowhen Electric Company 
2837 N. WESTERN AVE. 
CHICAGO, ILL. 





Hot Springs, Va. June 2 to 4, 1926 
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—just to play golf? Just asa pleas- 
ure trip? 


Hardly! You spent good money 
and took valuable time to meet 
with other men in your line of busi- 
ness to discuss changing conditions 
of the industry you serve, new mer- 
chandising methods, and other fac- 
tors that will help you in building 
a more successful, more profitable 
business. 


No matter how extensive the new 
developments in the great field of 
electricity, one product will always 
remain the basis of efficiency, serv- 
ice and profits, 


That is insulation! 


No matter the care or skill with 
which any electrical device is built, 
no matter its sales possibilities—it 
cannot win unless insulation ma- 
terial is of the best. 


For more than a quarter of a cen- 
tury an organization of well trained 
and widely experienced engineers 
and efficient production men have 
concentrated their entire effort up- 





Qe ef 


Hot Springs, Va. KA June 2 to 4, 1926 


—why are you attending 
the convention? 


on the production of an insulating 
material that would stand as a safe- 
guard and life-prolonger of elec- 
trical products 


They have met with unusual suc- 
cess. Today their product—MICA- 
BOND—has been adopted as the 
standard mica insulation by hun- 
dreds of leading manufacturers and 


jobbers. 


MICABOND offers the jobber a 


complete line of insulation to meet 
every manufacturing and replace- 
ment need—segment plate, mould- 
ing plate, rings, tubes, tape, and 
special shapes, either punched or 
moulded. 


Turn down the corner of this page 
as a reminder to write me a letter 
when you get back to the office, | 
want to show you why MICA- 
BOND is a fair profit, sure repeat, 
staple item that builds sales and 
profits. Just address me at the 
Chicago Mica Company, 428 
Campbell Street, Valparaiso, In- 
diana. 
































a a 
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KESTER Radio SOLDER 


ROSIN-CORE 


The Wedge for Larger Orders 


Getting a dealer’s order is 
much like splitting a log—Y ou’ve 
got to have a wedge to break the 
way! 

Boys! — this little package, 
Kester Radio Solder is your 
wedge.- It opens the way to, not 
only a larger order of standard 
Kester Solder packages, but it 
also gives you the “break” into 
the dealers complete “wants.” 


Dealers buy this package be- 
cause it carries a clean margin of 
profit and through our nationally 
advertising it develops sub- 
stantial repeat business. They 


appreciate, too, that a Kester cus- 
tomer comes in contact with, and 
purchases other items the dealer 
carries, 

“An order that’s started is a 
battle half won” that’s why 
shrewd jobbers’ salesmen have 
been pushing Kester Solder as 
their leader since its beginning. 
It’s the best little order starter 
you ever saw. 

At the monthly check up you 
will find that pushing Kester, has 
not only helped your general 
volume, but your solder business 
will prove to be a profitable asset 
in itself. 


CHICAGO SOLDER COMPANY 


4251 WRIGHTWOOD AVENUE 


CHICAGO, 


- U.S.A. 








Hot Springs, Va. KA June 2 to 4, 1926 
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RIGID 
CONDUIT 


QUALITY UNEXCELLED 


Easy to Bend Easy to Cut Easy to Thread 


WH 


1" ny 


CIN DIAN Oli 


‘‘Galvakote”’ has very heavy coating of zinc, evenly applied over full exterior surface, 
threads included; interior enamel baked. 


ALL THREADS PROTECTED,—Each length of each size has one thread with standard coupling 
and other thread with easily removable metal thread protector,—no damaged threads. 


 copetrantinduerNe 


ENAMELKOTE 


‘‘Enamelkote’”’ has an exterior and interior coating of superior quality enamel, 
scientifically baked to make it perfectly elastic and non-flaking. 
ALL THREADS PROTECTED,—Each length of each size has one thread with standard coupling 


and other thread with easily removable metal thread protector,—no enamel-filled or damaged 
threads. 


CLAYTON MARK & CO. 
CHICAGO,U.S.A. | 








Hot Springs, Va. ETA June 2 to 4, 1926 
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List Price, 350.09 : 


Slightly Higher West of the Rockies 





The Modern Electric Manufacturing Co. 
Toledo, Ohio 


Hot Springs, Va. KA June 2 to 4, 1926 
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LEACH COMPANY 


SH 


QSHKOSH 


OSH  wsconsinx 


TRANSMISSION LINE TOOLS 


Oshkosh tools have been manufactured since the begin- 
ing of the electrical industry, are nationally known and 
used by Public Utility Companies and have a reputation 
for quality and serviceability. The Leach Company, the 
makers of Oshkosh Tools, was founded nearly fifty years 


We Manufacture 


Pike Poles 


Oshkosh Pike Poles are made of old growth straight 
grained yellow Washington Fir, free from all defects. 
The pike is of crucible steel with upset shoulder, and is 
set in oil. Ferrule of malleable iron with rivet complete 
through ferrule, pole and pike. Made in 2” straight 
diameter size; also 2!” tapered. 


Cant Hooks 


Handles of selected best quality hick- 
ory or Wisconsin hard rock maple, ac- 
curately shaped and polished. Clasps 
and toe rings of malleable iron. Hooks of crucible steel. 


Peavies 


Handles of selected best grade hickory 
and Wisconsin rock maple, nicely 
shaped and polished. Sockets of mal- 


leable iron. Pikes and hooks of crucible steel. 


Tamping Bars 
—_k ——————-—- --- 


Oshkosh Tamping Bars are furnished in two styles, the 
light and the heavy wood tamping bars. Both have 
selected Wisconsin rock maple handles and a steel shoe 
securely riveted to the handle. 


Lug Hooks 


ree RG Be 





t 


Oshkosh lug 
hooks are made 
with Wisconsin 
rock maple handles and crucible steel hooks. The 
hooks are held to the handle by a band which goes 
around the handle and not through it; consequently 
there is nothing to detract from the strength of the 
handle. The clasp is of malleable iron bolted around 
the handle. The handles are nicely shaped and the tool 
is well balanced. 





ago as the Oshkosh Logging Tool Company. The name 
was changed to the Oshkosh Mfg. Co. and recently to the 
Leach Co., but its ownership and management has always 
remained the same, and the high standard of quality has 
always been maintained. 


Shovels 





— 





Made in two styles, the crooked and the 
straight handle. Our straight handle shovels are ab- 
solutely straight from the top of the handle to the tip 
of the blade, have 22” straps as standard. WHandles are 
made of selected Northern Indiana Ash or Wisconsin 
Rock Maple. Blades are made of .70 to .80 carbon 


steel, and are securely and well put together. 


Q Spoons 


Made in two patterns, the Eastern and Western patterns. 
Are equipped with either selected Northern Indiana Ash 
or Wisconsin Rock Maple handles. Blades are made 
of .70 to .80 carbon steel and have 22” straps as 


standard. 
Digging Spuds 
> = am SE 


Combines a digging tool as well as a tamper, and is ex- 
ceptionally well balanced. The handle is of | 5/16” 
tubing, tamper head of malleable iron shrunk onto the 
handle. The blade is of high carbon steel and is entirely 
one piece with the socket. The blade is also shrunk 
onto the handle. This is made in one size, nine feet 
long, and is an exceptionally good tool. 





Tree Trimmer 





The new 

O sh kosh 

; 7 r e e 

Trimmer cuts easily, is light, strong and has 

positive locking ferrules. Cuts limbs up to 1/4” in 

diameter very easily. The handle is made in three rigid, 

easily dismantled sections, of I” straight grained 

Washington fir. Furnished complete with handle and 
pull rope ready to operate. 








Barrow Reels 


The ideal 

reel for 

electric light 

work. Strongly 

made of rock elm, 

braced and reinforced with steel and is made for heavy 

duty. A wide bearing, together with a long pivot and 

sleeve allow the reel to turn easily, no matter how heavy 

the coil of wire. The reel will not turn too freely and 

will not pay out too fast thereby tangling the wire. Reel 
pins adjustable for 12, 18, 21 and 24 inch coils. 


ALSO DIGGING BARS, JENNEY POLE SUPPORTS, PAY OUT REELS, TAKE UP REELS, SHORT HANDLE AND 
D HANDLE SHOVELS, SLICKS OR LOYS, GUARDED PIKE POLES, CLIMBERS 
AND HANDLES FOR ALL TOOLS. 





Hot Springs, Va. KA June 2 to 4, 1926 
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Keep a Step Ahead 
of Competition! 


OST Contractors know that ready to supply the contractors in any 
chasing threads is a thing of the — size. ie 
past. Because manufacturers are put- Are you waiting for a demand, or are 
ting Wedge Thread Protectors on YU stepping ahead of competition by 
their conduit, which insure _ perfect hy pe —— seep lienvadlen 
w ee Wedge Protected”? It costs no more 
threads “on the job. than conduit without protection. Why 
And the Up-to-the-Minute jobber is not stock it? 


This Wedge Thread Protector 
is put on by the conduit manu- 
facturer to protect the threads 
from becoming enamel-choked 
and damaged in transit. It 
can’t come off until TAKEN 
off with a slight twist of a 
wrench, 











Your manufacturer can supply you with 
Wedge Protected conduit if you ASK 
FOR IT. 











Specify “Wedge Protected” 


on your next conduit order 








THE WEDGE THREAD -PROTECTOR CO. 


3407 VEGA AVE. CLEVELAND, OHIO 























Hot Springs, Va. KAA June 2 to 4, 1926 
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Checky~ 


your industrial customers 


N EVERY industrial plant — steel 
mills, chemical plants, foundries, 
paper mills, automotive plants — 

Chromalox units can be put to work. 





All records for operating under 
severe conditions have been broken 
by Chromalox Strip Heaters, in- 
cluding heavy duty and high tem- 
perature applications. 


For instance, one battery of units 
is smelting tin in 8-ton batches— 
day in and day out—running eight 
hours without a let-up. 





The same dependable performance is se- 
cured from Chromalox Space Heaters for 
ordinary applications. This two-foot unit at 
$1.75 makes electric heat so low in cost, that 
your customers cannot afford to be without it. 


In Small Quantities 
Shipment from stock 


500 Watts each 


SH2150—110 volts 
SH2250—220 volts 


On your next trip, check your customers’ SH2255—250 volts 


needs for electric heat, but first check your 


stock to see if you can promptly supply Wherever electric heat is need- 

Chromalox units. ed to heat air or liquids or solids, 
there is a Chromalox unit to do 

There are over 70 standard strip and space that particular job. 

heaters of different lengths and ratings in our 

stock, ready for immediate shipment. Should any of your customers 
require special heating units, we 
are prepared to make recommend- 

EDWIN he WIEGAND CO. ations, since we are manufacturers 

422 FIRST AVENUE PITTSBURGH, PA. of heating units only. 





E'ECTRICAL HEATING UNITS FOR EVERY INDUSTRIAL AND COMMERCIAL APPLICATION 
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(a, fave You Seen 
Heinemann’s 





—s 


2 UL touts 


For more than a quarter of a century, 
we have specialized in the manufac- 
ture of ‘cutouts’ and the name 
“Heinemann” has been and _ is 
synonymous with “cutouts.” We do 
not make a “‘complete line of wiring 


devices."” What we do make are 


“CUTOUTS” 
3415 


3 Wire—4—Two Wire It follows that as soon as the tendency to single 
Branch Circuits 
fuse wiring was perceptible, we bent our efforts 
toward the development of a substantial and 
sensible line of Unfused Neutral cutouts. We 
— did not follow the line of “‘least resistance’’ by 
2199-0 om al 

30 Amp. 125 Volts : converting the old type “fused cutouts” into 

e ire Double Branc Hee. e : 
ciate solid neutral,”” we developed and designed a 
full line of cutouts, exclusively adapted to the 
new requirements. We are building today up- 
ward of twenty-five different types of entirely 
new designs to answer all possible needs of the 


man on the job. 


3086-0 Write for our condensed bulletin of May, 1926. Cat. No. 3005 
30 Amp. 125 Volts 30 Amp. 250 Volts 
3-2 Wire Double Branch FOR CARTRIDGE FUSE 


3087-0 
3 Wire—4—Two Wire 


Cat. No. 213530 
3/3 Double Branch 


Porcelain base switches of 
every description. Plug— 
Cartridge—Unfused Neutral— 


HEINEMANN ELECTRIC COMPANY ">= 


ESTABLISHED 1888 
PHILADELPHIA 
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RARE eaatanecaant ee 











Undervwriters 
Approved 


Cat. No. T-90 
Single Flush Receptacle 


Cat. No. T-95 
Duplex Flush Receptacle 


A 
7 


Cat. No. E-77 
Cone Shape Heater Element 


Cat. No. E-76 
Flat-Iron 
Element 


Cat. No. P-21 
Flat-Iron Plug 


7 
Bracket Strap 


Heater-Cord 
Set 


T-65 
Trio-Tap 


T-6 T-66 
Two-Way Plug Baseboard Outlet 


SEND FOR OUR NEW CATALOG 


























The Rodale policy is one which gives you 
100 per cent jobber co-operation and protec- 
tion. The Rodale line consists of merchandise 
of fine quality, constructed technically correct 
and produced in a day-lite plant. Deliveries 
are made very promptly at prices which will 
enable you to sell the ““Hardest-boiled buyer.”’ 


Prices and information on Rodale True Job- 
ber Products can be obtained quickly from any 
of the following representatives: 


Wm. Bleiman, 3805 Cambridge St., Philadelphia, Pa. 

r. te ee care Braun-Steeple Co., 5207 Hermosa Ave., Los Angeles, 
al. i 

Braun-Steeple Co., 1088 Howard St., San Francisco, Cal. 

Richard L. Kimble, 302 Gage St., Saginaw, Mich. 

J. A. Dupree, 130 Belden Ave., San Antonio, Texas. 

John W. Stiles, 1380 W. Clifton Blvd., Lakewood, Ohio. 

Tri State Sales Co., 312 McClintock Bldg., Denver, Colo. 

Tri State Sales Co., Att: F. S. Grant, Room 316, Atlas Bldg., Salt Lake 
City, Utah. 

Arcoe Elec. Sales Co., 54 W. Lake St., Chicago, IIl. 

L. S. Gershon, 20 Manufacturers Exchange Bldg., Kansas City, Mo. 

J. R. Hedquist, 341 Andrus Bldg., Minneapolis, Minn. 

Ralph W. Jones, 2323 Harney St., Omaha, Nebr. 


Canadian Representatives: 
H. E. Canham, 2509 Wallace St., Regina, Sask., Canada. 
Wm. F. Kelly, 104 Richmond St., W., Toronto, Ont., Canada. 


RODALE MFG. CO. 
492 BROOME ST. 


NEW YORK CITY 
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TTT 


Inter-com 
Telephone 


No. 23 Mail Boxes with Cordless Telephone 


No. 232 No. 412 
Vestibule Suite 
Telephone Telephone 


Worthwhile Profits 


No. 421 


Await you from null 


SAMSON Products 


Forty years of leadership in quality manufacture 
have enabled us to offer you a complete line that Pag 
covers every installation condition met with. Annunciator 


The simplicity and durability that distinguish the 
pioneer equipment—which was also of SAM- 
SON manufacture—has maintained this leader- 
ship. 


Rugged construction meets all regulations and in- 

sures operation with minimum servicing, making Dla 9 
SAMSON Products popular with contractors Alarm Station 
who look to you for suggestions on sure profit 

makers. 


Beautiful and durable finishes with simple ele- 
gance of design fit SAMSON Products for any 


installation conditions. A 
\\ 


Send for bulletin No. 2 Samson Battery 


Samson Electric Company 


ie Canton, Mass. os #-82srtks 











Hot Springs, Va. KAA June 2 to 4, 1926 





















THE JOBBER'’SfA)SALESMAN 






















Let us send you 
full details 


SAA 


Complete Reproducer Line 


Horn 
Pedestal 


Cone 


H. G. SAAAL COMPANY 
1800 Montrose Ave. « Chicago 
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Sell B «= 


a PANELBOARD 


for every use 


The Jobber, the Contractor, the Arch- 
itect and the Owner will find satisfac- 
tion all around, for @ Panelboards 
live up to their distinction of being 
“The Sign of a Better Job” 


You know, as well as we do, it always 
pays to sell the original, the best and 
the proven product. Experimenting 
with any other kind invites only grief. 


Architects, Contractors and Owners 
refuse to experiment. That is why so 
many specify and demand & Panel- 
boards, a product proven throughout 
many years. 


€ Panelboards are the original safety type 
molded sectional panelboards. They are 
standardized in every detail. Every part is 
oversize and stands up to render an over 
share of service. ( Panelboards always 
fit €& Steel Cabinets, no matter if installed 
months later. 


All work on @ Panelboards is completed 
in our own factories. They are complete 
when shipped. Nothing to do on the job 
but a small bit of installation work. There 
is a big difference in costs between factory 
labor and “on the job” labor. That is one 
reason why € Panelboards sell for less. 





Frank Adam 


ELECTRIC COMPANY 


ST. LOUIS 


District Offices 


Atlanta, Ga. Detroit, Mich. Pittsburgh, Pa. 
Baltimore, Md. Kansas City, Mo. Portland, Ore. 
Boston, Mass. Los Angeles, Calif. Seattle, Wash. 
Chicago, Ill. Minneapolis, Minn. San Francisco, Calif. 
Cincinnati, Ohio New Orleans, La. St. Louis, Mo. 


Bs 


DMA 





The @ Catalog is the most com- 
plete Panelboard data book pub- 
lished. It is free —send for it. 
Estimates, too, are free. Write us. 








Cw 





Te! 


“—~ @ Type “NTP” 


Panelboard 





Only a few of the many @ Pan- 
elboards are shown here. The @ 
Catalog gives full details: types, 
i ices, etc. There is an @ 
Panelboard for every job—every 











Dallas, Texas New York City, N.Y. Winnipeg, Canada 
Denver, Colo. Philadelphia, Pa. London, Ont., Canada 
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The New @ Type 
“NRSS” Flush Type 
Service S 
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Would You Like to Put Some 


“Real Pep’? into Your Summer 
Business? ™~ —™ —_ then read this ad ! 


Here's the most sensational radio offer of the season. An opportunity 
for you to earn new and undreamed of profits. An opportunity to sell 
a radio accessory that the public has long been waiting for—a perfected 
B Battery Eliminator! Its name is the 

















Majestic B Current Supply 


and we are prepared to 
back this new product of 
ours with one of the most 
convincing merchandising 
plans ever made to the 
trade. You can tell your 
dealers to sell a Majestic 
B Current Supply Unit to 
one of their customers; 
give him seven day’s 
trial. Then, if he is 


not fully convinced that 


will be returned and we 
will see that you are pro- 
tected. 


But we are sure that their 
customers will be more 
than pleased with the 
Majestic ““‘B’’ Current Sup- 
ply. We are sure it will 
bring them new profits 
and customers. Every 
conceivable test and trial 
re has proved this. Give usa 
it Improves his reception chance to prove our con- 
—that it is the biggest victions to you. Write us, 

B” Eliminator value he can buy anywhere today, and we'll send you full details of our 
today, give him his money back. Your money plan to put “‘real pep” in your summer business. 








LIST PRICES 


Majestic Super-B Current Supply, complete with Raytheon Tube, capacity 
1 to 12 tubes, including the use of new 135-150 volt power tubes. 


110 volt, 60 cycle. Price................... $39.50 
EER ESS rc NE BEE ie 42.50 
The Majestic Standard-B is a smaller B current supply unit, designed for sets 
having not more than six 201A-type of tubes or five 201A, plus one 112 
type of | 35-volt power tube. 


Majestic Standard-B Current Supply, complete with Raytheon Tube. 



















110 volt, 60 cycle. Price................... $32.50 
oo LS ee ee APSE RS. RELATES 35.00 
GRIGSBY ~ GRUNOW ~ HINDS ~ CO 
4546 ARMITAGE AVE. GS CHICAGO, ILLINOIS 
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4 Fittings Instead of 9 
rt 


REVERSIBLE 




































( V. V. Type 1 
Combines A, B and BE Fittings | 
Three in One 1 
| dt 
mm TYPEA 1} 

+ » “POSITION 









REVERSIBLE 
COVER 


TYPEB 
# POSITION 























V. V. Type L 
Combines LL & LR Fittings i} 


V. V. Type 7 Right or Me Se oe Two in One | 
| Combines T and TB Fittings L e ft— R eversi bl e 


aA ll. V. V. Fittings fill two or more requirements. One type 
— as oO oy L, for instance, can be reversed to serve either left or 
y POSITION a right hand use. 





This V. V. reversibility and wide adaptability means: 
Less stock, less investment, greater turn-over, better 
service, increasing demand, repeat orders, satisfied cus- 
tomers, new customers. 











isa XY 64 Jobber’s Salesmen have something different, something 
a better to sell in the V. V. line—meaning greater busi- 
: ness for the Jobber who stocks it. 
V. Type LFB Our complete catalog is free 1] 
Combines LF and LB Fittings Send for it, TODAY i] 
woin i} 
V. V. FITTINGS COMPANY 
711 Cherry St. 710 W. Jackson Blvd. 50 Church St. 
PHILADELPHIA CHICAGO NEW YORK 


cy 














<S> 
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TERLING REFLEC. 
TORS for SHOW 
WINDOW, ODIS- 
PLAY CASE 


and GENERAL IN- 
TERIOR  LIGHT- 
ING. 


HE most efficient 

and satisfactory Re- Reflector No. 226 
Distributing type for general 

flectors ever made. interior lighting, 75 Watt 

Silvered Glass, Stip- lamps. 

ple Finish, Endur- 


ing Lustre. 


Flood-O-Lite 
For Spot and Flood Light- 
ing. New combination base. 
VERY Sterling Re- 
flector is guaranteed 
not to check, peel, 


No. 253 . 
100-150-200- ‘ 


tarnish or discolor. 
Satisfaction is al- 
ways assured. 


ELIABILITY of 


. . 251 ciel ualit workman- 
The Color-Lite ol ae a aa mista Reflector No. 406 
For effective color lighting Watt ; winit'y Seen Cae ear Distributing type for gener- 


with — ee or ; age he #4 ice have made Ster- al interior lighting, 300 or 
-O-Li ; a é ; i ° tt . 
—_ = ry ae ling Reflectors eatinieamateaaees 
exceedingly popu- 


lar. 


ESS breakage and 
greater facilities for 
more_ profitable 


= = merchandising 


300-500-Watt . 
through improved 


method of packing. 


STERLING FUT-LITE ARES ‘ Reflector No. 225 


Equi ith Sterlin : <3 . } i Sees - 2 Concentrating type for gen- 
Saale Eeguaae and me i * NSURE your sales eral interior lighting, 75 
to accommodate 75 or 50 and profits. Feature Watt lamps. 


Watt Mill Type lamps. Sterling iia: 
and you'll be great- 
ly pleased with re- 
sults. 


OW is a good time 
to solicit  installa- 
tions for Sterling 
Reflectors among 
all classes of retail 
stores. 


ET complete infor- 

mation, catalog, Reflector ie 256 
i Distributing type for genera 

yore ga from us interior lighting, 100-150-200 
y man. Watt lamps. 








— ° ys © . 
Exterior Flood-O-Lite. f Reflector & Illuminating Co. 
Improved construction. For a = a ney — 
pe to 1000 Watt Type “C” Storting Representatives in All Principal Cities 

mps. 


KAS-LITE UNIT j 1411 Jackson Blvd. Chicago, U. S. A. 


eal 
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SATISFACTION 





SATISFACTION, SERVICE 
AND REPEAT ORDERS 


Jobbers handling the Paulding line have 
found it to be one of their most reliable 
sales builders. This line gives thorough sat- 
isfaction and unexcelled service. The de- 
vices have mechanical superiorities, excel- 
lent appearance, positive performance and 
a salability that is unequalled. 


Mica Socket 


These fine qualities are recognized by wire- 

men and contractors throughout the field Receptacle Screw With Leads 
and the jobber “cashes in” on repeat order 

after repeat order. 


You will be selling the buyer what he needs 
and wants—if you sell him Paulding Wir- 
ing Devices. 


Stock our line and get a better selling job 
from your salesmen. 


Write today for full selling information. 


Two Toggle and One Open Door Single Pole New — Push Button 


Switch Plate Toggle Switch llow Type Entrance Switch Pony Type 


“wis JOHN I. PAULDING, INC. 8%: 


oe ee NEW BEDFORD, MASS. ne aoe 


Kansas City 
Detroit Los Angeles FACTORY, ACUSHNET, MASSACHUSETTS Pittsburgh Boston 
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The“A” Power Unit 
that sells and stays sold 

















NIPOWER is a proven 
product and a demon- 
strated sales success. It sells 
and it stays sold—no trouble, 
no repair calls—no dissatis- 
fied customers. 

More than merely the 
pioneer “A” power unit, 
Unipowerisa basicimprove- 
ment in radio. It improves 


| Unip 


tone quality. It furnishes 
unfailing power. It is the 
only unit employing the 
trickle charge principle that 
also provides for full charg- 


ing. It gives fool-proof, 
automatic control of both 
set and power supply, re- 
gardless of the type of “B” 
power used. 


The new type Unipower, 
Balkite equipped, intro- 
duced last year was an im- 
mediate sales success. It is 
proving an all-year-round 
seller and one of the real 
answers to the summer 
slump. Gould Storage Bat- 
tery Company, Inc., 250 
Park Avenue, New York. 


Ower 


TRADE MARK 


On when it’s off — Off when it’s on 








Hot Springs, Va. «HA June 2 to 4, 1926 











IN THE INDUSTRY.’ 





























162 THE JOBBER’S{A]/SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR : 





Investige 


“WOOD 





Approved by 


es F ire~ 
Receptacles, a. Underwriters 


Outlets, Sockets, 
Canopy Switches, 


Etc. ieee | Send the 


a if coupon below— 
A complete line of dependable wiring | a e : 
devices at a price enabling you to r | Just pin 7t 
meet all competition. i 
7 AN to your 
Send now for Bulletin No. 360, P 
descriptive of the entire line letterhead 
C. D. WOOD ELECTRIC CO., INC. 
Established 1909 


565 Broadway New York 


ELECTRIC CO., Inc. 
565 Broadway, New York 


Gentlemen: 
C) SEND SAMPLE NO. ......... NO CHARGE 
[1] SEND CAT. NO. 360 AND PRICE LIST. 


1) SEND PRICE AND CATALOG ON XMA: 


sk for Prices and Catalog inc 
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Installment Buying 


(Continued from Page 8) 


finance company for making the col- 
lections, 

To the electrical industry, and that 
means the manufacturer as well as 
the jobber and dealer, for all are 
closely interwoven in the, 
chandising fabric, the introduction of 
a satisfactory financing service is a 
factor of far-reaching importance. It 
permits the dealer to sell more readily 
the larger pieces of electrical equip- 
ment, which, if sold on a strictly cash 
basis, would be unavailable to at 
least 80 per cent of the public. The 
dealer, through the aid of the financ- 


mer- 


ing company, gets his money, with the 
exception of a small portion of his 
profit, immediately after the customer 
has bought and signed the deferred 
payment contract. Thus the dealer 
is in a position to discount his bills, 
and this practice enables him to’ real- 
ize 864% per cent interest on his 
money, or two or three times the cost 
of the financing service, by taking 
advantage of the “two off ten, net 
thirty days.” The of the 
financing company may be used for 
today, is 
the life blood of successful business. 


money 


frequent turnover which, 

The financing company, which the 
writer represents, was formed to stim- 
ulate sales of the products of certain 
electrical manufacturers, by financing 
their dealers through the purchase of 
deferred payment contracts arising 
from such sales. Objectionable fea- 
tures have been eliminated, and the 
reduced to a 
where the dealer is able to make a 
profit on the sale on the instalment 
plan equal to that made on a sale to 
the customer for immediate cash. The 
company buys outright from the deal- 
er the instalment 
from the sale of the products of affil- 
lated manufacturers, on the basis of 
a discount from the face value, deter- 
mined by the length of time neces- 
sary for the account to be paid in 
full. in other words, on a sliding 


cost has been point 


accounts arising 


that is at once reasonable and 
just. The customer makes his pay- 
ments directly to the dealer, who re- 
to the financing company. The 
als possibilities of this continuous 
contract are of very great value. 
this plan, please understand, is one 
of, by and for electrical men exclu- 
‘iviiv. It is intended to stimulate the 
‘al’. of the more expensive electrical 


appliances and the wiring of already 
built homes. smaller 
electrical shop and contractor-dealer 
to compete with the central stations 
and the larger stores on an equal 
footing, so far as attractive selling 
terms 


It enables the 


are concerned. Furthermore, 
by releasing the dealer’s capital im- 
mediately following the sale,-the deal- 
er can discount his bills, the jobber 
gets his 


period in 


money within the discount 
most instances, the 


manufacturer is paid without delay. 


and 


All along the merchandising channel, 
from ultimate sale back to the manu- 
facturer, there obstacles to 
dam the smooth and rapid flow of 
goods and of Everybody 
benefits. There are no frozen assets. 
The business cycle is complete. 


are no 


returns. 


Aside from the stimulation of sales, 
the co-operation of the financing com- 
pany virtually amounts to a partner- 
ship in the sale of goods, and this 
partnership is of inestimable value to 
the dealer in the proper management 
of his financial affairs which must be 
of the soundest if he is to receive such 
financing service. 

As for the future of the partial 
payment plan in the electrical indus- 
try, it is of the brightest. No longer 
need we hesitate to market the more 
expensive appliances, provided those 
items have a genuine usefulness which 
will enthuse the 
with their payments long after the 


users to continue 
first thrill of possession has been for- 
gotten. ‘The partial payment plan is 
sound in theory but it must be prac- 


ticed in a sound manner. It it certain 
to work the same stupendous gains in 
electrical merchandising as it has 
wrought in other industries, particu- 
larly the automobile industry and the 
home-building industry. 

There are dangers, of course, in the 
abuse of the time payment practice. 
There is the danger of over-buying— 
using the small-cash-payment bait to 
load up buyers with more instalments 
than they can comfortably handle. 
Then, too, there is the economic peril 
of too small a first payment and the 
extension of the payments over too 
long a period, particularly in the case 
of goods that are highly seasonal or 
are liable to depreciate in short order. 
Certain it is that the time payment 
plan should be applied with due care 
and judgment, and not as a forced- 
draft means of selling, irrespective of 
consequences. 

With the intelligent co-operation of 
financing company, manufacturer, 
jobber and dealer—as well as ulti- 
mate buyer—there should be no ele- 
ment of danger in the steady and 
healthful growth of the time payment 
plan. It is for the seller, as well as 
the buyer, at all times to exercise due 
discretion in the matter of the family 
pocketbook, so as to ensure sufficient 
funds to meet the time payments 
when they become due. 

The time payment plan is a won- 
derful piece of economic machinery 
that, if given proper care, will func- 
tion to the satisfaction and profit of 
all concerned. 








/ETROPOLITAN ELECT 


ab 


RICAL SUPPLY 


>= 





The Metropolitan Electrical Supply Co., Chicago, has a most attractive window 


display in G. E. fans. 


The background, of the girl and the streamers, gives a 


cool effect to the display which enhances its attractiveness. 
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Movies Show the Growth of 
Plants 


Slowed-up moving pictures just 
taken by Car] Wallen and R. S. Green, 
New York motion picture camera men, 
of a number of different plants grown 
under electric light by the Westing- 
house Lamp Co., in co-operation with 
Peter Henderson & Son, seedsmen, in 
their greenhouses in Jersey City, 
N. J., prove conclusively that through 
the use of artificial light plants can be 
forced or retarded to conform to a 
predetermined schedule. The motion 
pictures were taken for the purpose of 
registering the exact degree of acceler- 
ation in the growth of the plants 
when forced by artificial light, and to 
determine at which stage of the plant's 
blossoming the light has the maximum 
effect. The pictures show that the 
blooming was greatly speeded up, 
some flowers, such as tulips, for in- 
stance, coming from tight buds to full 
bloom in less than an hour. 

Tests made some time ago proved 
that artificial light can be used to stim- 
ulate the growth of many varieties 
of plants. At that time photographic 
records were made of the progress of 
the plants, which were grown with a 
combination of daylight and the added 
assistance of artificial light for several 
hours nightly, but the “still’’ photo- 
graphs having been made at intervals 
of several days each, failed to give 
accurate data, the effect of the light 
varying at different growing stages. 
The motion pictures have been taken 
with a camera which was slowed 
up to a predetermined number of pic- 
tures per hour through the use of 
gears and a motor, with a rheostat 
to control the speed, instead of the 
usual hand turning of the camera, 
Knowing the speed of the camera, the 
experimenters have an exact record of 
the effect of the lights at every stage 
of the plant’s growth. 

“The practical application of the 
knowledge of how artificial light af- 
fects plant growth depends almost en- 
tirely on the compilation of exact 
information as to the results at every 








stage of the game, so that the grower 
may be able to determine beforehand 
what results he will get and how much 
light to use, just as a chemist now 
knows beforehand the results of mix- 
ing certain materials in certain quan- 
tities,’ said S. O. Hibben of the 
Westinghouse Lamp Co., under whose 
guidance the experimental work of 
that company along those lines has 
been conducted. 

“We believe that it is just a ques- 
tion of time and more complete data, 
and practically all greenhouse produc- 
tion and even a great deal of farming 
will be aided by the use of electric 
light. 

“Of course, there are many crops on 
which the time element and weather 
conditions are not so important, but 
most of our vegetables and practically 
all of our flowers are seriously affected 
by conditions which have heretofore 
been beyond the control of the grower. 
The time is near when every up-to- 
date farm will not only have elec- 
trically lighted greenhouses for speed- 
ing up the growth of seedlings and 
plants which are started under glass, 
but will also have portable lighting 


equipment which can be set up any- 











where on the farm to save crops whic! 
are being harmed by lack of sufficient 
sunshine, or to speed up crops whic! 
are wanted for early markets or for 
holiday sale. 

‘The current necessary to speed u) 
each plant costs only a few cents. 
while it saves expense and labor in 
bringing the crop to marketable con 
dition more quickly, and also gives a 
greater turnover value to the grower’s 
space. The greenhouse grower and 
the truck farmer will soon be able to 
give their plants a “dose” of light or 
continued treatment as the case de- 
mands, just as a doctor treats a 
patient. Schedules of growth can lx 
established and the plants forced to 
conform to schedule by proper appli- 
cations of light.” 

* * * 


Lighting Fixture Market to Be 
Revived 

The annual Lighting Fixture 
Market is to be revived, and under 
the auspices of the National Council 
of Lighting Fixture Manufacturers 
though both the Council and_ the 
Market will hereafter be known by 
other names. 


i 


R. E. Green, a New York camera man, taking slowed-up motion pictures of the 


progress and blossoming of plants under artificial light. 
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ORE than in any other country, the 

people of America create standard 
products because of the adoption of the 
product by the nation’s business leaders. 
This is acknowledged by every marketing 
authority, and means much to the jobber, 
because he knows thru the“‘follow-the- 
leader” trait that his market is made. 


To the Inland Glass jobber no con- 
dition could be of more importance— 
Backed by a modern plant with ample 
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LELEEUL ELLE 





Inland Glass Company 
Chicago, Illinois 
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Michigan Boulevard, Chicago, where Inland 
Iuminating Glass efficiency reveals 
a vivid story. 


production; the geographical location -is 
ideal with reference to raw materials, freight 
rates and delivery. Lighting efficiency is 
earning for Inland Illuminating Glass a 
reputation among the big builders which 
is spreading over the entire country. 


Nothing can stop Inland’s ultimate 
arrose in the Illuminating Glass 
eld 


Build up your market— increase your 
prestige with the Inland Line. 
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50,000 K. W. Turbo- 
Generator supplying 
only one-eighth of 
the 400,000 users in 
Detroit today. 


First Edison Electric 
Generator in Detroit 
(1886) and serving 
89 people. 









| 
| 
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The name of the manufactur 


| association is to be changed from 


tional Council of Lighting Fix: 
Manufacturers to Association ; 


| Artistic Decorative Lighting Equ 


| ment, and the Fixture Market 
| not be a market but a National 
_ hibition of Artistic Decorative Lio): 


Electrical Energy— 


the Mainspring of Human Progress. 





The tremendous expansion of the great electric 


See Saturday Evening Post of June 5th 


light and power companies is the natural out- 
growth of their contribution to the advance- 
ment of civilization, and to the fullness of life. 
For many years it has been the privilege of 
Square D to work with this colossal industry 
cn a basis of mutual confidence, and as the 
benefits of electricity have become available 
and safe to more and more people the use of 
the pioneer Safety Switch has increased in pro- 
portion until today the undisputed leadership 
of Square D rests solidly on more than 4,000,- 
000 satisfactory installations. 


SQUARE D COMPANY, DETROIT, U.S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


SQUARE D COMPANY, 





BRANCH OFFICES: 
burgh, St. 


Cleveland, 


New Orleans, 


Louis, Philadelphia, 
San Francisco, 
Baltimore, 


CANADA, 


LTD., 


Boston, Buffalo, Chicago, New York, Pitts- 
Cincinnati, 
Los Angeles, 
Columbus, 


Milwaukee, Atlanta, 


Syracuse, Kansas City, 
Minneapolis, 


Indianapolis 


WALKERVILLE, 


BRANCH OFFICES: Toronto, Montreal 


ONT. 


SQUARE D 


Safety Switch 


(91) 





ing Equipment. 

The names are immaterial. ‘| 
main thing is that dealers are 0; 
more to be given an opportunity to <« 
and compare under one roof the pro 
ducts of the leading lighting fixtir: 
manufacturers of the country. ‘’); 
next fashion show of the lighting 
fixture manufacturers of the in 
dustry, or National Exhibition of 
Artistic Decorative Lighting Equi) 
ment, will be held in Cleveland, Ohio, 
some time during the latter part of 
January, or early part of February, 
1927. So says Granville P. Rogers, 
newly appointed managing director 
of the manufacturers association, in a 
bulletin telling of the resolutions 
adopted at a recent meeting of the 
executive committee of the National 


Council held in Cleveland the latter 
part of April. 
—Beardslee Talks. 
* * 


Curtis Lighting Exhibit Attracts 
Crowds 

At the National Electric Light As 
sociation convention held in Atlantic 
City from May 17 to 21, every guest 
was given the opportunity to fulfill 
a longfelt desire—to operate a dim 
mer switchboard and “paint” 
with color light, and the crowd in vast 
numbers took advantage of the oppor 
tunity. 

Through the 
Lighting, Inc., the famous 
Light’”” was presented in a 
booth striking 


a stage 


courtesy of Curtis 
“Lady ot 
studio 
within a setting. 
Everyone was privileged to “pla! 
with the fascinating color lighting on 
the stage, controlled from a speciall) 
constructed switchboard at the cn 
trance to the studio. 

The equipment consisted of seven 
banks of lights with more than 
seventy-five X-Ray reflectors and color 
screens. A _ score of switches, «1! 
having twenty intensities, could b¢ 
manipulated individually until © 
guest had created what seemed to |)!!! 
the most effective picture of ‘li 
“Lady of Light.” Well over a mil 
lion color combinations were possi). 
and each choice was recorded se})' 
ately. 


ery 
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Wh y Moe-Bridges fixtures 
“Mean Volume Sales for You 


ECAUSE the market is so tremendous, and because you've got 
something else to talk about besides price (although you've got 

that too). The turnover possibilities are there, most emphatically. 
Wherever there are stores and office buildings being built—wher- 
ever such structures already exist—there’s a ready market for Moe- 
Bridges Commercial Fixtures. 
They're priced to meet competition, and, in addition, you have this 
ammunition: 

They're 100% safe. Glassware can’t fall. The exclusive Moe- 

Bridges Safety Holder does away with such makeshifts as 

screws and clamps, and affords positive assurance against falling 

glassware. 

It combines, with this safety and convenience feature, the good 

looks that modern construction demands. 

The finish is guaranteed for the life of the building. 
The ornamental type Fixture (illustrated) is finished in Rustic Gold 
Polychrome. Furnished in either ceiling or pendant styles. Will ac- 
commodate all standard types of glassware. 
There's real profit possibility in Moe-Bridges Commercial Holders. 
Our representative will gladly explain the details to any interested 
Jobber’s Sales Manager. 


MOE-BRIDGES COMPANY, MILWAUKEE 


OE? BRIDGE 


yp Residential & Commercial a, 
Lighting Equipment. 
In towns of a thousand — in cities of millions; in one-story stores — in towering 


skyscrapers ; in fact, wherever typewriters or cash registers are sold, you will 
find logical prospects for Moe-Bridges Commercial Lighting Equipment. 
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Cincinnati—a typical fruitful field for 
Moe-Bridges Commercial Lighting 
uipment 





This phantom view shows the screwless 
construction of the Moe-Bridges Safety 
Holder, that assures complete protection 
against falling glassware. 
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A non-metallic conduit of special merit; it has 
quality in structure, assuring efficient service on 
the installation. “LOOMFLEX’”’ is light in weight, 
strong in wall, of full opening, well soapstoned to 
let wires pull easily. It is readily cut without fray- 
ing, is thoroughly impregnated with fire and mois- 
ture repellents and comes in that most convenient 
form—a semi-open carton, so stock can be drawn 
right out of the box as required. The carton is 
easily slipped over the arm for carrying and is so 
built that the remaining stock can be easily seen 


and determined. There is none other quite so 


good. 


TO THE SALESMAN IT OFFERS SALES ASSIST- 
ANCE—THE PRODUCT IS ONE THAT BRINGS 
REPEAT ORDERS. 


OUR BRANCH SALES OFFICES ARE FOR JOB- 
BER’S SALESMEN’S CONVENIENCE. CALL ON 
THEM AT ANY TIME; THEY WANT TO CO- 
OPERATE WITH YOU. 


THAT’S A BIG THING—HUH? 


We will be glad to send samples and literature to your pros- 
pects. Show them the quality of this material. 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 


cu 
o WP Boston Pittsburgh Chicago 
j 3° 


\ & Cleveland Atlanta 
‘2) 
S 


Denver Los Angeles Portland 


AMER), 
: my 
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“The Lady of Light’’ 


Three internationally known lig!) 
ing men, S. G. Hibben, M. Luckiesh, 
and A. L. Powell, consented to deter 
mine what in their opinion was tlic 
ideal combination of the lights— in 
other words, that effect which would 
apparently breathe glowing warmt) 
and life into the beautiful wax model. 

This presentation of the “Lady of 
Light” is an extensive educational 
demonstration of the flexibility 0! 
modern color lighting. Lights be- 
hind and beneath the model outline 
the silhouette in color within a large 
irridescent shell. Reflectors on eitlicr 
side of the stage pour soft rays of 
amber, green, blue and red upon it. 
Foot and border lights throw blending 
rainbow hues upon the pearl gray 
drapes behind and on éach side of thc 
shell. The entire stage is enclosed in 
a border of heavy mulberry curtains. 

This demonstration enabled 
those interested in the development 
of controlled lighting to “tinker wit! 
the switches” and discover for them 
selves the impressive color effects that 
may be secured for countless practical 
purposes of their own. This instruc 
tive, first-hand exhibit of the modern 
application of color lighting /|\s 
kindled a decided interest among 
electrical men in the commercial 0s 
sibilities of color in an ever-increasin¢ 


number of fields. 


of ... = 


The Low Cost of Electric 
Lighting 

Electric light is so cheap that |'\ 
average dining room can be ligh': 
for an hour for the cost of one < 
dle on a baby’s birthday cake. 

It’s so cheap that the average 
ing room can be lighted for an !)\ 
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This illustration shows 
how Mr. Webber fea- 
tures the new inside 
frosted MAZDA lamps 
on display tables, with 
the lamp chart and 
lamp stock near at 
hand. 
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| ere’s Something tor You 
~~ in this = J 


ACOB Z. WEBBER of Cleveland has been a communities with an aggregate population of less 











jobber’s salesman for thirty years — and for than 50,000. It has produced a six-time turnover. 
more than twenty-two years he has also been It has helped win a reputation for him as one of the 
retailer. So he sees the salesman’s problems and best hardware merchandisers in the United States. 


the dealer's problems from both sides all the time. Why not remind your dealers of the necessity of 


\(r. Webber believes that the most important displaying their lamp stocks prominently, near 
‘actor in retailing is display — and in his several the front of the store, and featuring cartons, lamps 
tores he continually demonstrates its effectiveness and special cards? There is certainly no easier 
n increasing store profit. way of helping to increase sales and profits. 
.ttention to display has practically doubled the NATIONAL LAMP WORKS 

usiness of these stores. It has helped to build of General Electric Company 

p a business of more than a million dollars in Nela Park Cleveland, Ohio 





€@ NATIONAL @ 
MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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Model 9521 


STANDARD— 


THE VERSATILE LINE 


The diversity of types—due to our 
ability to produce—due to our inter- 
changeability of parts, has been instru- 
mental in building many large range 
accounts. 

Not only does Standard cover the 
domestic field completely, but offers a 
complete coverage of the entire cook- 
ing field. This includes in addition to 
the domestic types, many heavy duty 
sizes for clubs, restaurants, yachts, in- 
stitutions—ovens, griddles, hotplates, 
plate warmers, serving tables, coffee 
urns and water heaters. 

The Standard line completely com- 
petes with all other lines—No other 
single line completely competes with 


STANDARD. 


The Standard data should be at your elbow. 


The Standard Electric 
Stove Co. 
Toledo, Ohio, U.S. A. 


























| for less than the cost of your ne\ 


| paper. 


It’s so cheap that the average be.|- 


_ room can be lighted for an hour j\r 


less than the cost of a couple of hair 
pins. 

It’s so cheap that the average kitc|)- 
en can be lighted for an hour for |; 
than the cost of a small box of 
matches. 

Your halls and stairways and attic 


_ and cellar—all together—can be lig|\t- 
| ed for an hour for less than the cost 
| of a postage stamp. 


* * * 


Sales That Have a Ring 


(Continued from Page 12) 


_ point where it was impossible not to 


secure the order. 
To sum it all up, a jobber’s sales- 


/ man first of all must “know his stuff” 


and it is up to him to do that. He 
must learn from experiences, backed 
up by the desire to know his busi- 


| ness. It is not so much a question 


of selling the products themselves as 


| it is of making himself indispensable 
| to the contractor. By rendering 
| “service” in giving quotations, esti- 
| mates, practical suggestions, and gen- 
_ eral aid he can be assured of the ac- 
_ tual orders themselves. 


George Patterson of Stanley and 
Patterson; Charles Scott, of the 


| Royal-Eastern; Wilkins of Partrick 


and Wilkins; W. W. Low of the Elec- 


_ tric Appliance or any of those “old- 
_ timers” will tell you that bells and 
_ buzzers were ‘about all they had to 


sell in the days gone by. Wilkins 


| traveled from coast to coast with them 
| 25 years ago. 


In this hustling age, these prod- 
ucts may be lost to some extent in the 


| myriad of other articles which the 
| jobber now handles but the salesman 
' and the house who do not lose sight 


of these necessary and practical re- 
quirements of the contractors are tlic 


| salesman and the house who are suc- 
| ceeding. 


| Whipple to Operate Electrical 


Department 


William Whipple, formerly sales 


| man for the Carolina States Electric 
| Co., is now in charge of the new elec 
trical department just opened by 


Montgomery & Crawford, hardware 


| jobbers of Spartanburg, S.C. This 
| company will carry a considera!le 
line of electrical supplies, fixtures 


and appliances. 
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ROVEMENTS 








ZF ‘S 


Necessity is the mother of inven- 
tion but science nourishes improve- 
ment. Theurge of population caused 
new methods of transportation and 
communication, of sanitation, light 
and heat. 





Today your customer knows that 
he can buy a reliable incandescent 
lamp. He is not a scientist probably 
he will ask for nothing better. Yet 
serviceable as it is, that lamp has been 
improved—not from necessity but by 
constant research. 


Improvements must be shown to 
be sold. The advantages of the new 
standard line of Edison Mazpa Lamps 


are easily demonstrated. Keep them 
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“Radio Market” in 


July Issue 


Display of New Radio Products to Be Shown in July for the Benefit of 


Radio Department Managers—An Aid to Compiling 
Jobbers’ Radio Catalogs 


HE JULY issue of THE JOBBER’s 
SALESMAN will contain the first annual 
“Radio Market.” This “Market” is to 
be displayed for the benefit of the radio de- 
partment managers of electrical supply job- 
bers. While most of these men would pre- 
fer to have this information sooner, it has 
been found that the radio manufacturers 
generally are not quite ready to announce 
their new models of sets and parts before 
July. 

Each year difficulty is experienced in de- 
ciding on new lines to put in the jobber’s 
radio catalog. Various products are being 
considered by the department manager and 
he generally finds himself pretty well 
pressed for time. 

Bearing these facts in mind, THE JoB- 
BER’S SALESMAN has decided to simplify his 


task by displaying in catalog form the new 
lines available to him, also the changes in 
old models. 


Small cuts will illustrate the products 
and a brief though complete description will 
accompany them. 


It is hoped and expected that each year, 
as the “Radio Market” increases in popu- 
larity, that the radio department managers 
will lean on it more heavily for the informa- 
tion they require. 


The displays, of course, will be non-parti- 
san and will in no way include any recom- 
mendations whatever. The “Market” is, 
however, very obviously interested in carry- 
ing the messages of only those manufactur- 
ers who have, as their policy, distribution 
through electrical and radio jobbers. 
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Radio Manufacturers at Atlan- 
tic City 

All hopes were realized at the At- 
lantic City meeting of the Radio 
Manufacturers’ Association held at 
the Ambassador, May 10 to 14. The 
attendance came up to expectations 
and definite accomplishments resulted. 
Great credit is due Maj. Herbert H. 
Frost, president of the Association; 
S. I. Marks, treasurer, and to the 
indefatigable efforts of B. W. Ruark, 
the executive secretary. 

Besides the R. M. A. there were 
affliated organizations in session at 
the same time—National Radio 
Trade Association; Radio Writers’ 
Association; National Association 
of Broadcasters; National Farm 
Radio Council; Broadcast Listeners’ 
Association of America; Radio Pub- 
lishers’ Association; International 
Radio Week Committee. 


General meetings and committee 
meetings lasted throughout the week, 
and it was said to be the greatest 
gathering of radio interests in the 
history of the industry. 


The following officers were elected 
by the Radio Manufacturers Asso- 
ciation: 

A. J. Haugh of Buffalo, president; 
Carl Boyd of Chicago, first vice-pres- 
ident; H. H. Eby of Philadelphia, 
second vice-president; Leonard 
Parker of Chicago, secretary; L. G. 
Baldwin of Cleveland, treasurer. Di- 
rectors at Large—Carl Boyd, Powell 
Crosley, Jr., of Cincinnati; Vernon 
Collomare of Philadelphia, and E. F. 
McDonald of Chicago. 

Directors for the Eastern District 
—H. H. Eby, C. C. Alby of Canton, 


Mass.; E. M. Squarry of Ampere, 
N. J.; H. C. Richmond, Cambridge, 











Mass.; Godfey Gort, Philadelphia; 
S. B. Trainor, New York; B. H. 
Price, New York, and Herbert H. 
Frost, retiring president. 

Announcement was made that tlic 
radio manufacturers in executive ses- 
sion had practically agreed to lend 
their aid to Radio Week, with na- 
tional and international broadcasting 
as features. The manufacturers 
promised to contribute to the expense 
of the project, but no definite deci- 
sion was made with regard to fixing 
the date for Radio Week. 





HIGH LIGHTS OF THE R. M. A. 
MEETING 

Harry M. Shaw, president of t/ie 
National Radio Trade Association, 
urged the appointment of a radio 
high commissioner, like Judge L:- 
dis in the baseball field and W ill 
Hays in the motion picture field. 
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Sell RADIOLA 26— 
portable super-hetero- 
dyne, for indoors and 
outdoors. 





RCA LOUDSPEAKER 
MODEL 104— 

its power performance 

and its elimination of 

batteries give a new 1m- 

petus to ready sales 





RADIOLA 25- 


a six-tube super-hetero- 
dyne for all-year selling. 





RADIOLA 28— 
an eight-tube super-het- 
trodyne for fine city and 
country homes. 









RADIOLA 30— 
no antenna, no batteries 
Power for volume. And 
distance. And a quality 
of reproduction that 
means sales in a/lseasons 
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Every RCA dealer knows today that he will 
have the same models to sell in the fall. 


Pass on this information to your customers, 
and you can sell now the sets that prospects 
might wait to buy.in the fall. Sell now with 
the added argument of a whole summer's 
pleasure. 


RCA can promise good programs all sum- 
mer, from coast to coast. And with the 
new RCA line, reception as well as broad- 
casting is far ahead of any previous summer. 


Good reception. Good broadcasting. And 

the assurance that the present models will 

not be superseded in the fall. These will ) 
help the RCA Authorized Dealer to big ; 
sales ‘now! And RCA advertising will carry 

on, straight through the summer. 


RADIO CORPORATION OF AMERICA 
New York 


Chicago San Francisco 
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174 






THE JOBBER’SMJSALESMAN 








More than 500 representatives of 
R. M. A. and affiliated organizations 
were in attendance, including nine 






















national radio associations. The 
total attendance was estimated at 
2,500. 

Dr. Frank A. Fall, head of the 
department of education and _ re- 
search for the National Association 


of Credit Men, predicted that the 
number of receiving sets in use, now 
estimated at 5,000,000, would in- 
crease to 15,000,000 in a few years. 





Herbert H. Frost, president of the 
R. M. A., finds that there ap- 
proximately 18,000 newspapers pub- 


are 


lishing broadcasting programs, 50 
have radio magazine sections; there 
are 50 weekly or monthly radio mag- 
azines published; 20,000 persons, it 


is estimated, are directly or indirect- 





ly employed in publishing radio 





' matter. 
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Delegates at the Atlantic City Convention 


The exclusive radio store will be a 
thing of the past in a few years, is 
the opinion of John W. Griffin, pres- 
ident of Hays-Griffin Radio Service, 
Inc., seasonal nature of radio being 
given as the cause. 


As high as 14 committees were 
holding meetings in separate rooms 
on Monday evening. 





Clayton Irwin, Jr., general man- 
ager of the Radio World’s Fair, said 
that he had made a survey of the 
manufacturing industry and believed 
that last year half a billion dollars 
worth of radio equipment was pur- 
chased by the public. 


told his au- 
must remember 


Powell Crosley, Jr., 
dience that: “We 
that radio, a thing having such vital 
interest to every citizen, should be 
the property of the people. We who 
are engaged in the business should 
feel our responsibility—that it is not 


‘ 
= 
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of the Radio Mannfacturers’ Association. 
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alone for our gain, and our steward- 
ship shall at all times be based on 
one thought—service to the public.” 


President Coolidge sent his greet 
ings, adding that the government 
stands ready to do what it properly 
can to encourage the development of 
radio. 


J. Philip Bird was elected pres- 
ident of the Manufacturers’ Associa- 
tion of New Jersey. 





A delegation of 50 manufacturers 
went to Atlantic City from Chicago. 


Herbert S. Houston, an official of 
the International Chamber of Com- 
merce, said that: “If the Dill Bill 
passes, control of the radio industry 
will pass from the hands of men like 
you into the hands of politicians and 
propogandists.” 

(Turn to Page 178) 
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MANUFACTURED BY FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO,ILLINOIS / 
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For summer radio profits 


concentrate on Balkite 
—the summer radio line 


When the heavy selling season for most radio lines 
has passed its peak, the heavy Balkite selling season 
has just begun. It continues for months afterward. 
During the summer it never drops very low. Balkite 
is a year-round business. 


For this there are two reasons. First, Balkite Radio 
Power Units make radio reception easier and better, 
so that a radio set owner is always a Balkite prospect, 
regardless of season. Second, Balkite Radio Power 
Units are backed by a steady year-round campaign. A 
full-page Balkite advertisement is now appearing once 
each week in one of the following: The Saturday Even- 
ing Post, Collier’s, Liberty and the Literary Digest. 


Take advantage of the long Balkite season. For 
summer profits, concentrate on live lines that will 
produce immediate summer sales. Concentrate on 
Balkite. Jobbers and dealers who operated on this 
system last summer made money. They found that it 
paid a much greater return than where they scattered 
their efforts on many items. Follow their experience 
and keep your summer radio business profitable. 


Balkite 


Radio PowerUnits 








N 





Balkite 
Trickle Charger 


Converts any 6-volt “A” bat- 
tery of 30 ampere hourscapac- 
ity or more into an automatic 
“A” power unit that fur- 
nishes ““A”’ current from the 
light socket. With 4-volt and 
smaller 6-volt batteries may 
be used either as an inter- 
mittent or trickle charger. 
$10. West of Rockies, $10.50. 
In Canada, $15. 





Balkite 
Battery Charger 


The popular rapid charger for 
6-volt ““A”’ batteries. Noise- 
less. Can be used while the 
set is in operation. Special 
model for 25-40 cycles. $19.50. 
West of Rockies, $20. In 
Canada, $27.50. 






2 eem? 
Balkite “B 
Eliminates ‘‘B’”’ batteries and 
supplies plate currence from 


the light socket. For sets of 


6 tubes and less, $35. In Can- 


ada, $49.50. 


——— a 
Balkite ““B” II 
Supplies plate current from 
the light socket. Will serve 
any standard set. Especially 


adapted to sets of 6 tubes or 
more. $55. In Canada, $75. 


= 


~ 








Sole Licensees in the United Kingdom: Messrs. Radio ——, Accessories Ltd., 9-13 Hythe Rd., Willesden, London, N.W.10 
meses lll cntimmmentil 
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New Radio Products, Illustrated 





A new product recently developed by the 
Dubilier Condenser & Radio Corp., New 
York, is a condenser block for use in 
“Raytheon” plate supplies. For the conve- 
nience of the builder, the entire filter system 
is assembled in one case. This assembly has 
a total capacity of 1314, mfds., tapped at 
2, 2, 8, 1, .6 mfds., respectively. The com- 
mon terminal of this block is also grounded 
to the case. These blocks may be obtained 
in two sizes—type PL-90 being tested at 800 
volts D. C. recommended for continuous 


operation at 160 volts D. C. Type 721 con- A 100 ft. antenna of 14 in. wide 


taining the same capacity condensers and 
similarly tavped is tested at 2,000 volts 
D. C, and recommended for continuous oper- 


ation at 400 volts D. C. 











The Howard Radio Co., 451 E. Ohio 
St., Chicago, announces that their new 
“Howard Seven” is now in produc- 
tion. The circuit employs three stages 
of neutralized radio frequency ampli- 
fication, detector and three stages of 
combination audio frequency ainplifi- 
cation of svecial design. It operates 
from a loop antenna and is also adapt- 
ed for use with light socket power 
devices. The panel is of aluminum, 
stained and grained to represent a 
rich walnut finish. 








The Saal pedestal speaker, manu- 
factured by the H. G. Saal Co., Chi- 
cago, Stands 44 in. from the floor, and 
has a 8 ft. all wood sound chamber 
which tapers from the unit, which is 
a few inches from the floor, into a 
very attractive grill at the top, which 
is open on both sides, thus making 
the sound non-directional. The length 
of the tone chamber adds a mellow- 
ness to the quality of tone, at the 
same time giving a very clear, dis- 
tinct character with plenty of volume. 
It is finished in American walnut and 
is equipped with a 15 ft. cord. 


The American’ Bosch Magneto 
Corp., Springfield, Mass., is manufac- 
turing a “Nobattry” which not only 
is a noiseless B battery eliminator, 
operating from the house current, but 
provides a variable plate voltage up 
to 150 volts. The plate voltage on the 
Nobattry may be varied to meet the 
needs of a set drawing 90 volts, or of 
a set requiring 185 to 150 volts. 


hard drawn flat copper wire which 
can be quickly reeled out to any de- 
sired length and then as easily reeled 
back into a pocket-size case, is manu- 
factured by the Hawkeye Radio Co., 
Cedar Rapids, Iowa. A cord with 
plug is provided for connecting to the 
set, the copper tape serving as its own 
lead-in. The case is 414 inches in 
diameter and the outfit, complete, 
weighs less than 21 ounces. The outer 
end has an insulator to which a cord 
and weight are attached and thrown 
over a tree, or lowered from a window. 








The Storad power unit is a product 
of the Storad Mfg. Co., Cleveland, O. 
It consists of an automatic storage 
“A” battery charger and a complete 
“B” vower supply unit. This unit is 
unique in the fact that it is controlled 
entirely by the set switch. 











The R. F. I. Sp | 
a product of the Radio Foundation, 
Inc., 25 W. Broadway New York. It 
is a table speaker with a 15 in. cone 
of mottled brown. The decoration is 
gold and the. base is a rich bronze. 
This company also manufactures the 
model B-2, which has a 17 in. cone and 
which may be had with a pedestal to 
make it a floor speaker if desired. 





The ‘“Valleytone” receiver is 


vroduct of the Valley Electric Co., 
3157 S. Kingshighway, St. Louis. 





Toroidal coils are employed in this 
instrument. This method of winding 
is said to allow a greater coupling 
ratio between primary and secondary 
resulting in increased volume. Two 


stages of amplification are provided. 
The panel of grained gold-lettered 
bakelite is gold trimmed and the cab- 


inet is of two-toned gold inlaid, solid 
walnut. This company also furnishes 
the console type of unit in various 
period designs as well as chargers, 
eliminators and radio accessories. 
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The United States Patent Office 
on April 27, 1926, granted 
United States Letters Patent 


No. 1,582,470 


Covering the fundamental 
exclusive circuit system that 
makes possible the famous 
Ortho-sonic” reproduction 


ORTHO-SONIC 


REG. U. S. PAT. OFF. 


In the field of Radio, only Fed- 
eral Receivers produce the Ortho- 
sonic tones —rivaled only by reality. 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 
(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


* a 3’ 


*MEANING—Of, pertaining to or producing tone values in 
sound reproduction corresponding exactly to the natural tones 
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Radio Devices 
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With hardly an exception, manu- 
facturers at the meeting believed 
that the greatest field for radio sales 
the coming year will be found in the 
agricultural regions of the country, 
particularly in the great South West. 

o Wome 


Radio Jobbers Form National 


Association 

The Jobbers Radio Association of 
America, Inc., an organization com- 
posed of representative radio whole- 
salers from all parts of the United 
States formed at a series of 
meetings held for two days at the 
Hotel, Atlantic City, 
Tuesday and Wednesday, May 11 
and 12. 

One of the first acts of the Jobbers 
Association was to begin the construc- 
tion of a code of ethics designed to 
correct some of the chaotic conditions 
now prevalent in the radio industry, 
with the expectation that, working 


was 


with existing associations of manufac- 
turers and retailers, the legitimate 
wholesalers can lend active and force: 
ful aid in the general effort to sta- 
bilize the business and assure the pub- 
lic better service and better values in 
radio merchandise. 

The new organization will hold its 
first annual meeting in New York at 
the time of the radio shows in Sep- 
tember. 

The Association has also launched 
an active campaign to build a strong 
nation-wide membership, restricted to 
fully selected 
for their high standing and facilities 


qualified wholesalers 


for sound marketing of standard ra- 
dio products. 


How the New York Radio 
Retailer Functions 


A very important survey of | 
New York radio market was recen' 
made by the New York Universi 
Bureau of Business Research. 
New York has always been look 
upon as more or less a leader in t 
radio retail industry, the surv 
which was based on over 200 actu 
calls on retail outlets and inform: 
tion from other sources, indicat:s 
the existing trend of various phases 
of the radio retail business. 

R. M. Klein, a well known author 
ity on radio merchandising, has an: 
lyzed the survey and pointed out tl: 
salient features, and his views ar 
quoted as follows: 

“One hundred eighteen brands ot 
radio receiving sets all over New 
York City clearly indicate the con 
fusion which must exist in the mind 
of a prospective purchaser who has 
no other source of information than 
the dealer’s recommendation when en- 
deavoring to make a purchase. 

“It will be noted that electrical 
stores, hardware stores and auto sup 
ply stores average but three brands. 
which is certainly a most pleasing 
showing over what existed during the 
past two years and it is felt quite 
sure that three brands are ample for 
any high grade radio store to handle. 

“Also, it is noted that 71 per cent 
of the stores make time payment sales 
and, we believe, this is a far higher 
percentage than exists in any other 
section of the country. 

“Now, we look upon the time pay 
ment business creditable 
phase of merchandising, providing 


as a very 














General Office and Factory: 
492 Clinton Street Milwaukee, Wis. 














Here is part of a shipment of Atwater-Kent radios received during the rus’! 


season by the Braid Electric Co. of Nashville, Tenn. 


The arrival of this shipmer' 


was preceded by a parade which attracted considerable attention and represente’ 


good publicity. 


A local broadcasting station put on a special program. 
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AMERICANS SHOULD PRODUCE THEIR OWN RUBBER .. K6Sinnlent, 














In splicing cables, binding 
connections or insulating 
wires of every description, 
Firestone Friction Tape 
takes hold with the ten- 
acity of a leach. With 
proper tension it cements 
itself tightly giving all the 
virtues of a solid coupling. 
Its demand is felt from 
large commercial necessity 
to the simplest household 
use. 

















“According to 
Specifications’’— 


For now electrical contractors are specifying 
the use of Firestone Friction’ Tape in giving 
estimates. The greater tensile strength, insula- 
tion and adhesion properties have long since 
demonstrated their superiority in actually sur- 
passing the tests of the American Society for Testing Materials. 
This tape—heavily rubberized with a special adhesive, syl- 
phur-free compound, takes hold instantly and provides lasting 
insulation and protection. 

This preferred friction tape is creating a more and more 
active demand through established good will and confidence. 
Enjoy its profitable turnover. Address the nearest Firestone 
Branch or the Home Office at Akron, Ohio. Ask for prices, 
specifications and discounts. 


kad! Firestone 


Even on terminals which allow limited 


surface for adhesion, Firestone Fric- 
Ses Tage be eostive with Serenity FRICTION TAPE 
and protection. 
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A new line of 
Brass fixtures 


Highlighted brass! These 
handsome fixtures give 
the 


sion of quality of mate- 


immediate impres- 
rial as well as beauty of 
design. 


Made in a number of at- 
tractive designs 
with richness of material 


and impressiveness of 
pattern as the _ first 
thought. 


We are prepared 
to mail 
Photographs 

of this 
New 
Line of 


Brass Fixtures 


ALLIED METAL 
INDUSTRIES 


INCOR P.@ RAZ ED 


INGLEWOOD, CALIF. 











that a reasonable charge is made for 
the accommodation and we certainly 
do not believe any dealer is justified 
in establishing time payment sales on 
a flat basis with cash sales. 

“It will be noted that more than 
half of these stores making time pay- 
ment sales make no extra charge over 
cash sales. This also we consider a 
serious error in business procedure. 

“The average price of eight per 
cent for time payment occommodation 
is believed reasonable. 

“Note that 42 per cent of those mak- 
ing time payment sales exact 25 per 
cent down payment, and 27 per cent 
exact a 3314 per cent down payment. 
This means that practically 70 per 
cent of time payment sales are made 
on the basis of not less than 25 per 
cent initial payment, and we believe 
that 25 per cent should be the absc- 
lute minimum which any dealer should 
consider as an initial down payment. 

“Note further the predominant 
time limit on time payment sales of 
six months. This we consider a very 
good factor, and do not recommend in 
any case that greater time than six 
months be allowed for completion of 
payments. 

“Trade-ins are not yet an appreci- 


| able factor, and we are at a loss to 


understand why dealers should allow 


_ as much as 25 per cent on a trade-in 
_ set, and do not believe a successful 
| business can be conducted on such a 


liberal allowance. 
“Note further the relatively small 


| number of firms who make installation 


charges. Here, again, we believe the 
merchants err in judgment, but no 
doubt are forced by highly competi- 


| tive conditions to take this stand. We 


7 | without a service department. 


doubt if any other market through- 
out the country would necessitate as 
much free installation and_ service 
work as is now being rendered in 
New York. 


“Note that 50 per cent of the 
dealers maintain a service depart- 
ment. It is believed the trade would 
benefit were this increased to 100 per 
cent and it will be found that in the 
majority of cases “service” as ren- 
dered is of a character which justifies 
making a reasonable charge for same.” 

The number of brands per store, 
as developed by the survey, averaged 
4.23, but this varied among different 
outlets. 

A service department is maintained 
by 50 per cent, and 50 per cent are 
By 
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far the majority of dealers give fr. 
service, but of those who charge f. 
their work: 25 per cent charge $2.> 
an hour; 25 per cent make a flat $2.: 
charge per visit; 1244 per cent mak 
a charge of $1.50 an hour; 1214 ). 
cent make a flat charge of $2.00 
visit; 1214 per cent establish servi: 
charge of $10.00 a year; 1214 }. 
cent have variable charges. 
* * # 


Better Aerials 


By S. W. HULL, 
President, S. W. Hull & Co., Cleveland 


A necessary and important part 0 
every radio receiving set is the aeria! 
or antenna. This usually consists 0/ 
one or more bare copper. wires 
stretched between insulators for tli 
purpose of gathering the electric:! 








fia! 


impulses sent out from broadcasting 
stations. 

The most efficient antenna is the 
outside type which should be placed 
as high as possible where it will not 
come in contact with trees and other 
obstructions. 

While the past years have seen 
many styles of receiving antennas 
grow in favor, the old-style outside 
antenna still holds its own. The in- 
verted L, the T and the single 
straight aerials are the commonest 
types of outside aerials. 

The inverted L antenna, gets its 
name from its shape (see Fig. 1). !' 
is widely used and with good results. 
though it has one defect, its dire: 
tional property. 

This defect sometimes is turned t» 
advantage. It receives loudest wh! 
the end to which the lead-in is co: 
nected is pointing toward the tra: 
mitting station. 

Most satisfactory aerials of the | 
verted L type employ two wires wh” 
the space between the insulators d: 
not allow a single wire of 50 ft. 
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nore. When two wires are used they 
should be spaced three ft. apart. A 
‘ight piece of wood may be used for 
a spacer. 

Such an aerial should be at least 
35 ft. above the ground and is bet- 





ter if it is 50 or 60 ft. high. The 
lead-in should be taken from the end 
nearest the receiving set. 

The T antenna as the name implies 
is T shaped (see Fig. 2). It is free 
from directional properties of the in- 
verted L type. It receives from any 
direction with equal success. 

A single wire T type antenna 
should be 100 ft. long. If conditions 


prevent putting up a single wire an- 











tenna of 100 ft. in length, then a 


multi-wire construction is used. (See | 





lig. 3.) Four or more wires should | 


be placed at least two ft. apart. The 
ead-in should be taken from the ex- 
ict middle of the antenna. 

The lead-in should always have the 
ame area or cross-section of wire as 


‘he antenna to avoid cutting down ca- | 


sacity of the aerial. Generally, the 
aulti-wire type is used on apartment 
iouses or other buildings. In such 
ases it is best to place it above any 


ther antennas there may be on the 


oof, 


The straight line antenna (see Fig. | 


) has but a short lead-in, coming as | 


t does, almost direct to the set. Gen- 
rally one end is higher than the other 
nd is placed above roof and tree top 


iterference. This arrangement is | 











The Increasing Demand 
Makes It Easier 
for Jobber’s Salesmen 


FitTzZ-M-ALL 








OUTLET BOX HANGER 


FITZ-M-ALL 
Trade Mark 193347 





The ever increasing demand from Contractors 
throughout the country, particularly at this time 
of the year, means that the FITZ-M-ALL Out- 
let Box Hanger and the KRUSE Switchbox Sup- 
porting Strip will have the biggest sales year 
in the history of our business. 


What does this mean to you, Mr. Jobber’s 
Salesman? It means simply this—NOW is 
the time for you to cash in and increase your 
sales and profits. Our direct-by-mail and 
trade paper advertising campaigns now run- 
ning will help you. 


KRUSE 


Switch BoxSupporting Strips 











Patented 
Trade Mark Reg. No. 193160 


We request every jobber who is not carrying 
FITZ-M-ALL and KRUSE, to write for our 
jobber proposition. 


MID-WEST METAL PRODUCTS CO. 
Muncie Indiana 
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Boost Your Sales With ABolites 


(Porcelain-Enameled Steel Reflectors) 


A B NECK y REFLECTOR 


| about 


favored by many; it is simple and 
efficient. The antenna and the lead- 
in are one piece of wire as a rule 
and it therefore cuts down any re- 
sistance that a joint might cause. Also 
but one aerial mast is required. Such 
an antenna should be 100 ft. long. 
The cage antenna (see Fig. 5) is 
built like a cage. Generally six wires 
used and are spaced on rings 
12 diameter. The ad- 
vantage of the cage is its low resist- 
It can be made into a T type 


are 
in. in 


ance. 


or L type or a straight line antenna, 


FITS THE THREE HOLDERS BELOW 


HOLDER S 


Forms, with 
Reflector R 
above, the 
complete unit 
RS for Brass 
or Weather- 
proof Sockets. 


HOLDER V 
Forms, with 
Reflector R, 
complete Ven- 
tilateed Type 
Unit RV. 


Forms, with | 
Reflector R, | 
Outlet - Box! 
Shade - Holder 
Sign Unit 'RSC. | 


THREADED y NECK TYPE 


| carried out. 


as desired. 


Generally it is about 75 ft. long 
and the wires are continuous. No 
break being made to attach the lead- 
in unless the T type is used. In that 
case, care must be taken to solder the 
joint and if the lead-in 
should be of cage design. 

The cage has come into prominent 
in cases 
record distance was desired 
detail of efficiency was 

Members of the Ameri- 


possible 


use during the past year 


where 


and every 


' can Radio Relay League have long 
known the advantages of the cage an- 


FITS THREADED HOLDERS BELOW 


HOLDER EC 

Combines 
with TR Re- 
flectorabove to 
form Threaded 
Type Outlet- 
Box Cover 
Sign Recep- 
tacle Unit 
REC. 


HOLDER CT 

Forms, with | 
Reflector TR, | 
Outlet - Box 
Cover - Holder | 
Unit RCT. 


HOLDER T 


Combines 
with TR Re- 
flector above to 
form Threaded 
Unit RT. 

ALSO FIVE RLM ONE-PIECE UNITS 


MOST __JOBBERS consult 
ABolite Catalog 177-A 
when they want to carry a com- 
plete line of RLM Reflector 
Units with low stock invest- 
ment. They know that ABo- 
lite interchangeability means 
““deliveries—not excuses.” 


Ask for YOUR Copy 


AB PRODUCTS DIVN. 
THE NATIONAL SCREW 
and MFG. COMPANY 


2440 East 75th Street 
CLEVELAND, OHIO 


=REE () | = AR 


tenna for both transmitting and re- 
ceiving. Some of the best records have 
been made with this type. 

Many people have asked the writer 
just what the difference is between a 
regular outside antenna and an inside 
loop antenna. It must be acknowl- 
edged at the start that as an antenna 
or radio wave pick-up device, its effi- 
ciency is usually about one per cent 
of the average outside type. 

To dispel the illusion of a good 
many people, a loop can in no way, 
when substituted for a regular out- 
for signal 


antenna, equal it 


strength on nearby or distant  sta- 


door 


tions. 
The is that trees, 
etc., absorb energy just the same as 


reason houses, 
an antenna and weaken its strength 
before it gets to the set, therefore the 
importance of having your antenna 
as high as possible and unshielded by 
surrounding objects. 

When we consider that the strength 
of a radio wave is less than one-mil- 
lionth part of a horse power, the im- 
portance of a high unshielded an- 
tenna can be appreciated. 

A highly efficient antenna installa- 
tion is erected with the following de- 
tails in mind: 

(1) Over-all length not over 125 ft. 
(2) No close approach to trees or 
buildings. (3) Horizontal part as 


high as possible. (4) Lead-in awa 
from building. (5) Absence of joint 
(where possible). (6) As few insu 
lators as possible. (7) Ground wir 
to be connected to water pipe. (8 


Set close to window where _ lead-i: 





enters. (9) Wire fairly heavy (No. 
14) and rigid. (10) Clean connec 
tions throughout. (11) Straight, well 
secured steel masts. 

Height is, of course, your first and 
important factor and to get proper 
height one of the three sizes (20, 40 
or 60 ft.) of pressed steel masts will 
generally answer the purpose. 

These aerial masts come in both tlic 
earth type and the roof type. A roof 
adaptor is furnished with the root 
type so it can be mounted on either 
a flat or a peak roof. 

The of an aerial 


erection mast 





should receive careful consideration. 
It should be light and strong and 
easily raised into position. The “Her 
cules” aerial mast, as an example, is 
of light steel construction—making it 
ideal and a most simple mast to erect 
When erected it will withstand a pul! 
of 500 pounds at the top. The mast 
itself weighs but a few pounds. It 
is light weight that simplifies erection. 

All guy wires should be galvanized 
and securely fastened to insure prope’ 
strength during high wind. It is ad 
visable to use a masthead pulley s 
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the antenna can be raised and low: 
ered at will with the least possible 
effort. 

A good aerial is well worth the 
trouble it takes to make. For where 
the average man gets long range oc- 
casionally, the man with a first class 
aerial gets it consistently—that’s the 
difference. High priced radio sets 
often may prove disappointing or 
even a total loss to a would-be radio 
fan if his antenna is not properly 
put up. 

* * * 


Carlin Describes Refrigeration 
School 


In view of the interest that elec- 
trical jobbers are displaying in con- 
nection with electrical refrigeration 
equipment, the following letter from 
Walter G. Carlin, managar of the 
appliance repair department of the 
Robertson-Cataract Electric Co., Buf- 
falo, comes at an opportune time. 
This company, by the way, is one of 
the pioneers in selling refrigeration 
equipment and is making a success ot 
it. Mr. Carlin says: 

“We have a fully equipped shop 
and stock room to enable us to prop- 
erly service the lines we handle, such 
as ranges, water heaters, electric re- 
frigerators, washers, ironers and ra- 
dio. For our outside service we have 
two trucks; one is stocked with parts 
for ranges and ice machines and the 
other with parts for washers and 
ironers. We also have an outside ra- 
dio repairman and car. 

“We have established a_ rather 
unique electric refrigeration school. 
The dealer spends a day and some- 
times more in our school. The course 
includes an explanation of the main 
selling points on electric refrigera- 
tion, grouped as follows: 

“First—Convenience. 

“Second—Genuine Refrigeration. 

“Third—Appealing Frozen Delica- 
cies. 

“Fourth—Costs Less Than Ice. 

“Fifth-—Convenient Payments. 

“We also tell of the sales advant- 
ages our machine has over some of 
the other machines on the market. 

“Then the dealer is given an ex- 
planation of the theory of electric 
refrigeration; why heat is absorbed 
by boiling a liquid at a reduced pres- 
sure, and how, with a compressor, 
the gas so formed is compressed, 
cooled and liquified. 

“Every dealer has then to com- 
pletely disassemble the machine and 


assemble it so that he can familiarize 
himself with the mechanism and be in 
a position to give real dealer service. 


“The instructor explains the op- | 


eration and installation of a machine 
in a cabinet, after which the dealer 
is required to make in our shop one 
complete installation. 

“We have found that our dealers 
are fully capable to handle all serv- 
ice problems after completing the 
course in our school.” 

* * + 
Rheostat Resistance for Vari- 


ous Kinds of Tubes 


Many jobbers’ salesmen will no 
doubt be interested in this tabulation 
showing the proper amount of resist- 
ance to use in controlling one or more 
of the standard classes of tubes. If 
these instructions, which were pre- 
pared by the Yaxley Mfg. Co., of 
Chicago, are followed, the dealer will 
be assured of a safe carrying capacity 
and the proper voltage range. 

U. V. 200 Type Tube W. D. 12 Type Tube 
6 V. 1-Amp. 14% V. %4-Amp. 


Number of Resistance Number of Resistance 


Tubes of Rheostat Tubes of Rheostat 
| 6 Ohm 1 10 Ohm 
2 2 Ohm 2 6 Ohm 

UX112 Type Tube : 6 Ohm 
6 V. HA. 4 3 Ohm 
1 10 Ohm a 

5 3 Ohm 
2 6 Ohm ; 

6 2 Ohm 

3 3 Ohm Me 2 Ol 
4 2 Ohm . — 
se 8 2 Ohm 
201A Type Tube U. V. 199 Type Tube 

6 V. 4-Amp. 44. V. .06-Amp. 
1 20 Ohm 1 100 Ohm 
2 10 Ohm 2 60 Ohm 
3 6 Ohm 3 40 Ohm 
6 Ohm 4 30 Ohm 
5 38 Ohm 5 25 Ohm 
6 3 Ohm 6 20 Ohm 
7 2 Ohm 7 15 Ohm 
8 2 Ohm 8 10 Ohm 

i: 2 


Distribution Problems 
(Continued from Page 14) 

fixtures, 

glassware and other items that the 


motors, large apparatus, 
jobber does not stock or service com- 
ing through the jobber. 

Almost every one agreed that the 
jobber was in his proper sphere when 
he handled staples. It is a very re- 
markable fact that the Association 
seems to be so thoroughly in accord 
with the policy adopted. 

Jobbers’ Industrial Sales (Com- 
ments ). 

“Educate the jobber to the fact 
that he will be better off if he lets 
material go to the industrial through 
the proper channels.” 


JEFFERSON 


Nucode 





Simply splice 
wires, tighten 
twe screws and 
connect to the 
bell current. 








Listed by the 
Underwriters’ 
Laboratories 


They Save 
Time and Money! 


Jefferson “Nucodes” do away with 
_expensive delays in mounting or- 
| dinary transformers. Simply by 
|splicing wires and by tightening 
two screws, the Jefferson “Nucode” 
|can be quickly attached to any 
| standard wall or ceiling outlet box. 
| Savings in labor will pay your cus- 
tomers a handsome profit. 





Listed by Underwriters’ Labora- 
| tories, approved by Electrical In- 
|spectors everywhere and _ fully 
7 guaranteed by Jefferson. 


Tell your trade about Jefferson 
|““NUCODES” and pick up some 
| fine orders. 


Secondary 10 volts. Capacity 
25 watts. Size 214"x24"x214". 
Weight 1\% lbs. 

No. 1605, 100-120 volt, 50-133 
cycle. 

No. 1205, 100-120 volt, 25-40 
cycle. 

No. 2605, 220 volt, 60 cycle. 
No. 2205, 220 volt, 25 cycle. 


JEFFERSON ELECTRIC MFG. CO. 


_World’s Largest Manufacturers 
of Small Transformers 


513 South Green St. CHICAGO 
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DIEHL FANS| 


are made in a complete range of fan sizes, in both oscillating and non- 
oscillating types for all commercial circuits. The dealer selling Diehl 
fans is able to meet the fan requirements of all of his customers. Don’t 
lose orders—secure them with Diehl fans. Send for the new 16 inch 
Diehl fan—compare it for noiseless operation and air circulation. It is 
truly a remarkable fan. 

We have an attractive proposition for responsible jobbers and dealers. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 
Boston Detroit New York Philadelphia 


Atlanta Chicago 


DIE H L 


Builders of Motors and Fans Since 1888 
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LOK guards are sold at materially reduced 
prices. A few selected numbers will cover 
the dealer’s average requirements. 

The full line embraces key locking or plain 
guards in “regular,” reflector, mill type and 
portable styles. 

Sample 60-watt “regular” style guard on 
request. 


Flexible Steel Lacing Co. 


4698 Lexington St., Chicago, Ill. 
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FLEXCO 
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This line is thoroughly represented by Uf 
salesmen and extensively advertised to users VA Na 
and probable users of lamp guards. TX AZ 

The new design of FLEXCO and FLEXCO- Nu \ ly 
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“Competition between so many jo! 
bers has forced them to solicit t), 
industrial at dealers’ discounts. |) 
dustrial employees are getting app! 
ances through their company 
wholesale prices. Department stor 
are allowed to cut prices on electric: 
goods but the contractor-dealer | 
warned and advised not to do so.” 

“Competition between jobber 
forces them to sell to the industria 
and as a rule they sell much less tha; 
they would if the jobs were to b 
done properly.” 

“We have an overflow of jobbers 
salesmen from other cities. If th 
contractor-dealer cannot give these 
satisfactory order they canvass indus 
trials and large stores, leaving th: 
contractor-dealer out in the cold. Th: 
local jobber is thus forced to do lik 
wise.” 

“There are too many jobbers her: 
so they are forced to sell anyone in 
order to stay solvent.” 

“As a small contractor we cannot 
afford to buy from all jobbers. This 
aggravates the ones left out, and the: 
cut prices to local industrials and at 
times to the retail trade.” 

“If the contractor-dealer got indus 
trial business he too could be a big 
account and discount his bills as job 
bers say industrials do.” 

“We have an arrangement with th: 
local jobbers to protect the contrac 
tor-dealer on consumer and industrial 
sales and in turn we have agreed to 
purchase all wiring materials throug!) 
local jobbers only.” 

“There should be an established 
uniform differential between whole 
sale and retail price, so that when th 
contractor is working in a factory lh 
can bill his material at a fair margin 
of profit.” 

“Jobber’s present policy of open 
selling together with inadequate dis 
counts is forcing dealers to find con 
tact with pirate manufacturers and 
jobbers in order to secure necessar! 
differential to carry on competitively. 

Jobbers’ Service (Comments ). 

“We believe in the past a great dea! 
of trouble has arisen from the fac 
that many jobbers wish to be pro 
tected on lines of apparatus on whic! 
they really give no service.” 

“Where they render no service w 
feel the jobber is an unnecessary bu: 
den—in such lines as washers, vacuu! 
cleaners, fixtures, table and _ floo 
lamps.” 


“We do not feel that washing ma 
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hines, vacuum cleaners and lighting 
ixtures can ever be merchandised 
uccessfully by jobbers. 
so apply to radio sets. We feel the 
jobber’s field is in supplying wiring 
naterials and radio parts and such 
mall appliances as irons, heating 
pads, ete. It is doubtful if electric 
ranges should be sold through job- 
bers.” 

“Urge the jobber to carry an ade- 
quate stock.” 

“We find that the jobber carries 
only a part of the materials listed 
and has too much material shipped 
direct from manufacturer to retailer. 
This causes delays and nearly double 
transportation charges on some items.” 

“Our jobbers are substituting arti- 
cles on orders or filling them in three 
or four shipments because they do not 
stock properly.” 

Other Evils (Comments ). 

“The present method of factories 
and jobbers of breaking packages is 
wasteful, because it costs more to 
handle goods and tends to continue 
the practice of soliciting small orders. 
On the other hand, some standard 
packages are at present too large or 
contain more goods of a kind than a 
dealer should buy at one time; this 
should be studied, the standard pack- 
age based on average purchases and 


This might | 





the jobber’s policy to ship in pack- | 


ages, 

“Electrical manufacturers and job- 
bers sell their goods to drug, depart- 
ment and hardware stores, but if I 
want to buy a piece of soil pipe, I 


cannot get it except through a plumb- 


er. 


“Manufacturers and jobbers should 


‘efrain from quoting prices to archi- | 


tects on materials furnished for that 
ob by the contractor-dealer. 


These | 


prices are generally wholesale prices | 


nd when the architect uses these to 
heck costs, they do not consider our 
verhead.” 

Retail Counters and Courtesy Dis- 
counts (Comments ). 


“No man shall be entitled to the | 


wholesale price unless he sells 85 


ercent of the goods so bought to | 


‘ther interests than his own. No man 
s entitled to the wholesale price un- 
ess he stocks the goods he is attempt- 
ng to buy. No goods should be 
hipped into any territory except 
hrough a legitimate dealer. These 
‘entiments appear on all our orders. 
Ve do not buy from any jobber who 
olicits or sells to non-electrical buy- 
rs in our city.” 








Assure them that prompt shipments can be made of all types, including 


Emerson: Juniors. 


By all means feature the fact that Emerson Fans are guaranteed for 
years and do last longer. 





stocks and fan sales. 


son fans. 
man should know about 
Fans” has all the reasons. 
sent on request. 


Plenty of advertising material available for dealers selling 


MERSON FANS 


Fan Days are here! 


With hot sultry June days comes 
renewed dealer interest in fans, fan 


Be ready to point out to each dealer 
the mechanical advantages of Emer- 
Our book, “What a sales- 

Emerson 
Your copy 








with the 5 year guarantee 





Have you ever heard of an Emerson Fan wearing out? 





The Emerson Electric Mfg. Co. 


2018 Washington Ave. 
5@ Church St., New ‘York, N. Y. 


St. Louis, Mo. 


608 S. Dearborn St., Chicago, III. 


The Emerson Company Sells No Apparatus at Retail. 
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the positive gear action of 








The LAUN-DRY-ETTE Washer 


FIBROC 


Serves the 
Electrical 
Industry 


in hundreds of appli- 
cations. In the field 
of radio for panels, 
and as insulation; as 
switchboard panels; 
and for parts requir- 
ing great mechanical 
and dielectric 
strength. 


is due in a large degree to the silent 
gear of FIBROC which serves as the 
main driving pinion. Gears of FIBROC 
assure not only silent, positive action, 
but greatly increased life as well. 


Throughout the field of electricity 
products using FIBROC can be de- 
pended upon for better service, and 
consequently greater sales. 


Follow the developments of this re- 
markable material—they are a guide to 
greater profits for you. 


FIBROC 


INSULATION COMPANY 
Valparaiso, Indiana 


1021 Lincoln Avenue — 


= 
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REG, U.S, PAT. OFF, 


Link Switch 





Here is a new switch that will add to your 
profits—a switch that every electrical con- 
tractor will be interested in. The Levolier 
Link Switch is to be used between two links 
§ of chain on lighting units having small can- 
opies. Resembles a link of chain. Takes the 








place of the “‘sore thumb” and pendant 
© switch and is a lot less expensive in original 
cost and in installing. No extra wire needed. 





No. 59 






To assemble, hook the link on, cut one wire, connect to 
terminals of switch, slide switch through hole in link, 
drop down the clasp and the job is finished. 












How 
Used 


Get in touch with us today for prices and further particulars on 
{ the Levolier Link Switch 
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| KLFIN “TOES 


SZzZZCC 
LE357 































~~ 


a ay 


eke 









& Sons 


( nicaso Ii TAY: 









Mathias 
Established 1857 
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“One of the worst problems is jo 
ber competition. We are supposed 
buy from him and he in turn outse! 
us to the very customer we purchas. 
the material for. We must all eitl: 
be jobbers or basket contractors und 
the protecting wing of some jobber. 

“We recommend that jobbers d 
not sell at wholesale to anyone wit) 
out an established place of busines 
where a stock is carried.” 

“We believe the jobber should no: 
have a retail counter, or a cash regis 
ter as those invite the consumer to 
buy there. The firm may sell at retai! 
prices, but the words ‘Jobbers and 
Wholesalers’ lead the customer to 
think he is getting wholesale prices.” 

“Jobbers who retail should main 
tain a separate retail department. 
Contractors with stores should receiv: 
an extra five percent discount for dis 
playing goods.” 

“The courtesy discount should lb: 
ended.” 

“The connection between jobber 
and industrial which permits any em 
ployee to order appliances, radios and 
other electrical merchandise throug) 
the purchasing agent is very unfair to 
the electrical merchant. As long as 
the workmen can buy at a discount 
through their shops, it is difficult to 
hire salesmen to canvass house-to 
house for us.” 

“Our worst troubles here is in the 
fixture end. Nearly every job finds 
someone who is a friend of some 
wholesaler or in some other way can 
buy fixtures at wholesale.” 

“There is no such animal as a 
wholesale-retailer. It is unfair to 
legitimate business men to have a con- 
cern working on both sides of thie 
fence.” 


Loose Credits (Comments ). 


“The jobber and manufacturer 
should insist that their contractor 
credit customers have sufficient capi- 
tal, a place of business and a set ot 
books.” 

“Jobbers should not encourage con 
tractors to start business on a sho 
string.” 

“Cut off credit to the incompetent 
contractor. Why does the jobber des 
troy the business of his sound credi! 
customer by extending easy credit t 
incompetents ! °” 

“If jobbers will make contracto' 
dealers pay their bills and furnis 
financial statements, competition w' 
be on a much more satisfactory basis 
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A “TIMELY”’ 
SUGGESTION 





“RELIANCE” 


AUTOMATIC TIME SWITCH 
Offer the “RELIANCE” Time Switch to 


your trade. They will be interested be- 
cause for more than sixteen years the 
“RELIANCE” Time Switch has proven 
itself to be absolutely reliable and de- 
pendable. 


Its simple construction, high © quality 
materials and accuracy of manufacture 
place this time switch on a par with 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


\ lower priced Eight Day Time Switch 
for ON and OFF window lights, signs, 
5.\! boards, apartment house hall lights, 


de in two sizes, 10 and 20 amperes, 
ing for $19.50 and $23.00 list. It 
made largely of “RELIANCE” parts 


bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 
k ACINE, WISC. 





Manufacturers’ Policies (Com- 
ments ). 

“The restriction of distribution to 
the right channels must be brought 
about by a national movement. The 
A. E. I. is the ideal instrument for 
this and it should put on an intensive 
membership campaign using this ob- 
jective as an inducement for joining. 
With a large and united membership 
the success of the Trade Policy is as- 
sured.” 

“There is a host of small manu- 
facturers who, if they cannot sell 
through the jobber, will sell somehow. 
In fact, they are frankly told by the 
jobber to go out and make a market 
for the goods and then the jobber will 
stock them.” 

“All leads obtained by the manu- 
facturer through advertising should 
be turned over to a reliable contractor- 
dealer in the territory.” 

“On the appliance business the re- 
tailer is not allowed enough percent- 
age of profit to make it worth while. 
The other 
lamps, switches, ete. 


lines—fuses, 
The 
turer advertises a retail price and the 
dealer must handle the goods on a 


same _ with 


manufac- 


very small margin.” 
“We would suggest that manufac- 
turers do 


with discount and 


quote everything net.” 


away 


“We suggest that there be no such 
thing as a discount and list price; 
that the margin of profit or ratio on 
quantity buying be given considerable 
attention for revision to better pro- 
tect the dealer. 
gives him the opportunity to add his 


Net price to dealer 


overhead and profit to his cost and 
sell at a price that is safe for him to 
handle things at. Many a list price 
less discount gives a cost to which if 
freight is added makes a total vary 
depending upon distance from ship- 
ping point.” 

The Contractors’ Obligation (Com- 
ments ). 

“There trouble 
average contractor-dealer today than 
from 


is more 


other source. Let’s have 


educational 


any 


more work, especially 
along lines of accounting and over- 
head.” 

“Patronize the local jobber who is 
giving real service and cooperating 
with the contractor-dealer. This can 


be worked out and should be.” 


“In order to expedite matters the | 


jobbers in large centers should be 


properly organized and 


| 
quently with the contractor-dealers.”’ | 











from the | 





meet fre- | 








Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They cembine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 
to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 


for You. 





HEMINGRAY 
GLASS COMPANY 


MUNCIE, INDIANA 
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MANUFACTURERS) 

















New Products, Literature;et 





Associated Manufacturers Meet 
at Hot Springs 

The Associated Manufacturers of 
Electrical Supplies have scheduled 
their next meeting at the Homestead, 
Hot Springs, Va., Monday, June 7, to 
Friday, June 11. This, as usual, em- 
bodies a series of section meetings in 
the forenoons. All afternoons are 
reserved for golf. 

* * 


Jacob Bunn Dies 


The death of Jacob Bunn, presi- 
dent of the Sangamo Electric Co., 
and the Illinois Watch Co., Spring- 
field, Ill., on May 10, came as a se- 
vere shock to the host of friends 
which Mr. Bunn had in both indus- 
tries. He had been sick for nearly 
a year, and while his condition indi- 
cated, at that the situation 
might prove grave, hope had _ been 
constantly held out for his recovery. 

Last Christmas Mr. Bunn and his 
sister gained 


times, 


two brothers and 
nation-wide attention when they paid 
$1,000,000 to depositors of the de- 
funct bank of their father, Jacob 
Bunn, Sr., which failed in 1878. 


They not only paid back the money 


depositors lost, but paid full inter- 
est on it, and in cases where the de- 
positors had died, paid the amount 
to the heirs. 


* * * 


Signal Electric Appoints New 
Manager 

William J. Tideman was recently 
appointed general manager of the 
Signal Electric Mfg. Co. at Menom- 
inee Mich. He was formerly con- 
nected with the Menominee Electric 
Co., and then in the capacity of chief 
engineer and purchasing agent of the 
United Electric Co. of Canton, Ohio. 
For the past three years Mr. Tide- 
man was factory manager and pur- 
chasing agent of the Signal company. 


* * * 


Acme Trade-Marked 


The Acme Electric and Manufac- 
turing Co. of Cleveland, Ohio, for the 
past 10 years manufacturer of 
battery charging equipment for every 
purpose, reports that it has received 
from the U. S. Patent Office the offi- 
cial notification for the registration 
of the trade mark “Acme’”’ for motor- 
generator sets, battery chargers, ete. 





Pioneer Passes Away 

Thomas Wrigley, president of + 
Thomas Wrigley Co., Chicago, man 
facturer of toggle bolts and speci.! 
machinery, who after the great fire 
1871, enabled the Chicago Tribu 
to print a paper when he sold an 0) 
printing press to Joseph Medill, di 
recently after an illness of three day. 
He was 91 years old. 

Mr. Wrigley was born in Paterson. 
N. J. He came to Chicago in 186s. 
A year later he established a busin: ss 
under his own name. 

*x * * 


“Hemco” Announces New 
Factory 

George Richards & Co., Chicago. 
have made announcement of the new 
“Hemco”’ plant at Bridgeport, Conn.. 
and it is their belief that it is a testi 
monial to the judgment of electrical 
jobbers and the desire of electrical 
users for good plural plugs. 

Specifically, the plant at Bridge 
port will be devoted to producing 
molded products. The plant at Cli- 
cago, which is under developme:t. 
will be devoted to the manufacture of 
items of metallic construction. 





This photograph shows the salesmen of the Central States 
General Electric Supply Co., Chicago (formerly Central Elec- 
tric Co.), who were in attendance at the sales conference held 
at the Edison Electric Appliance factory recently. 


ecutives. 


There were 


42 jobber salesmen in attendance, in addition to the sales °*- 
The entire day was spent in an inspection ‘") 
through the factory and in discussion of “Hotpoint” sales p 1s 
for the remainder of 1926. 
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The A-C Electrical Mfg. Co., Dayton, Ohio, is now located in its new home shown 


above. 
A-C Dayton 1926-27 radio line. 


Production has already started there on the eight different models in the 





The drawing exhibits the 
plant, which in size covers three acres 
of ground. There is approximately 
75,000 sq. ft. of floor space. This 
plant is especially adaptable to Bake- 
lite molding, it having formerly been 
occupied by the Columbia Phono- 
The middle building with 
the double roof will be used for the 
molding department. The five-story 
building will be used for assembling. 
The two-story building, which ap- 
pears in the foreground, will. be used 
for packing and shipping. The plant 
lays adjacent to the New York, New 
Haven & Hartford railroad, and will 
lave its own siding. 

This plant will be operated both 
day and night. Its capacity for pro- 
ducing Bakelite molded pieces the 
company claims will be greater than 
any other plant in the country. 

Coincident with the announcement 
of the Bridgeport plant, George Rich- 
irds & Co. announce several additions 
to their sales force made during the 
last 90 days. J. A. Conroy, formerly 
assistant sales manager of the Boyce- 
Vedder Co. is identified with the New 
York sales office. S, M. Saunders, 
formerly with the Victor Electric 


new 


graph Co, 


New ‘“‘Hemco” Factory at Hartford 


Supply Co., of Detroit is working in 
the Detroit territory. J. R. McGin- 
nis, formerly with the Robbins Elec- 
tric Co., of Pittsburgh will travel in 
the Cleveland district. J. P. Randall 
will handle the Dallas territory. E. 
J. Hansman, formerly of Chicago, has 
taken over the 


York City. 


sales work in New 


* * * 


Clapp-Eastham Moves to New 
York 


The Clapp-Eastham Co., located 
for many years at Cambridge, is mov- 
ing its whole plant to Long Island 
City, 
nouncement of Verner A. Hendrick- 
son, the president. This move marks 
the passing of the world’s oldest ex- 
clusive radio manufacturer from New 
England. For over 20 years the Clapp- 
Eastham Co. has been located at 139 
Main St., Cambridge. Its new quar- 
ters are in the Chicle Bldg., Thomp- 
son Ave., Long Island City. 


New York, according to an- 


* * * 


O. J. Oberweigner has been ap- 
pointed sales manager of the Hogan- 
Spencer-Whitley Co., Erie, Pa., manu- 
facturers of the “Trojan” washer. 




















yf = American Brano” 
WEATHERPROOF Wire Ano CABLES 


HAS NO EQUAL 














FAVORITES 


You and your salesmen will con- 
tinue to write big orders for 
“American Brand” Weatherproof 
and Bare Copper Wire and Cable 
and “A-1” Magnet Wire. These 
products are great favorites with 
the trade. 

This popularity has been attained 
by over 26 years of the best 
service on the line and 26 years 
of honesty in manufacture. 


Why bother with substitutes? 


Samples will convince you and 
your dealers. 
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THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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The Trumbull Electric & Mfg. Co., Plainville, Conn., held 
its annual sales conference the first week in January at Plain- 


ville. 


The entire sales force was present including all salesmen 
as well as district managers. 





College Men “Graduate” 
Again 

Graduation exercises were recently 
held for 10 men in the home office 
of Curtis Lighting, Inc., at Chicago. 
They received certificates signifying 
the successful completion of their in- 
tensive training in all departments of 
the for the past 40 
weeks. 


organization 


Having been carefully selected 


from the graduating classes of vari- 
creditable schools 


June, 


ous 
last 
their Curtis Lighting training course. 


engineering 


they immediately began 


From Left to 


Curtis Graduates: 


In rotating order, every student has 
spent a few weeks in each of the prin- 
cipal departments of the business and 


10 weeks in the Curtis engineering 
department. They have acquired a 
working knowledge of the activities 
of the service, sales, administration, 
designing, 
and _ the 
Twice a week they have 


advertising, luminaire 


engineering departments, 
factory. 
attended lectures given by the depart- 
ment well as lighting 
the outside. The 


training is under the supervision of 


heads’ as 


authorities from 


Norman B. Hickox, vice-president in 





charge of sales, and J. L. Stair, chief 
engineer. 
* * * 
Funsten a Manufacturers’ 
Representative 

Fitzhugh L. Funsten, formerly a 
jobber in Kansas City, Mo., has re 
cently entered the 
agency field and will operate in Mis- 
souri, Kansas, Oklahoma, northeast 
ern Texas and eastern Nebraska. He 
will specialize in electrical equipment 
sold exclusively through the jobber. 
His address is 211 Baltimore Bldg.. 
Kansas City. 


manufacturers’ 


~ 





Right, C. L. Latham; T. H. West; B. C. Cooper; L. V. Ross; P. M. Rutherford; V. R. Young; 


R. Stewart; C. B. Thorsen; L. G. Dury, and V. M. Roth. 











June, 1926 


THE JOBBER'SfR|SALESMAN 


191 





OUNDED ON THE BELIEF THAT THE 


Curtis Lighting, Inc. Inaugu- 
rates Simplified Selling Plan 
A simplified plan to further man- 

to-man co-operation between manu- 
facturer, jobber and dealer has just 
been introduced by Curtis Lighting, 
Inc. It is entitled the “Jerry Plan,’ 
and is expected to do away with long 
lists of prospects, circular letters, 
costly advertising, the hiring of ad- 
ditional employees, and added ex- 
pense of any sort. No extended or 
complicated effort is required on the 
part of the salesmen. 

“Let Jerry help you” is the gist of 
the message sent to them. “Jerry” is 
J. L. Stair, chief engineer for Curtis 
Lighting, Inc. “Jerry” promises to 
recommend the suitable -X-Ray re- 
flectors for a prospect’s show win- 
dows and do the greater part of the 
work if the salesman will supply him 
with the necessary information about 
the job in a form of specification 
sheet called a “SaleStarter.” 

The only written matter connected 
with the “Jerry Plan” are letters to 


the jobbers, from “Norm” Hickox, | 


nelle ai cacnl ‘ 
Curtis Lighting, Inc., asking for the | 


| 


vice-president in charge of sales for 


“Knick-Knames” of their salesmen, a 
short, explanatory leaflet to the sales- 
men themselves, and a 
“SaleStarters.” 


The leaflet explains the idea as fol-| 


supply of 


lows: “Jerry wants to help you—it’s 
not necessary to write him—just send 


him a prospect on a ‘SaleStarter’ 
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then—Jerry will make an engineered 


recommendation for you to work by— | 


supply you with more ‘SaleStarters’ 
for asking his help on other prospects 





J. L. Stair, Chief Engineer, Curtis Ltg., 
Inc., the Man Around Whom the 
“Jerry Plan’ Is Built 


—follow up your work by mail—and 
‘Sale- 


Jerry will also have one 


pay the 
Starters.’ 


of our associate engineers (in com- 


postage on your 


pany with your dealer, when possible) 
call on your prospect and help close 
the sale—respect your rights by 
working only with you, if you are the 
first to report the prospect—and give 
every possible help in further edu- 
cating your dealers on the practical 
points of show window lighting. Keep 
a ‘weather eye’ open for prospects— 
you'll find a chance to write up a 
‘SaleStarter’ several times a day.” 
The “SaleStarter” is a_ folded 
sheet addressed to “Jerry” Stair at 


Here is a close-up of the owners of the Rodale Mfg. Co. and a partial view of their 
lant at 492 Broome St., New York. Joe Rodale, who looks after the sales, is on the 
eft, and Jerry Rodale, who sees to it that the wheels in the plant and office turn, 


s the other. Three years ago they had ambition and an idea. 


From a small loft 


m West Broadway at that time they have grown up into a large plant with an 


innual business that runs into six figures. 




















ROM Coast to Coast, 
F Buckeye Conduit has 
won the endorsement of 


leading architects, engineers, 
electrical distributors and con- 


tractors. Such universal ap- 
proval must be deserved. 
“Buckeye” is the most exten- 
sively used conduit manufact- 
ured and is growing steadily in 
favor among. electragists 
everywhere. Its uniform high 
quality, clean cut threads and 
the ease with which it works 
and bends, substantially low- 
ering the labor cost of instal- 
lation, has created a demand 
for “Buckeye” that is nation- 
wide, and has paved the way to 
larger sales for the electrical 
distributor and his salesmen. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 
DISTRICT SALES OFFICES 
ATLANTA—Healey Bldg. 
BOSTON—Massachusetts Trust Bldg 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg 
CLEVELAND—Union Trust Bldg. 
DALLAS—Magnolia Bldg. 
DENVER—First Nat’l. Bank Bldg 
DETROIT—First Nat’l. Bank Bldg 
KANSAS CITY, MO.—Commerce Bldg 
MINNEAPOLIS—Andrus Bldg 
NEW ORLEANS—Audubon Bldg 
NEW YORK—30 Church St., Hudson Terminal 
sldg. 
PHILADELPHIA—Franklin Trust Bldg. 
PITTSBURGH—Oliver Bide. 
ST. LOUIS—Mo. State Life Bldg. 
SAN FRANCISCO—Sharon Bldg 
SEATTLE—Central Bldg. 
YOUNGSTOWN—Stambaugh Bldg 
LONDON REPRESENTATIVE — The Youngstown 
Steel Products Co., 316-17 Dashwood House, Old 
Broad Street, London, E. C. England 








= S| ST..mlmlUmee ele 























































































192 THE JOBBER’S(A)/SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Electrical Products, Illustrated 





The “Levolier” 
white glazed porcelain 
bracket combines a 
handsome, durable 
sanitary wall bracket 
with a _ convenience 
outlet, for kitchens, 
bathrooms, ~ hospitals, 
restaurants, cafeter- 
ias, lunch rooms, toilet 
rooms, beauty parlors, 
etc. The bracket is 
made also with plain 
canopy, for installa- 
tions where only one 
of a pair of brackets 
is desired with the con- 
venience outlet. ‘The 
porcelain lever fur- 
nishes double insula- 
tion and serves also 
as a finishing knob. 


























The Mutual Electric & Machine 
Co., Detroit, Mich. announces its 
new product, the “Bull Dog 
SAFtoFUSE” which is said to rep- 
resent a new departure in safe 
switching and safe fusing in capaci- 
ties of 380-ampere and 60-ampere, 
250 volts. The product is briefly 
described as a fuse carrier with 
switch contacts which may be with- 
drawn from the receptacle base. 
When the carrier is in the “on” posi- 
tion the fuse acts to fill the gap be- 
tween the blade contacts. It is par- 
ticularly adapted for use as an elec- 
tric range switch. 











The “Tilting Ball” made by the 
Tork Co., 12 E. 41st St. New York, 
is especially designed for personal 
use on a writing desk or bedside 
table; beside the easy chair or in 
the nursery. It lights when tilted 
forward—no switch to fumble for. ’ 




















The latest thing in a two-heat com- 
bination electric cooker, thermal jug, 
ice cream freezer and fireless cooker 
is shown here. Roasting, baking, stew- 
ing may be done in this cooker, using 
lamp socket current. It is manufac- 
tured by the Swartzbaugh Mfg. Co., 
Toledo, O. 








The Ivori-Craft Corp., 290 Chest- 
nut St., Newark, N. J., is manufac- 
turing a new line of flush plates, one 
of which is illustrated above. ‘They 
are non-inflammable, have high, insu- 
lating qualities and are none fragile. 
These plates which come in 28 stan- 
dard colors and in 50 special shades 
and varieties are beautiful in appear- 
ance, 


Harvey Hubbell, Inc. Bridgport, 
Conn., has recently put on the market 
a new tassel pendant for pull chain 
sockets, which is quickly and easily 
attached and detached. No special 
tool is needed for attaching and de- 
taching. Another advantage of this 
tassel pendant is the fact that there 
are no loose parts to get lost. 











Conn., has announced the new por- 
celain socket base with attachment 
plug outlet. ‘This base combines an 
outlet for light and one for current 
in one unit suitable for direct mount- 
ing on a 814 in. box. _ As it has only 
one pair of terminals it can be used 
in old work to replace existing out- 
lets with the original wiring. 














A new improved type of show case 
reflector illustrated above is now be- 
ing marketed by the Faries Mfg. Co., 
Decatur, Ill. It is neat and com- 
pact and will add to the attractive- 
ness of the case. A special holder 
which fits a standard brass shell 





socket permits the reflector shade, 
61% in. long, to be rotated in the 
socket so that the light may be 
spotted on the merchandise at any 
angle. ‘lhe finish is nickel plate with 
inside reflecting surface of frosted 
alumimum. 
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Inc, in Chicago. A gummed flap 
seals it ready for mailing. When un- 


folded it consists of a center sheet and | 


two side flaps. The center sheet be- 
gins: “Dear Jerry:—Help me sell 


\-Ray reflectors to this prospect: 
saa ” After the space for name 
and address of the prospect, there are 
lines to be filled out giving names of 
the salesman, the jobber, dealer or 
central station he is working with, 
the company to which the recommen- 
dation should be sent, and the elec- 
trical dealer to sell the job. The 
salesman is also asked to tell whether 
or not the local central station is co- 
operating in the sale. 

On one side flap are sketched eight 
general styles of window lighting, and 
the salesman is requested to check the 
stvle used at present in the prospect’s 
show window On the other flap is a 
cross-section of a typical show win- 
dow with lettered dimensions. Below 
this is a chart with the corresponding 
letters, and the salesman can fill this 
in, giving the size of the window in 
question. There is also a_ cross- 


the home office of Curtis Lighting, | 





sectional area on the “SalesStarter” | 


lor a rough floor plan of the window. | 


It is reported that electrical job- 
bers have been quick to respond to 
the “Jerry Plan” as a means of en- 
livening the salesmen’s interest in 
selling more show window reflectors. 


* * * 


Grigsby-Grunow-Hinds Ex- 
panding Its Business 
The Grigsby-Grunow-Hinds Co. of 
Chicago, announces the appointment 
Fred D. Williams as director of 
les, effective May 1. Mr. Williams 


a well-known sales executive in con- | 


ction with major merchandising 
mpaigns in both the radio and auto 
‘essory fields. 

This company is one of the large 
nufacturers of radio power supply 
ts, manufacturing in its own fac- 


ty practically every component en- | 


ing into such apparatus. The fac- 
‘y at the corner of Armitage Ave. 


d Kolmar St. has an area of 50,000 | fe 
ft., and new additions are antic- | f 
ited before next season. The new | 
lajestic-B” current supply, using | 
“Raytheon” rectifying tube, has |B 
ady received the approval of the | a 
de, and new equipment to handle a | 


iscity of 5,000 current supply units 


r day will be ready before Sep- g 


nber 1, 
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A Real Selling Help 


Jobber’s salesmen know the value of selling a product that has a 
known name—that has an accepted reputation for quality. You need 
never explain these time tested brands. 

“LORICATED” is the PIONEER CONDUIT on the 

American Market. 

“GALVADUCT” is the OLDEST BRAND of galvan- 

ized conduit manufactured in the United States. 4 
Both are backed by MORE THAN A QUARTER CENTURY of experi- 
ence—twenty-nine years of successful use in the finest buildings in 
the country. 
Their premier position puts them in the preferred class and constitutes 
a most effective selling help. 


GARLAND MANUFACTURING CO. 


PITTSBURGH, PA. 

















MIDGET 
SERIES 


A small compact line of fittings with interchangeable porcelain covers 
for inside wiring when transposing from conduit to open construction. 
You’ll find that Multi products meet the approval of contractors every- 
where. 

We have a handy pocket booklet that is just full of selling points. Send 
for one. It will help you make sales. 


MULTI 
ELECTRICAL 
Manufacturing Co. 


1848 W. 14th St. 
CHICAGO, ILL. 








=~ 


rs 


Peta 3 
Ck: 5 ane ey te ef 
ao Bre es Seay De ps 





eae S.lUmeelCUe lee 


_—_—-_ * 









































194 


THE JOBBER'’S{AJ)SALESMAN 





French Lick Springs Hotel, ac- 
cessibly located in the Cumber- 
land foothills region of Southern 
Indiana is now more than ever 
the place for conventions with 
its new, 1500-seat convention 
auditorium, amply ventilated 
by outside windows on all four 
sides. 


Healthful, natural spring wa- 
ters of world-wide fame, two 
excellent 18-hole golf courses, 
horseback riding, tennis and 
hiking are among the attractions 


French 
Lick 
Springs 
Hotel 


The All-Year 


Convention 
Site 


at French Lick. Rooms and 
meals are included in the rate. 
Before you leave home, you can 
tell, almost to a dollar, what 
your expenses will be. Write for 
illustrated booklet and details 
of convention facilities. 


cAddress Convention Secretary 


FRENCH LICK SPRINGS 
HOTEL COMPANY 
French Lick, Indiana 


“Home of Pluto Water” 
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Your hess in Clociend 


Your home there, to be perfect, should be in 
the center of theatre, shopping, and business dis- 
tricts. It should be on all the main motor routes, 
and have complete garage facilities too. It should 
havea popular-priced Coffee Shop served by the 
same kitchen as the luxurious main dining room. 
It should have 600 large, outside rooms, all with 
bath. Its rates should be from three dollars. The 
service goes without saying. We mean the Win- 


ton, of course. 


J. L. FREE, President 


W. S. Koones, Managing Director 


Bele’ WINTON 
EAB Cleveland 


PROSPECT AT NINTH 


Bo eee sae ae 
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George Porter Runs for Offic: 


George Hull Porter, general ma 
ager of the railroad departme: 
Graybar Electric Co., Chicago, hi. . 
for years been highly successful 
his chosen line of merchandising wor'.. 




































George Hull Porter 







having in his time been instrumental 
in the sale of millions of dollars worth 
of heavy equipment. But that has not 
prevented him from being active in 




















many phases of civic development. 
He is a born mixer and these out- 


‘|, side actitivities have always been in 


the nature of a hobby in which he 
finds the keenest interest and relax 
| ation. 

It is not surprising, therefore, to 
find him running this year for trustee 
of the Sanitary District of Chicago. 

| on the Democratic ticket. The slogan 
of his campaign is “Business Men for 
Public Office.” The Sanitary Dis- 
| trict, as many are aware, is an organ 
| ization supported by separate tax 
ation which built and maintains the 
Sanitary District Drainage Canal. 
and a hydroelectre power plant oper 
ated in connection with it. This has 
been brought much into the nationa! 
eye recently in connection with tl 
diversion of waters from the Great 
Lakes. If George Porter is success 
ful and is elected he will step into « 
job in which he will find outlet for a!! 
of his surplus energies, for he will ! 
in contact with Uncle Sam and tl) 
Canadian government, not to mentio! 
a lot of neighboring states. Sewas 








disposal plants, waterways to the s: 
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New Electrical Products, Illustrated 











Two new products are announced 
by the Wadsworth Elec. Mfg. Co., 
Covington, Ky. The No. 1411 T 
illustrated above, is a new type of 
channel switch for banked meter 
installations, arranged for single 
fusing. It is said to be the only 
switch on the market of that type. 
On the left is the No. 238, which is 
a new switch in so far as the length 
of the cabinet is concerned. The 
switch, itself, is the same length, 
width and depth as the so-called 
standardized or universal type of 
switches on the market. 








Trico Fuse Mfg. Co., Milwaukee, 
Wis, has just announced the new 
Trico “Cleartop” fuse—a non-renew- 
able plug fuse of unique design 
and construction and attractive in ap- 
pearance. It consists of a separate 
porcelain base and body. 








The “Shade-o-Tone” is manufac- 
tured by the Consolidated Lamp & 
Glass Co. Coraopolis, Pa. It is 
claimed that it is the only totally en- 
closing globe available for residence 
fixtures. It is a two-piece globe, de- 
veloped especially for use on fixtures 
originally designed for bare round 
lamps. 
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The Security Elec. Mfg. Co., 2635 
Canton St., Chicago, announces the 
production of its new No. 23 Security 
waffle iron. The grids are of pure 
aluminum. The legs and body are 
of steel finished in nickle plate. ‘The 
element is made of genuine nichrome 
wire. 





A comparatively new development 
by the Autovent Fan & Blower Co., 
Chicago, is the line of Autovent acid- 
moisture proof exhaust fans. The 
motors of these fans are of extra 
heavy duty type and are constructed 
to be air-tight when inspection covers 
are closed, the end hoods being pro- 
vided with ground joints and fully 
enclosed, preventing the motor from 
becoming contaminated from foreign 
substances such as grit, acid-fumes or 
moisture. ‘The motor windings are 
specially impregnated against foreign 
substances. The fan frame and wheel 
are painted with two coats of acid- 
moisture proof paint. 











The Domestic Electric Co., Cleve- 
land, O., is manufacturing a small, but 
sturdy universal motor which oper- 
ates on direct or alternating current 
ranging from 25 to 60 cycles and at 
4,200 R.P.M. develops ¥%, H. P. It 
weighs 42 Ibs. 








Van Cleef Bros., 77th and Wood- 
lawn Ave., Chicago, are merchan- 
dising their “Dutch” brand friction 
tape in the attractive carton shown 
on the right. This brand is an 
electrical friction tape made to re- 
sist 2,200 volts, and consequently is 
used for safe insulation of elec- 
trical wires. The large carton as 
well as the individual ones carry 
illustrations of suggested “uses,” 
the idea being to create a larger 
demand among purchasers of this 
material. 
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New York’s Newest Hotel 


1399 39 92 99. 29 
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Hotel 


: Knickerbocker 


120-128 West 45th Street 
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FN oaeccabir or unsurpassed. A 
few seconds to all leading 

shops and theatres. Away 
from the noise and bustle, and still 
convenient to everything. Between 
Grand Central and Pennsylvania 
Terminal. 


400 Rooms—400 Baths 


Rates 


$3 to $5 per Day 


JUST EAST OF BROADWAY AND TIMES SQUARE 








PHILADELPHIA 


CHESTNUT and Bedicues STREET ~ 


Fireproof - Unrestricted Parking 


600 Rooms 
500 Baths 


Half minute from center 
of activities in very good 
residential Iocation 


Rooms with running water 
from $2.50 per day 





Rooms with private 
bath and shower 
from $3.50 per day 


Food and Service the best 


Near West Philadelphia Station Pennsylvania Railroad 

















and a lot of other things would com 
up for his consideration. These thing- 
are vital to Chicago and of direct o: 
indirect interest to most of the res! 
of the country, and George Porte) 
would be a hard worker and a trust 
worthy man to have in such a positio: 
at a critical time. 
* *& * 


Kurz-Kasch Branch Offices 
Announced 


The Kurz-Kasch Co., Dayton, O. 
has just announced the location and 
personnel of its branch offices. The 
New York offices will be located at 
250 Park Ave., with John B. Sanborn 
as district manager. J. J. Bauman 
will be located in Chicago in a similar 
capacity with offices at 608 S. Dear 
born St. C. J. Terrill will be district 
manager of the Dayton, Ohio, offices 
which are located at 1415 S. Broad 
way. 

The Kurz-Kasch Co., manufactures 
the “Aristocrat” line of rheostats, 
vernier dials, knobs, and pointers. 

* * * 


Tork Co. Moves 
The Tork Co. has moved its offices 


| and now occupies the entire 14th 


floor of a new building at 12 East 


41st St., New York. 











3 ii ee 
A lot of people in different parts of th 
country will recognize in this picture J.E 


Pierce, who for years past has given his 
time and energy not only to the interests 


| of the Inland Glass Co., Chicago, but t: 


the upbuilding of the illuminating glass 
ware industry generally. Confronted wit! 
the stock question: “What is your opin 
ion of the business outlook?” he answered 
“Been so busy didn’t know there was a0) 


| outlook.” 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
phe 
urability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 





SPOOLS 











W/ \a 
RHODE ISLAND 
RED 


ARMORED CABLE 


' RUBBER COVERED 
WIRE 


| SILK avo COTTON 
CORDS 


RADIO WIRES 














ROVIDENCE INSULATED Wire (0 


\ PRovi0eNce.R.1. / 





Fagan Manager of G. E. Appli- 
ance Sales 

F, D. Fagan is now manager of 
appliances sales of the Merchandise 
Department of the General Electric 
Co. and is at headquarters in Bridge- 
port, Conn. An interesting train of 
circumstances led to this connection. 

It will be remembered that he was 
for 12 years Pacific Coast sales man- 
ager of the Edison Lamp Works of 
the General Electric Co. In 1920, he 
went with Mr. Edison as vice-presi- 
dent and general manager of the 
Edison Lamp Works. This position 
he left in 1923 to go to Japan for the 





F. D. Fagan 
International General Electric Co. in 


the capacity of commercial advisor to 
the Tokio Electrical Co. 


He had no sooner arrived in Japan 
than the big earthquake of September, 
1923, occurred, utterly destroying his 
home. By rare good fortune he was 
in his car with his family at the time 
and all escaped almost as a miracle. 

Last summer he returned to the 
United States and immediately be- 
came associated with the Merchandise 
Department and on March 5 last was 
appointed manager of appliance sales. 

* * * 
Rall Represents Universal 
Metal Box 

The Universal Metal Box & Prod- 
ucts Co., Inc., Newark, N. J., has 
appointed the Fred Rall Co., Inc., 52 
Warren St., New York, as its sales 
agent in the metropolitan district 
which includes northern New Jersey. 











POPUP 0090 
Holy Smokes! 


LOOK WHAT'S 
HERE ---------------- 
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IT’S THE NEW 


““SECURITY”’ 
WAFFLE IRON 


The Security Electric Mfg. Co. offers 
to the jobber the greatest appliance 
proposition ever made by a manufacturer 
to a jobber anywhere! 

Today Electrical Waffle Irons are 
leading heating devices sales everywhere 
and you can imagine the exceptional 
sales possibilities of a full sized iron that 
retails at from one-half to one-quarter 
the usual price. 

Don't make the mistake, however, of 
thinking that a list price of $4.75 means 
poor quality, for this waffle iron is qual- 
ity made throughout and carries the 
usual iron-clad Security guarantee. 

The capacity of the Security iron is 
approximately the same as all standard 
7 inch round waffle irons. The body and 
legs of the iron are made of heavy steel 
and are finished in a beautiful and dur- 
able nickel plate. Equipped with 6 ft. 
cord and plug. 

The usual National Advertising in the 
Saturday Evening Post, Ladies’ Home 
Journal and Good Housekeeping are 
paving the way for big sales on this new 
waffle iron. 

The addition of this low priced, qual- 
ity waffle iron makes the Security line 
more complete than ever and gives the 
jobber another big opportunity for in- 
creased sales and enlarged profits. 

It will pay you to send a trial order 
today. 


Security Electric Mfg. Co. 
2635 Canton Street, Chicago, III. 


Security 


HEATING APPLIANCES 
PPG A oe 
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Cuts Out Accident Risk 


and Saves Time 


Matthews Holdfast Lamp 
Changer makes a hard job 
easy, a dangerous job safe, 
and an expensive job eco- 
nomical. or reaching high 
places, with security to the 
bulb, changing in a jiffy, with 

| no climbing to do. It’s a handy 
device you should be sure to 
mention to your trade. Simple 
and rugged in _ construction, 
positive in action, it has stood 
the gaff of service and made 
good 


ys 


MATTHEWS 
aan 


if 


W.N. Matthews Corporation 


3724 Forest Park Blvd. 
ST. LOUIS, 'U. S.-A. 


ASK ABOUT THESE: 


Matthews Scrulix Anchors : 
Matthews Fuswitches and Disconnecting Switches 
Matthews Lamp Guards 

Matthews Portables 

Matthews Cable Clamps 

Matthews Guy Clamps 

Matthews Teleheights 

Matthews Telefaults 

Matthews Slack Pullers 

Matthews Adjustable Reels 











Return This ‘‘Ad’’ on Your 
Letterhead for Prices 
and Booklet On — 


NEW! 


more 
compact 





better 
construction 
longer 
Service 
better 
FR * price 
ES O Reproduction 
F os of the new 
LASHING pLu PRESTO 
See ee FLASHER 
PLUG in ezx- 
act size. 110- 
120 volt, 60 


watts, A. C. or 
D.C, 


Presto Flashing Plugs have all com- 
petition beat a mile on price, yet em- 
body every feature of quality and 
reliable performance. They’re needed 
everywhere — Christmas tree outfits, 
advertising and window displays, 
night lights, carnivals and a myriad 
of other places. 


Pre Toreencrueer® ‘C0. 
REsTo propucts 
c 


us® 


Also manufacturers of other 
types of flashing devices. 


PRESTO PRODUCTS CO. 


126 East 23rd St., New York, N. Y. 
cna 























Here is the famous firm of Fulwiler & 
Chapman, manufacturers agents in At- 
lanta, Ga. C. W. Chapman is on the left. 
J. T. Fulwiler on the right, had just re- 
turned from Florida with a trunkful ef 
orders—hence the smile. These boys are 
deservedly popular throughout the South. 





Improved Bell Ringing Trans- 
former Offered By 
Dongan 


Dongan Electric Manufacturing 
Co., of Detroit, announces two new 
models, both of the outlet box type. 
Model M-26 takes the place of the 
widely-used Dongan “Midget’’, while 
Model T-26 is an improved version 
of the “Tri-Volt”  trans- 
former. 


Dongan 


These two new models possess the 
good qualities of the ‘‘Midget’” and 
“Tri-Volt” but are designed to fit any 
type of four-inch outlet box. With 
these new models, no wires are ex- 
Both models M-26 and T-26 
are available at only a slight increase 


posed. 


in cost. 

Dongan reports that it is enjoying 
the greatest growth in its 12 years’ 
history. A two-story, modern, brick 
and steel factory and office building is 
being erected immediately adjoining 
the building, more 
than doubles production facilities. 

* * * 
Trico Appoints New Sales 
Agents 

The Trico Fuse Mfg. Co., Mil- 
waukee, has recently appointed J. T. 
Sudduth & Co., of 229 Brown-Marx 
Bldg., 
representatives for the states of Ala- 
bama and Georgia. 

F. J. Keller & Co., Fort Worth, 
are sales representatives for the state 
of Texas. 

The Coast Electric Supply Co., 222 
So. San Pedro St., Los Angeles, is a 
new Trico sales representative for the 


present which 


Birmingham, Ala., as_ sales 


state of California and is carrying a 
complete stock of Trico products. 





Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. §.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 

Philadelphia 


Chicago 

Cincinnati Pittsburgh 

Cleveland Portland, Ore. 

oo Rochester 
poatld Sacramento 

— Salt Lake City 

San Francisco 


Houston 
Indianapolis 
Seattle 


Kansas City Trade Mark 














A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 


country consider THE 
JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
littleironman! Subscribe 
today and recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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BlueBell 


Bell Ringing 
Transformer 


FIVE SELLING POINTS 
Which help you sell the 


transformer: 







BlueBell 


1. It is small enough to fit in a 


shallow box. 


2. There is a wiring diagram with 


every transformer. 


3. It is guaranteed by the manufac- 


turer. 


4. It may be returned to the factory 
for free repair or replacement i 


not satisfactory. 


wo 


writers. 


KILLARK ELECTRIC MFG. CO. 


. It is fully approved by the Under- 


3940 Easton Avenue, ST. LOUIS, MO. 











FOR‘QUICK SALES! 






~ 


“CLEARTOP” 


NON-RENEWABLE PLUG 





WITH THE VISIBLE LINK— 


“THEY SHOW WHEN THEY BLOW” 





A quick-selling plug fuse that costs no more 
than a fuses. Write for further 


information sample. 


TRICO FUSE MFG. CO. 
1003 Cold Spring Ave. 
MILWAUKEE, WISCONSIN, U. S. A. 


Makers of a complete line of Trico Renewable 
Fuses, Special Renewable Fuses, ‘“‘Kantark’’ Non- 
Renewable Fuses, ‘‘Cleartep’’ Plug Fuses, 25-Volt 
Glass Fuses and Fuse Pullers. 
ture on request. 


Prices and litera- 



















On your left, ladies and gentlemen, is | 


EK, C. (Jack) Johnston, St. Louis manager 
for the Tubular Woven Fabric Co. He 
is showing George Delany of Bussmann 


Mfg. Co. an advertisement in a_ well- | 


known publication. He is also suggesting 


that Buss lamps be wired with “Dura- | 


cord” in the future. 





Roach-Appleton Moves New 
York Office 


The Roach-Appleton Mfg. Co., 
Chicago, moved its New York office 
and warehouse on May 1 to 45 Mur- 
ray St., where additional space and 


better facilities are to be had. It is 
in charge of Charles Newman. 
* * * 
New Westinghouse Lamp 
Department 


Samuel G. Hibben, it is recently 
announced, has been placed in charge 
of the combined engineering and il- 
lumination departments of the West- 
inghouse Lamp Co. Under his super- 
vision will be grouped the commercial 
engineering department and the illu- 


| mination bureau, the consolidated ac- 


tivities to be known as a new com- 
mercial engineering department. This 
re-organization has been announced 


|as necessary in affording a broader 


and more direct service in regard to 


Mazda lamp applications, and, while | 


Mr. Hibben retains the title of illu- 
minating engineer, he nevertheless 


|will now have under his direction 


many allied matters such as lamp 
performance and special lighting de- 
velopments. 
ben announces that his offices will be 
removed from 150 Broadway, New 


York, to the Westinghouse Lamp Co., 
/ Bloomfield, N. J. 


As of May 1, Mr. Hib- | 
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a y 
QUALITY] 






I PRODUCTS 


Bell Ringing 
Transformers 


Outlet Box Type 








M-26 
8 Volt Type 
T-26 
6, 8 and 14 Volt 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich- 








Si TRANSFORMERS of MERIT for FIFTEEN YEARS )”. 











A FIELD 
WIDE OPEN 

















The Aislelite field is one that 
should not be overlooked by the 
jobber’s salesman. Though it may 
appear small, it is nevertheless, 
quite unlimited. A few years back, 
as you may remember, Aislelites 
were used in only a very scant 


number of places. But they have 
since proven themselves to be one 
of the necessities of the up-to-date 
theatre and consequently owners 
are installing them. They insure 
the safe coming and going of their 
patrons. 








Here is a big opportunity for 
live-wire salesmen. Sell the con- 
tractors and owners Aislelites. 
They'll bring you big money. 
| Get selling information. 
| 


EXHIBITORS SUPPLY CO., 
$25 S. Wabash Ave., 
| Chicago, Ill. 
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Ask about our 
display rack—it 
makes the sales 


. Colluerinsulated Wire Co. 


PAWTUCKET, R.T 


















| HARTFORD 
) TIME 
SWITCHES 














nationally known and appreciated 
for the dependable, lasting serv- 
ice which they give. A type in 
wide range of capacities for 
every practical time switch serv- 
ice and—guaranteed. 

Write for 


and prices. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
New York, N. Y. 


Nationally recognized and inter- 








descriptive Bulletin 
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Latest Trade Literature 


Beaver Machine & Tool Co., Inc., 
Newark, N. J.—A 24 page catalog 
illustrating and describing the Beaver 
line of electrical specialties, including 
plugs, switches, sockets, taps, con- 
nectors, receptacles, cord sets, and 
radio receiving sets. 


W. N. Matthews Corp., St. Louis, 
Mo.—A new booklet, known as bulle- 
tin 501, which describes ““Fuswitches” 
and disconnecting switches. A com- 
plete review from the time “Fu- 
switches” were introduced up to the 
present day switch is contained in 
this booklet. 





F. W. Wakefield Brass Co., Ver- 
milion, Ohio.—A new photographic 
data sheet covering the “Red Spot 
Attachette” bracket light, and also 


the new shield shade especially de-: 


signed for use with the former. The 
shield consists of a metal frame with 
channels at the side which hold parch- 
ment, crackle or other semi-trans- 
parent inserts, which may be decor- 
ated in any manner to suit individual 
taste and changed at will. 


The Consolidated Lamp & Glass 
Co., Coraopolis, Pa., and the Graybar 
Electric Co.—‘‘The Report of a 
Success,” an 8-page pamphlet, letter 
size, which describes in detail the 
plan and operation of a bedroom 
lighting sales campaign conducted 
with Graybar’s co-operation by the 
New Castle Electric Co., New 
Castle, Pa. Fifteen per cent of the 
customers interviewed were sold, 
and only four per cent of the units in- 
stalled were removed after trial. 





Arrow Electric Co., Hartford, 
Conn.—A special catalog on recipro- 
cating heater switches, known as 
Catalog No. 8. The line has been 
enlarged considerably and this book- 
let contains a complete listing. 





General Electric Co., Schenectady, 
N. Y.—Catalog 6001 B, recently off 
the press, contains either actual or 
representative listings of the entire 
manufacture of the company. It gives 
information pertaining to apparatus 
and supplies employed in every phase 
of electrical application. It super- 
sedes all previous catalogs except No. 
6002 and No. 6008. 








“The House of a Thousand Lanterns” 
Weatherproof 


<> 


Copper Lantern 
Never Rust 













Help Make Mor 
Sales With Less 
Effort 











Distributors 


Write for Booklet + 15 


Gruber Brothers 


382 Broadway _New York, N. Y. 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 


Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 

















Keyless 
Sockets 


Ask for free 
sample. 








TRENTON ELECTRIC & 
CONDUIT CO., Inc. 


TRENTON, N. J. 















































CEDAR POLES 


Plain or 
Sutt Treated 


Northern 
lili White Cedar 


Western 
Red Cedar 


TM. PARTRIDGE 


Lumber Company 
Minneapolis, Minnesota 
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ASK 
JIM BETTS 


Every kind of motor and moior- 
less flasher for every kind of 
electrical sign 


1390 SEDGWICK AVE., N.Y.C 











PUT YOUR WIRES ON THE SURFACE WITH 


WIREMOLD 


THE WIREMAN’S FRIEND 




















= Oe =’ 
“ ‘wh jeopardize an expen- 
sive installation for a fraction j} 
of a cent of cost? SUPE- 
4 RIOR quality is summed up 
in No. 218-a Grey Friction | 
é Tape and No. 818-a Rubber 
Splicing Compound. May we " 
' submit samples and prices? 
4 
’ 


SUPERIOR INSULATING 
‘TAPE CO. 

St. Louis, Missouri 4 
Tape Specialists 

= SS =e 








Every Desineas 


of consequence pe to have proper card 


“WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
argest card userse—superiority 

f engraving and the 
convenience of the book 
form style ex- 
plains why. 
Be for 

b of speci- 








The John B. se saginn Company 


157 Fullerton Ave. Die Rebowers 











0S Peoples Gas Bldg. 








Emerson Electric Mfg. Co., St. 
Louis, Mo.—Bulletin No. 4031 de- 
scribing the fans available for the sea- 
son of 1926. Bulletin No. 4032 list- 
ing information and sales helps on 
the “Northwind” line. 


Beardslee Chandelier Mfg. Co., 
Chicago.—A broadside illustrating the 
principal new designs _, by 
the company for 1926. 


Roach Appleton Mfg. Co., Chicago, 


Ill.—New trade price blanks for job- | 


bers’ convenience in establishing their 
own net resale prices on enameled and 
galvanized outlet boxes and covers, 
ceiling boxes and plates. The sheets 
which are illustrated have three col- 
umns for prices on quantities less 
than 100 pieces, 100 to 1,000, and 
1,000 and over. 


The Trumbull Elec. & Mfg. Co., 
Plainville, Conn.—Section four, cata- 
log 13, replacing pages 155 to 170 
inclusive except 168A and 168B on 
residence panels. This section illus- 
trates and describes panel boards and 
accessories. 
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Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


0EC.3,/901 






HUH HANG 


Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


TRUNNION NUT 
TOGGLE BOLT 


HOOD SCREWS ON 


First toggle bolt 
made. 


THE THOMAS WRIGLEY Co. 
504 Sherman St., Chicago, IIl. 











YAGER’S 


Soldering 





Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 
ALEX. R. BENSON CO., Inc 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 



































NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashIn On BELL Poles 


SEND eg SS CONTAINING 
(NFORPIAT IO 


—-> 


— 
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‘‘Learn How—Then Buy” Series ‘Learn How—Then Buy” Series 








“Iam a Tork Clock and I regulate a most 
valuable form of advertising. Electrically lighted 
" e signs. People who know what I do, won't have 
Wi nN d OW M a g 4 Cc an electrical sign without me. Many of them 
are only able to have an electric sign because 

“I am a Tork Clock. I turn electric lights on they can have me to manage it. 


and off regularly. Electrical Advertising 


“I save every bit of your window circulation, “Electrical advertising is no longer an ex- 
which is the most vahyable advertising cir- force Hig . a een ta a great economic 
culation any retail merchant can buy, and ignite ae. Se oe ard materials are read- 

hich ne ily « at cost. Operating 
which costs the least cost grows constantly less. The lighted sign 
has become a symbol of stability, foresight 
and wise management 





“Nobody even questions the fact that I make 
store windows pay bigger dividends, but here 
is a suggestion that will help you to check up —and the way it is managed 


your own windows and to know whether 1s for all the world to see. 
everything is O.K. or not. 




















“Learn How —Then Buy” Series “Learn How—Then Buy" Series 











TORK Work? 


aneyr 


“I Ama Tork Timer’ 


“Iam the Fuel Saver TORK TIMER “I turn electric cookers and ovens on and off 
at times set. You don’t have to remember to 


o wind me because I require no winding. You 
If you install an oil burner without me simply set my pointers and I do the rest. 

this is about what happens “If you have an electric cvoker, let me be your 

cook. 

“If you have an electric range, I may be cooking 
er a for you already. If not, you can have me attached 
remark, ‘Isn't it wonderful?’ In about a by your electrician. 
month you find that it burns more oil than “If you have neither an electric range nor an 
you expected. Why? electric: cooker, ] am a mighty good reason for 
getting one. I make them automatic in the sim- 
plest way possible. 


“First, you set the thermostat at 70 . Second, 
you forget all about it. Every lew days you 


“Simply because you used this ideal heating 
system for 24 hours every day when you 
only needed it for about 16. a | Am Not a Mere Reminder” 

“I add 2% to first cost and save 20+ in “I actually do things in your absence at the times 
you have set; things you would otherwise have 


to remember and be there to do besides. 


fuel. How? By cutting out the useless part 
with perlect comfort. Read on. 





























and a new completely descriptive 


Fine Folder 


in color 


Easier to buy from than a 6 lb. sample. 
To get all five ask for the 


TORK POCKET BOOK 


TORK COMPANY, 12 East 41st Street,, New York 
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EVEREADY 





A THOUSAND THINGS MAY HAPPEN 


IN THE DARK 














Vacation 


IN THE grip for the trip . . . your Eveready 
Flashlight. Ever ready to light your path at 
the shore, lake, farm, mountains. Le sure to 
take a genuine Eveready—the pioneer flash- 
light and still the best by 


flashlight nights! 


days are 


To get all the newest features, as well as 
those tried-and-true improvements that make 
for long and trouble-proof service, get the 
genuine Eveready. Keep a reload of Eveready 


Unit Cells on hand. Then 





long odds. 

Every worth-while flash- 
light improvement has been 
an Eveready improvement. 
Eveready has features found 
nowhere else. Hinged metal 
ring in end-cap for hanging 
up flashlight when not in 


Long- 


Eveready 
2-cell 
Focusing 
Spotlight 





Eveready 


lasting 
Unit Celi 


you’re all set for a better, 
safer, happier vacation. 


’ ’ ‘ ’ 


Eveready Unit Cells fit and improve 
all makes of flashlights. They insure 
brighter light and longer battery life. 
Keep an extra set on hand. Especially 
designed Eveready-Mazda Lamps, the 
bright eyes of the flashlights, likewise 
last longer. 


Bright-eyed 
Freready- 
Mazda Lamp 








use. Greatest flashlight con- 
venience in years. Safety- 
lock switch, proof against 
accidental lighting and 
wasting of current. 





FLASHLIGHTS 
& BATTERIES 
-they last longer 


Manufactured and guaranteed by 


Nationat Carson Co., Inc. 


New York San Francisco 


Canadian National Carbon Company. 
Limited. Toronto, Ontario 








STRIKING advertisements, like 
the above, are appearing (in 
much larger size) in a long 
list of periodicals all over the 
United States. They give the 
prospective vacationer a definite 
urge to take along an Eveready 
Flashlight and extra batteries. 

Tell your dealers to dress their 


ow... Sell the vacation 


windows and stores with vaca- 
tion “atmosphere,” to cash in 
on this advertising. A vacation 
without an Eveready is like a 
ship without a rudder—not 
particularly pleasant and not 
particularly safe. Talk up the 
vacation idea now and watch 
your flashlight sales jump. 


NATIONAL CARBON COMPANY, Inc., New York, San Francisco 


Atlanta Chicago Dallas 


Kansas City Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 








SUMMER MERCHANDISE 


Softly padded Clamp slips 
over edge of furniture. Fas- 
tens firmly by turning Wing 
Nut with fingers. Connects 
by Separable Plug to any 
convenient cutlet. No mar- 
ring of furniture—no tools— 


no wiring. 














oe 


Attachette meets the large popular demand that exists 
for a neat, handy, portable, attachable and easily ad- 
justable light which may be fastened on easy chairs, 
dressing tables, mirrors, desks, radio cabinets, sewing 
machines, book-shelves, bedsteads, or any of the many 
locations where either a temporary or permanent “‘see- 
ing light’’ is desired. 


New Low Prices 
New Data on Attachette Shield Shades 


ANTED merchandise is what your dealer sells in 
summer. 


ATTACHETTE is wanted by every member of every 


family that lives in an electrically wired home. 
But they've got to see it. 


Tell your dealers to display the ATTACHETTE promi- 
nently in their stores and the big popular want which exists 
for an attachable light unit will crystallize into quick sales 
and easy profits for both of you. 


Sell the Display Assortment 
2 Attachettes 2 Shield Shades 
and the beautiful 6-color Display Stand. 
Complete—$5.50—net to dealer 
Display Assortments Bring Re-Orders 


The F. W. Wakefield Brass Co. 


VERMILION, OHIO, U. S. A. 








There are three classes of Commercial 
Lighting jobs—special, cheap and stand- 
ard. For each installation there is exactly 
the right 


Red ger 


Right in price, right in design and 
finish, and everlastingly right in 
quality and craftsmanship. 





Sold by 131 Leading Jobbers 





ah 








